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© A section of the ventilating system in Caterpillar Co. building is shown 
above. The sheet metal contractor used 250 tons of sheet metal on this job. 


© AQ by 12 file card which contains a case history of © Guy Voorhees describes how to calculate wall surface 
each installation is an idea used by one contractor. temperatures. A table of temperatures is included. 


© The first installment of the American Gas Association ® Stud welding makes possible considerable 
Installation Standards for gas equipment is on Page 79. savings in the installation of metal roofing. 





a FACTS! 


R HEAT SLASHES THE HEATING COSTS 
FOR YOUR BUILDING 


Save money .. . save space . . . save steel with a Jackson & Church 
Warm Air Furnace. Just glance at these savings realized by 


builders who compared and chose warm air heat... 
J-C Dealer Saved $4000 for Contractor 
1,355,000 Btu Heat Loss 


J-C Dealer Saved $3500 for Road Commission 
1,600,000 Btu Heat Loss 


J-C Dealer Saved 40% for Bowling Alley 
1,089,000 Btu Heat Loss 


J-C Dealer Saved $13,000 for Church 
1,000,000 Btu Heat Loss 


There’s no secret to these savings. Your nearest Weigh the facts and join the happy J-C customers 


Jackson & Church dealer will gladly show you how who have received full measure . . . dollar for dollar 


you, too, can cut your heating costs. Or, write direct- . in comfort and attention-free heating, saved 


ly to us. Remember, our engineering department is money and what's more precious . . . space and steel. 


at your service to assist with your heating plans. 


« . AMERICA’S LARGEST AND MOST COMPLETE WARM AIR HEATING uve... a9 
ad 
cs “> : 
A] © © ah. ® §) 


JACKSON & CHURCH CO. 


SAGINAW, MICHIGAN 
wor K weet DONE SEN CE 
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WOW! THINGS ARE GETTING) | (IF | COULD ONLY FIND SOME 
WORSE -- LESS NEW EQUIP- OTHER SOURCE OF INCOME 

MENT TO SELL--THAT WITHOUT INCREASING COSTS.. 
CUTS PROFITS, AND MY 
OVERHEAD IS GOING UP! 
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HM-M-M.|.. THAT R-P YOU DON’T REPLACE THE 
FELLOW HAD A DEAL -- WHOLE FILTER - JUST THE 
THE “SAVE -THE -FRAME” PAD. WITH REGULARLY 
SYSTEM - WHERE | COULD SCHEDULED SERVICE CALLS - 
DOUBLE MY FILTER PROFITS | COULD REALLY. SELL 

Z FILTERS AND NO &% a 


} yi =} | [WORRIES ABOUTY. —§ 








MATERIAL <<“ 
SHORTAGES J 





WHY DON’T YOU 
TRY THE R-P WAY 
TO FILTER PROFITS! 


R-P*SAVE-THE-FRAME” 
SERVICE BUSINESS ~ =a 
AND SYSTEM sa 
f= ———_— 

( ea Pr 


REALLY SAVED 
THE DAY! 
A Z er, / 
“SAF = 


Weile RESEARCH PRODUCTS CORP., Madison, Wis., U. S. A. 
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WASHABLE AND REPLACEMENT AIR FILTERS © GREASE FILTERS 
EVAPORATIVE COOLER MATERIALS 
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yn Crom atic 


SHOWS YOU HOW TO BUILD YOUR FUTURE SALES 
SUCCESS AROUND “(4e Leader IN CONSTRUCTION...DESIGN 
PERFORMANCE... APPEARANCE...EASE OF INSTALLATION 


FAMOUS 
PATENTED 
COUNTER FLOW 
HEAT EXCHANGER 
BUILT OF 

10 GAUGE STEEL 


ALL CONTROLS 
MOUNTED 
IN UNIT 


INSULATING 
PRECAST 
REFRACTORY 
FACTORY 
INSTALLED 


MANUFACTURED BY 


“700” OIL FIRED SERIES 


PERFORMANCE . . . The Patented Counter Flow principle of Syncromatic 
Furnaces is the factor which gives you the BIG PLUS in home heating dollar 
value. 


HEAVY 10 GAUGE CONSTRUCTION . . . Syncromatic and ONLY Syn- 
cromatic gives you a heavy 10 Gauge Heat Exchanger . . . the heaviest 
in the automatic furnace field, which coupled with the COUNTER FLOW 
principle of balanced heat transmission gives you LONG LIFE and SAFETY 
as well as high operating efficiency. 


LOW COST... Dollar for dollar Syncromatic represents the biggest home 
heating value on the market today. Just compare the weight and quality 
of material and unequalled design of this unit with other equipment you 
can buy. 





catia cnromatic lrepaatetere. 
WATERTOWN, WISCONSIN 
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Required Reading 


...Q0w the average workman 
gets his pay by check and ap 
pended to or made part of it| 
are a number of mysterious 
synibols that cause more puz 
zlement than ever was caused 
by the good old envelope 

Take the case of the pay 
check and detachable stub put 
out by a typical large auto- 
mobile manufacturer The 
stub shows 13 items relating 
to the worker's pay. Of the 13, 
nine relate to deductions from 
his pay. They are noted by such 
cabalistic items as F.O.A.B 
F.1.T. Ins., meaning of course 
deduction from the worker's 
pay of Federal old age bene 
fits, deductions for the Federal 
withholding (income) tax, and 
for insurance. 

One company decided re- 
cently it was time to emphasize 
to employees the total earn- 
ings and how they diminished 
through no responsibility of 
the company before _ they 
reached the employee's hands 
On the theory that the pay- 
check is the one piece of lit 
€rature that everybody reads, 
the company had their checks 
designed to carry a series of 
emphatic messages on the sub 





| 
ject of deductions and the share | 
that taxes represented in those | 
deductions. All of these tax | 


messages were imprinted in | 
red to stand out in striking | 
contrast to the black printing 


on the rest of the stub } 

Other concerns have taken | 
the same tack. For example, 
one company’s perforated stub 
carries the notation “Ou 
earned and the company paid, 
with an arrow pointing to the 
total of earnings. To the right 
of this are various deductions 


in separate boxes, with the 


READING 


TANK GAUGES 
a i) 


FOR BASEMENT TANKS 


ype D-C pe 


=a 


For accurate, easy read- 
ing of tanks — indoors, 
outside or underground. 


ie ae a LH pd 


FOR UNDERGROUND 
TANKS: Type D-U, 
shown at right, for 
2” openings only. 


Left: Stondord type 
At-A-Glance Gauge 
for direct reading ot 
storoge tank Also 
avoilable with spe- 
cial fitting for use 
ond odaptation with 
remote gauge indica 
tors to permit dual 
readings — both of 
tonk and outside. 





Dependable, Inexpensive, Weatherproof... 
Simple Mechanical GAUGES, Easy to Install 


Accurately indicates liquid level in remote storage tanks at all times 
— Not affected by ner gravity oil changes or variations. Sim- 
plified h e y fittings, bulbs 
or levers for oil men to tamper with — no need for access to 
building. Can be installed for dual location read- 
ings — indoors and ovt. Non-corrosive stainless steel 
g end brass extension Hines conned? tank float with cast 
oof, type indicator 
— colibrated in tracthene. Easy to read, uncondi- 
tionally guaranteed. Write for folder showing com- 

plete line. 








7 
KRUEGER: Sericiy GAUGES 


GREEN BAY « WISCONSIN 


ition notice, an 


notation beneath: 
ut the above amounts yOu 
The pyramiding of taxes 


| withheld from pay at the source 


as been accompanied by an- 
ther trend which has reduced 


take-home pay—the increasing 


iumber of deductions made at 
the more of the employee 
or such laudable programs as 
‘roup insurance, community 
fund, savings bonds, etc. But 
even though the latter are re- 
quested by the employee, their 
effect on the paycheck is the 
same as with mandatory de- 
ductions, they cut very sub 
stantially into the amount of 
noney the employee has left 
for current expenses, and the 
employee begins to think of 
his job in terms of the net 
amount of his check. Gross 


| pay, the amount which the 


company pays out, has become 
to the employee a vague, per- 
haps a non-existent concept 
C. B. Lansing, Jr., in the Tax 
Outlook 


Apprentice Records 


Upon receiving an induc- 
apprentice 
should inform his employer, 
union secretary, and secretary 


|of the local joint apprentice- 


ship committee of his inten- 
tion to enter the armed forces 
If he is a veteran, he should 
notify the local VA office. He 
should be sure his work rec- 


|ord is up to date and obtain 


a certified copy of it. 
Employers should notify 


their local apprenticeship coun- 


cils requesting 
apprenticeship 


suspension of 

agreements, 
with entry into the armed 
forces as the reason. The 
local joint committee should 


| check the record to see that it 
| contains a full account of 
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‘IRS AS 


Here’s 





il the fittings needed for 


each job"“CUSTOM PACKED” 


to your specifications 


Your Answer to 


"We're Cutting Costs with 
Char-Gale Project Packs” 


< 


READY FOR FINAL ASSEMBLY 


Project Packs provide these advantages... 


Help in figuring costs 

You can determine your bids quickly and 
accurately, when you use Char-Gale Project 
Packs. No forgotten costs will creep in. 


Savings on material 

Char-Gale Project Packs are made up to your 
specifications. You get everything you need 
for the job, without any waste. 


Savings on handling and storage 
Compact cartons provide a flexible storage 
system, eliminating outmoded bins, wasted 
space. No sorting and resorting, either. 


Savings in time 

“On the way” or ‘‘on the job’’, you save time 
with Project Packs. All fittings are in the 
carton, ready for quick, final assembly. 


Assurance that you can finish the job 
In these days of sheet metal shortages, it’s 
good to know that you won't be caught short. 
Start, and finish, with Char-Gale. 


From every angle, Char-Gale Project Packs 
are your answer to housing project installa- 
tions. If you have not yet investigated the 
possibilities of Char-Gale’s Packaging Pro- 
gram, do so today! 


Write, Wire or Phone Us—Or ask your Jobber 


CHA R-GALEMANUFACTURING CO. 


MINNEAPOLIS-OMAHA 


HOUSING PROJECT INSTALLATIONS 
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work experience and total time 

Secretary of Labor Tobin 
has suggested this procedure 
to avoid confusion and _pos- 
sible loss of credit when an 
apprentice returns to civilian 
life 


Excess Profits Tax For .. 


Logically, if excess profits 
of corporations are to be sub 
jected to tax, the excess profits 
of individuals should also be 
taxed. No attempt to tax the 
excess profits of individuals is 
now being 
reason 1s probably that the 
patent inequity and indeed ab- 
surdity of the tax 
crystal clear in those cases. An 
individual can readily perceive 
injustice to another individual, 
injustice to a corporation is 
harder to detect 


proposed The 


becomes 


The following random ex 
amples are representative of 
thousands of cases 
1) John Doe was sick dur 
ing all or part of the base 
period, and earned little. He 
is doing very well today. Since 
he has no average base period 
earnings speak of, an ex 
ces$ profits tax will take 70 
to 90 per cent of his current 
total earnings 
2) Richard Roe is an inven 
tor, and during the base period 
he earned almost nothing be- 
cause he was perfecting an in 
vention (the electric light bulb, 
frozen orange juice). His in 
vention was successful and to 
day he is making up the income 
he could not earn while he 
perfected his invention. Since 
he has little or no base period 
earnings, the excess profits tax 
will take 70 to 90 per cent 
of all he makes 
3) Tom Jones worked very 
hard and was very productive, 
as he reached his maturity in 


HEATRAP 


100,000 B t u. AUTOMATIC FURNACE 


dV Fillen Com DAU. 


SYCAMORE, 


ESTAsB 


1898 


ILLINOIS, 


today! 


U.S.A. 


the years after the base period 
He well earned a 50 per cent 
raise in salary. Since all of 
it exceeds his base period earn- 
ings, he must surrender 70 
to 90 per cent to the Treasury 

Exactly similar illustrations 
could be framed on the basis 
of an invested capital stand- 
ard Ihe absurdities in in 
dividual cases throw into bold 


er relicf the similar 


absurdities in the corporate 
De Jense, by 


the Committee on Postwar Tax 


exactly 
cases Financing 


Policy 


Less Work — 
More Money 


rhe early settlers in this coun- 
try believed that the harder 
you worked, the more you 
would produce. The more you 
produced, the more you would 
have. The more you had, the 
richer you would be. That 
idea of wealth from produc- 
tron scems outworn now. 

A hundred years ago, we 
worked 12 
average worker had an income 
of about $400 a year. We 


hours a day. The 


cut the work day to 11 hours 
A worker's income went up 
to $600 a year. Though we 
reduced the hours of work to 
10, the 
$1,000 


income went up to 
We reduced the work 
day to nine hours. . .income 
$1500 eight 


come. . .$3,000 


hours. . .in 
Should we cut the work 
week to four hours, and send 
the income up to $8,000 a year? 
Some thinkers will undoubted 
ly be agitating soon to reduce 
the working day to one hour 
in the mistaken belief that it 
will send our income up to 
$18,000. In the future, some 
one will advocate reducing the 
working day to zero, and hav- 
ing an infinite income 
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THIS MONTH'S 
MERCHANDISING 


IDEA 


‘PLUMBING «HE aTing- 


freld 


moans finest in 


DRAFT CONTROLS 


And There’s A Field 
For Every Need! 


WICURT, 


Control 








Field Draft Controls offer something to sell on your service calls. 
installations will mean more service calls. 


LESS to SELL Means 
MORE +o SERVICE! 


Heating plants which cannot be re- 
placed must be maintained. Fewer 
calls 
And Field Barometric Draft Controls 
can play an important part in profitable 
servicing 


sales calls mean more service 


Field Draft Controls offer you a good 
profit margin, a substantial sales volume 
They offer the home-maker even more 

reduced fuel bills, more even heat, 


greater safety, longer furnace life. These 


are important appeals when fuel costs 
ri 


Draft Controls for both oil-fired and 
coal-fired furnaces will supplement new 
equipment sales. 

Feeruary, 1951 


AMERICAN ARTISAN, 


M 


First and finest for all types of aute- 
| matic heating equipment. 


Fewer new 
field 
TYPE 
R 





First and finest for all types of space 
heaters and ranges. 


are high and older furnaces must be 


kept in service 


Draft Controls on oil-fired furnaces 
offer a steady replacement business. And 
every hand-fired furnace is a prospect 
for the Field Barochek. This combina- 
tion draft control and check damper 
virtually eliminates manual damper 
tending 


field 
BAROCHEK 


and overheating. Fuel savings 


are substantial 

Take a Field Draft Control along on 
every service call. It's a money-maker 
for both you and your customer. 


CONTROL 
DIVISION 


MENDOTA, ILL 


field 


D. CONKEY & CO 
AFFILIATES 


Conco Building Products, Inc 
Bri Tile Stone 





Field Barochek, combination draft con- 
trol and check damper made by Field 
Control Division, Mendota, Ill. 


Conco Moterials Handling Division 
Crones Hoists 





All of this is obviously ab- 
surd. You cannot get more by 
working less. Clearly, to have 
more, we must produce more 
in goods and services. Better 
machinery has made possible 
the reduction in hours of work 
The reduction in hours did 
not result in the higher in- 
come, however. That income 
came from the rise in produc 
tion. If we want shorter hours, 
we must make machines that 
will do the work in less time, 
or use more machines to get 
the same result. Of all the 
myths and which 
hamper the human race, none 
dies harder than the belief that 
we shall become rich by work- 
ing less 


fallacies 


Popular Economics 


Titanium for Steel 


Titanium, the fourth most 
abumdant metal in the crust 
of the earth, is expected to be 
developed in alloy form in the 
neaf future as a possible sub- 
stitute for steel 

An expert from an eastern 
electrical company recently told 
a jOint meeting of the Amer- 
icam Institute of Electrical En 
ginmeers and the Berkshire So 
ciety of Metals that, pound for 
pound, titanium is far superior 
to steel 

Since the density of titanium 
is about 60 per cent that of 
steel, it is much lighter. It is 
also corrosion resistant Be 
cause of these advantages, it 
is reasonable to assume that 
titanium will replace steel in 
many applications 


Credit Information 


The world’s oldest credit 
agency, Dun & Bradstreet, Inc., 
recently began mailing requests 
for financial statements from 
89 offices all over the United 


States and Canada to over 


10 


© ATTRACTIVE 


Modern, functional design, with 
no cumbersome “extras” 


© DURABLE 


Sturdy construction for long wear under any 
conditions 


© ECONOMICAL 


Built to provide low initial cost and low oper- 
ating cost 


© DEPENDABLE 


Reputation for trouble-free operatior through- 
out the years 


© QUIET 


Heavy housing and cushion-mounted motor 
eliminate noise 


A complete line, with consumer acceptance and a 
burner for every job. For full information, write: 


Dy ici 2 a oe ae ~ PTE St Oe 


SUNDSTRAND ENGINEERING CO. 


ROCKFORD, ILLINOIS, U.S.A. 


2,700,000 businesses listed in 
the November reference book 

The breakdown of mailings 
is as follows 60 per cent 
will go to retailers, 11 per 
cent to manufacturers, 8 per 
cent to wholesalers, and the 
balance to construction com- 
panies, 
and miscellaneous business en 
terprises 


commercial _ services, 


In the first ten months of 
1950, Dun & Bradstreet added 
149,686 listings to the refer- 
ence book and the names of 
511,993 businesses were re 
moved 

Credit reports are available 
on all names listed as well as 
on several hundred thousand 
enterprises of a service nature 
which are not listed 


Modern Tools Cut Costs 


The automobile people fig- 
ure it would cost $60,000 to 
automobile 
with the tools and methods 
used in 1910. Thanks to ma- 
chines and mass production, 


make a modern 


the price has been cut 30 times, 
and now nearly everyone can 
own a car and some 750,000 
people have jobs making cars, 


parts, and accessories. 


High Tax Favored 


Pay-as-we-go taxes to finance 
our rearmament program are 
favored by more than 90 per 
cent of the executives of manu- 
facturing companies who an- 
swered a questionnaire sent 
recently to 1,000 companies 
The majority advised increases 
in corporation taxes, personal 
income taxes, and sales or ex- 
cise taxes 


The last war brought a lot 


of displaced persons; the next 

lot of dis- 
personed places Heil Sales 
Booster 


one may bring a 
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a, 


To establish and supervise poli- 
cies and plans for you and your 
territory that enable you to make 
and keep good profits 


Your WEIR-MEYER mere says— To direct WEIR-MEYER fa. 


tory sales representatives and dis- 


iT tributors so that they will be of 
Z the most possible help to you... 
QU av Russ Quimay, Sales Manager 


when you sell ane 





To see that your orders are de- 
livered as promised 

Haro_p WALKER 

Assistant Sales Manager 





“A Weir-Meyer dealer is a ‘preferred person’. Customers 

recognize you, competitors respect you and the Meyer To design and produce equip- 
Furnace Company sees that your dealership is profitable me Nag so easy to install and 
and enjoyable. You may qualify for exclusive rights to a ~ sing “Ree 

Weir-Meyer dealership in your territory. Send the coupon 

below for details.” 


THE MEYER FURNACE COMPANY 


General Offices: Peoria 2, Illinois 


To help you plan installation 
and application 

Joun BoL_anp 

Assistant Chief Engineer 


To supply you with tested, work- 
able advertising and sales tools 
Cuuck Raper 

Advertising Manager 


FURNACE Co a a eee 
2, Peoria 2, Ty 


WEIR-MEYER MEANS 


Manufacturers of Weir & Meyer Furnaces @ Air Conditioners for Gas—Oil—Coal @ Factories: Peoria and Peru, Illinois 
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Our Readers Write... 


@ Re: Layouts for Perimeter 
Heating (AMERICAN ARTISAN, 
December 1950). How would 
baseboard instead of floor reg 
isters work? What effect 
would drapes have on_ the 
system ¢ 

HENRY F 
Kingfisher, Okla 


LUEBKING 


There are three serious 
jeclions to the use of basebo. 
or low wall registers 
meter warm an 
Baseboard and | 
ters which generally avail- 
abl. On market must be 


tarned up ide down to deflect 


the au ut ward Then you | 


find tha your damper 
upside down and 7 
aga: nit 

So actually 

areturn air face wh 
used for 
and pul a squeeze damper be 
hind it. 2) The additi 
cosi of ipectal filling 

tion behind the 

chasing of concrete foundatior 


upward deflectio 


walls ave further obstacle 3) | 


We do not rec 
of baseboard or lo 

fers € xX¢ c pt P ?piy in Ld Mlé ’ 
cal work where 
by drapes and furniture place 
ment can be avoide In 


commercial work 


mimnienda 


Jnlerference 


tion is to deliver 
throu gi long 
m uwindok 


FOLLANSBEI 


@ | am a recent subscriber 

My first issue contained an 
article entitled Balancing the 
Heating System for Indoor 
Comfort, Part II]. Have saved 
Parts II and III of this article 
and would like to secure Part 
I so that I can have a complete 
file on this subject 


C. H. HANSEN | 


Chicago, III 
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ROGERS | 








DOUBLE-DEFLECTION GRILLES 
with INTEGRAL VOLUME CONTROL 
aad DEFLECTROL 


¥ NO DUCT TAKE-OFFS NECESSARY. 


¥ FACTORY-ASSEMBLED UNIT REQUIRES ONLY 
ONE INSTALLATION OPERATION. 


Vv SYSTEM BALANCING TIME REDUCED TO A 
MINIMUM—FULL ADJUSTMENT— VOLUME AND 
DIRECTION— AVAILABLE AT EACH OUTLET. 


¥ GRILLE CORE REMOVABLE FOR CLEANING 
AND INSPECTION PURPOSES. 


¥ DURABLE ELECTROPLATED FINISHES. 


CONSULT YOUR BARBER-COLMAN REPRESENT- 
ATIVE OR WRITE FOR COMPLETE DETAILS. 


BARBER-COLMAN COMPANY 


1226 ROCK STREET e ooh Sek S: eee 








@ We read. . Simplified Book- 
keeping System Solves Prob- 
lems for Detroit Contractor in 
the December issue. Would it 
be possible for us to obtain 
| samples of the forms used in 
We are anxious 
to find a better system than 


| the system ? 


the one we are using at the 
| present time. 


} WILLIAM ANDERSON 
Holdrege, Nebr 


@ Would appreciate. . .the 
name of the concern that man- 
ufactures the baseboard diffus- 
ing grille shown on page 75 of 
the December issue. 

We are very much interested 
in this idea and the grille 
itself. 

J R. CRAWFORD 
Dodge City, Kans 


@ I am a subscriber. . .and an 
estimator in a sheet metal con- 
tracting firm 

How may I obtain Ductwork 
Estimating Tables...and__ re- 
prints of other articles. . . 

AMERICAN ARTISAN is a 
wonderful publication and I 
know I'm not the first to sing 
its praises 

WALTER E. LAUKKANEN 

Menlo Park, Calif. 


@ We were very interested in 
your article entitled Subcon 
tracting in War Production 
We wonder if you could tell 





}us who we should contact to 
get information regarding sub- 
| contracting 

AL MADSEN 
| Lewistown, Mont 





ld is full of willing 
yme willing to work 
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IS is no time for 
ly-dallying.... 


connie 


If you’ve been putting off getting your Lockformer, So... if you’re still “getting along without 
now’s the time to“‘get down to cases?’ There’s cer- a Lockformer,”’ just ask yourself this simple 
tainly no point in “waiting for prices to come down” question: **‘What am I waiting for?’’ You'll 
It’s equally certain that hand methods can’t com- have a hard time finding a logical answer, for 
pete with Lockformer speed and economy. Records the truth is, if you make ducts you need a 
prove that even the smallest of shops can ‘“‘make Lockformer. And if you haven’t got one, right 
money” on their Lockformer investment. And the now is the best time to get it! Write for the 
Lockformer reputation for dependability and long Lockformer Catalog and select the model best 


life is too well known to admit any argument. suited to your shop. 





ONE MAN WITH A LOCKFORMER MAKES MORE PITTSBURGH 
LOCKS THAN SIXTEEN MEN WITH EIGHT BRAKES 


im mek @ ae) ea ee 


4615 WEST ROOSEVELT ROAD + CHICAGO 50, ILLINOIS 
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QC METALBESTOS 
VENTILATOR TOP 


QC METALBESTOS 
ROUND ROOF 
FLASHING 


ROUND 

QC METALBESTOS 
FOR REMAINDER 
OF SYSTEM 


ONLY 3%” 
WALL SPACE 
NEEDED 


CEILING PLATE — 


ANGLES 


METALBESTOS — 


WALL-VENT 


VENT HOLES — 


FOR AIR 
CIRCULATION 


WALL HEATER — 


new QC merALBestos 
WALL-VENT permits 

use within % inch from 
combustible material. 


COOL WALLS AND PROPER VENTING of wall 
heaters — positive safety even in pine board walls with 
unfurred 2” x 4” studding—are provided by the new 
QC METALBESTOS WALL-VENT. 


UNDERWRITERS’ LABO- 
RATORIES, INC. list QC 
METALBESTOS WALL-VENT 
as a Type B gas vent—and add 
an additional provision per- 
mitting it to be installed with 
¥ inch clearance from com- 
bustible material. No other gas 
vent pipe has a similar listing. 


QC METALBESTOS WALL-VENT saves the 
expense of thicker studding, furring or metal sheathing 
previously necessary. Extensive tests have proved that 
this new unit keeps adjacent wall surfaces even cooler 
than the former Metalbestos wall heater vent pipe. 


Write today to Department 8 

for complete information on QC METALBESTOS 
WALL-VENT and QC METALBESTOS round pipe 
and fittings. 





WILLIAM WALLACE CO. 





| BELMONT: CALIFORNIA 
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American-Standard 


First in heating ... first in plumbing 





The SENECA and the WYANDOTTE 





Fi 


gE’ 


g 


.»» Low-cost, efficient winter air conditioning for smaller homes 


Here are two fully automatic gas fired Sunbeam Winter Air Conditioners that you can sell for small 
to average-sized homes . . . that will assure pleased, satisfied customers . . . and that will be among 


the most profitable items on your sales floor. 


The SENECA-—for basement installation—has an 
attractive Forge Red jacket that conceals all controls. 
The heating element is corrosion-resistant copper 
bearing steel, correctly proportioned and joined 
permanently by electric welding. Baffles in large 
radiator conduct gases through multiple passes, 
heating radiator completely before gases enter flue. 
Burns manufactured, natural, mixed, liquefied pe- 
troleum or butane-air gas efficiently and eco- 
nomically—and is available in four sizes with 
an input per hour of from85,000 to 150,000 Bru. 

The WYANDOTTE— incorporating the same 
fine engineering construction as the Seneca— 
supplies efficient, low-cost, air-conditioned 


took FOR THIS 
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heat and is designed for top performance in first floor 
installations as well as basements. Its compact size, 
about 5 feet high by 2 feet wide—makes it satisfac- 
tory to install in utility rooms, kitchens or even 
closets. Factory-assembled and pre-wired for easy in- 
stallation. In four sizes, from 55,000 to 105,000 Bru 
input per hour. 
For complete information about the Seneca, 
the Wyandotte and other Sunbeam Winter 
Air Conditioners and Warm Air Furnaces 
in the American-Standard line, contact your 
Wholesale Distributor. American Radiator & 
Standard Sanitary Corporation, P. O. Box 
1226, Pittsburgh 30, Pa. 


MARK OF MERIT 





NEW 1951 
CHEVROLE 


ADVANCE- 
DESIGN 


TRUCK 





New FEATURES! New QUALITY! New VALUE! 


You'll find everything in these new 1951 Chev- 
rolet trucks —everything that has made Chevrolet 
the world’s most popular make p/us new features 
and improvements that put them still farther 
ahead of the field. As a truck user, you'll welcome 
Chevrolet's new, better designed brakes for their 
increased effectiveness . . . their thrifty long life 
and extra safety! You'll recognize important 


contributions to trucking in Chevrolet's Dual- 
Shoe parking brake, the new Ventipanes, and 
Chevrolet's new cab seats . . . the very tops for 
riding comfort! See your Chevrolet dealer and 
take a good look at these 1951 Chevrolet trucks at 
your first opportunity. The “best in the business”’ 
are better than ever today! Chevrolet Motor 
Division, General Motors Corp., Detroit 2, Mich. 





CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 





TWO GREAT VALVE-IN-HEAD ENGINES—the 
105-h.p. Loadmaster or the 92-h.p. Thrift- 
master—to give you greater power per galion, 
lower cost per load *« POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response « DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement *« SYNCHRO- 
MESH TRANSMISSIONS — for fast, smooth 


shifting « HYPOID REAR AXLES—for depend- 
ability and long life « NEW TORQUE-ACTION 
BRAKES—for light-duty models « PROVED 
DEPENDABLE DOUBLE-ARTICULATED BRAKES 
—for medium-duty models « NEW TWIN- 
ACTION REAR BRAKES—for heavy-duty 
models « NEW DUAL-SHOE PARKING BRAKE 
—for greater holding ability on heavy-duty 





models « NEW CAB SEATS—for complete 
riding comfort « NEW VENTIPANES—for 
improved cab ventilation « WIDE-BASE 
WHEELS —for increased tire mileage « BALL- 
TYPE STEERING—for easier handling « UNIT- 
DESIGN BODIES—for greater load protection 
e ADVANCE-DESIGN STYLING —for increased 
comfort and modern appearance. 
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Doctors Agree, 


Proper Humidity... 
as provided by a VIKING HUMIDIFIER 


ex essential to ereT hiclal 


and Health in the Home. 


No one can argue about the importance Who knows the importance of proper 
of proper humidity for health, it is gener- humidity in the home better than eminent 
ally recognized by medical men. “Lack dical men! B proper humidity is 
of humidity causes dryness of the nasal so essential to comfort and health, there's 


passages with resulting discomfort, and n+ r 
may - = be a factor contributing to colds. no question about Viking Humidifier sala 


A Viking Humidifier in the home effectively bility. Jobbers and dealers just like these 
and automatically provides the benefits below are hopping on the bandwagon 
and comforts of humidity.” every day. 





“My Dealers Are 
Cashing in on EXTRA 
Profit by Pushing 
VIKING HUMIDIFIERS” 


Charles W. Vaughn 

Wisconsin Furnace Co. 

Madison, Wisconsin 
“It’s easy to show the homeowner his need 
for proper humidity, and when you have a 
product that fills the need as completely as a 
Viking Humidifier the result is sales-easy, 
extra sales. That's why my men are pushing 
Viking Humidifiers.” 


5 HERE’S PROOF THE CUSTOMER WANTS HUMIDIFIERS 
ek 

8) t p\ “Everybody knows there's no “When you talk about comfort and health, 
complete Winter Air Conditioning you naturally talk about proper humidity. 
without proper humidity. That's That's where Viking Humidifiers come in. 
why there’s a market for Viking Homeowners soon see why they need a 
Humidifiers.” humidifier, and it often leads the way to 
M. J. Nilles, S$. M. Shop sales of other items, too.” 
1439 Regent St. Howard J. Harker 
Madison, Wi i Harker Sheet Metal 

3419 Winnequah Rd. 

Madison, Wisconsin 





... ALL RECOGNIZE THE IMPORTANCE OF 
PROPER HUMIDITY TO INDOOR COMFORT! 











Aiking 


P a u > 
=’ . 
: e AIR CONDITIONING CORP. , 
5601 Walworth, Cleveland 2, O. ; HUMIDIFIERS SLOWER WHEELS 
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No. 211 ‘‘NO-FLEX’”’ 
FLOOR REGISTER 


; oma 


Sturdy grid-type face. Balancing adjust- 
ment in face permits positive control of 
air flow directing the air at any desired 
angle to properly blanket a cold wall or 
window area. When adjustment is set 
the register can be easily opened to the 
correct position or closed if desired. Avail- 
able in sizes to meet code requirements 
of N.W.A.H. and A.C.A. Ideal for in- 


stallation in any type of floor for perimeter 
heating. 


oe Cy 


This register has a base projection of 314” 
and is designed for out-of-wall installa- 
tions where stud space is not available 
for ducts, such as in cinder block or con- 
crete wall construction. Also ideal for 
old house jobs where forced air baseboard 
installations are desired but cutting into 
stud space must be avoided. Flexible fin 
type face. Single shutter valve. 





Current Catalog is No. 51 Handy “Pocket 
Guide” — Eighth Edition. Write if you 
do not have them. 


al 


No. 748 BASEBOARD RETURN AIR INTAKE 
Matches The No. 745 Register 





HART & COOLEY cnn a4 coo 





WORLD'S LARGEST PRODUCERS OF REGISTERS, GRILLS AND FURNACE ACCESSORIES 
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Series A Series H 
Gas-Fired Steel Gas-Fired, 
Air Condition- Steel Utility 

ing Unit Air Condition- 

ing Unit 


OF HEATING 
EQUIPMENT- 


-y 





Gun, Oil-Pired 
Air Conditioning 


Steel or Cast Iron 
Heating Element 


la) 











® 


ANY SIZE * ANY TYPE ee was 


Coal-Fired Air 


Conditioning Unit, 


ANY FUEL ~~ 





_- ‘i 
. é Yaiy ales p * «¢ 

at : “hy, t TOm,. 
\4ip,, 0 


jobjoe / 
bn 
ate 
C. A. OLSEN MANUFACTURING COMPANY © © enyaia, onio 
. 
PP 


ee HEATING & AIR CONDITIONING UNITS 





American Artisan, Ferruary 









































\ 
Bil 
ANY S$ 
you W 


If you have, the man to see is your Armco Stainless 
Steel Distributor. 

Today, more than ever before, you want to be 
certain that each stainless job (1) satisfies a cus- 
tomer and (2) pays its share of profit. So you want 
to select the one type, grade and finish of stainless 
that best meets the needs in each case. That's where 
the Armco Distributor can help you. His experi- 
enced salesmen, counseling with Armco Metallur 
gists, are in a good position to make practical 
recommendations. 

Something else that’s important today is economy 
in the shop. You want to use the most efficient fab- 


ricating practices and avoid waste of materials. 


ARMCO STEEL CORPORATION 


HEADQUARTERS AT MIDDLETOWN, OHIO, WITH PLANTS AND SALES OFFICES FROM 
COAST TO COAST * THE ARMCO INTERNATIONAL CORPORATION, WORLD-WIDE 
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UESTIONS 


2 
GHTENED out: 


Here again you'll find your Armco Distributor a 
good man to know. He and his staff can give you 
time- and money-saving answers to almost any fab- 
ricating question you may have. He'll also be glad 
to provide a free copy of Armco’s handy sheet metal 
shop manual, “Stainless Fabricating Tips.’ 

Even with the heavy demand for all steels, you 
may be sure the nearby Armco Distributor will do 
his best to meet your emergency requirements for 
Armco Stainless sheets, bars, angles or fasteners 
promptly and dependably. So keep in touch with 
him—both as a source of steel and useful informa- 
tion. If you don't know his name, just drop us a 


card at the address below. 





\on~/ 


pRMCO 
V/, 





WITH 3 MAJOR 
IMPROVEMENTS 
e 


ALNICO 
everlasting 
magnets 
* 
99.9% 


pure silver 
contacts 


Completely 
enclosed contacts 


eat O8 REFunp OF 


Guaraifbed by 
Good Housekeepin 
fo 


~~ 


745 apveanisto 


Dependable...Ruggedly Built...Service Free 


~+-Proved in over 5,000,000 installations! 


@ You get all these benefits: positive conti at th M] r ( h recognized as 
all times... magnetic snap-action opening and the finest actuating n in the heating 
closing .. . self-cleaning contacts... heavy-d 

ample size parts... no flexible lead wires... n a demonstration of this improved Super- 
trouble from off-level install: er. C6 q r nti t Ss our Cal Pertex dis- 
contacts free from dust and 

from exter vibration... « 


for multi-year, dependable, safe o 


Twin contact switches, with magne 
action, were hailed in 1936 as a re tionary Re 
development for heating controls 
mechanism could approach this le ) 

ment for dependable, trouble-free operation. CONTROLS YOU CAN TRUST 


Following years brought three major improve PERFEX CORPORATION, MILWAUKEE, WISCONSIN 
ments on the original design (see above). Today, In Canada, Perfex Controls Ltd., Toronto 1, Canada 


AUTOMATIC TEMPERATURE CONTROLS * INDUSTRIAL ENGINE RADIATORS * COLOR PROCESS PRINTS 


MORE PEOPLE : LESS SERVICING 
TO HELP YOU . FOR YOU 


(expending distributor network) (in the home) 
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* Sells om Sight” 625 AMHERST STREET . 





. . . and stay sold on service 


There are two kinds of salesmen; those who admit they 
are lazy and those who won't admit it . . . (we admit it) . 


So ... in designing the MOR-SUN furnace we first 

designed an efficient, rugged; heat exchanger . then 

we hired one of those “industrial stylist” fellows to 
i . the total result was 

for solid etisgtaste Meg 


create a sveldt looking 
that ... whether they 
beauty . . 
bought on sight! 


Of course, there’s a catch to it! You have to get the 


. they found it in MOR-SUN . . . and 


pros in your show room. He (or she) may want 
to some ions to avoid appearing to be a push- 
over. You may have to tell them that under that sleek 
die stamped casing is a heat exchanger mass precision 
prod of heavy gauge pressed steel — premium 
steel —deep drawing stock—a heat exchanger of 
maximum porate. welded into one gas-tight piece. 


You may want to show them pictures of your installa- 
tions, and give them figures on fuel costs of MOR- 
SUNs in their neighbors homes. Of course, you'll want 
to visit a while, ¢ the MOR-SUN Sells on Sight. 


MOR-SUN FURNACE DIVISION 


MORRISON sree probucts, INC. 


BUFFALO 7, N. Y. 








Using € wisely in 
Building Design and Construction 


flashing at roof— 
no parapet 


Where walls are to have a capping stone in place 

of a parapet, this flashing construction is suggested. 
Twenty-four oz. cold rolled copper with locked 
soldered seams is recommended so that ample 
strength will be provided for expansion and 
contraction stresses. Copper used properly for this 
and other building details affords lasting 

protection and a minimum of maintenance expense 
For suggestions or counsel on any problem involving 
sheet copper construction write: The American 
Brass Company, Waterbury 20, Connecticut 


In Canada: Anaconda American Brass Ltd., 
New Toronto, Ontario 


nothing lasts like 
COPPER 
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ts 
SOLD OUT IN 50 


Order Early...’51 will be Another Big 
Year for Utility Evaporative Air Coolers 


HISTORY’S HIGHEST PRODUCTION wasn’t enough to fill 
the demand for Utility Coolers last year. With design refinements 
head and shoulders above the field, with advertising “show-casing” 
them to consumers, Utility Coolers sold faster than we could make 
’em in 1950. Right now it looks like an even bigger year in 51. We 
sincerely advise you to order now and order enough. Remember, 
Utility gives you a double-barrelled shot at year-’round volume... 
the nation’s top line of coolers in the summer, an equally respected 
line of gas furnaces and gas heaters for winter sales. 


A COMPLETE, LOW-COST 
COOLING LINE 


© Portable Blower Model: Low-cost, 
efficient cooling for small rooms. 


@ Fan Model Series: Deluxe fan cooler 
with built-in re-circulating pump. 


@ Duct Coolers for small areas: 10” 
and 12” blower wheels. 


® Duct Coolers for homes of any size: 
7 models, 16” to 19” blower wheels. 


@ Duct Coolers for commercial and 
industrial uses: 6 models, 22” to 26” 
blower wheels. 


THIS SEAL MEANS 
SATISFACTION to your 
‘abesie y) customers . . . casier 
selling for you. 





/ Pure aspen filter-pads in patented, no-sag racks, posi- 
tioned for positive wetting action. 





CHECK THESE EASY-SELLING FEATURES 


/ Dynamically-balanced oversize blower wheels for / Water-resistant pump motor housing . . . ad- 
greater air delivery, lowest operating cost. 


justable pitch motor pulley . . . micrometer 
/ Uniflow Water Distribution assures continual flow, adjustment hose clamp for easy installation 
even water distribution across entire pad surface. of recirculating pump. 


Completely assembled (except models with 


blower wheels over 16”). . . factory tested 
Seal-Bonded finish throughout for corrosion resistance. . .. guaranteed one year. 








THERE’S PROFIT UTILITY 


TRADE MARK 


IN THE AIR 


UTILITY APPLIANCE CORP. + 4851 Se. Alameda Street + Les Angeles 56, Calif. 
Manufacturers of gas-fired heating equipment and Gaffers & Sattler and Occidental Gas Ranges 
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DID YOU SEE IT? 
WHAT? 


Exhibit of the Worlds Best 
in Gravity and Air-Conditioning Registers 
At the International Show 


THESE WERE THE HEADLINERS! 


preeeeieceriy DUTOUTNETO NTT 
' f OOSTTHHT ESET AGT T Eee ae eee 


SOCTAAHTHAT TLE THe aie 


WORTERAANTETINTNNTT Tie 


U. S. No. 256 


Still the greatest of all Air-Conditioning Registers. 
Gives 4-Way flow through multiple rear valves and front 
Vertical Grille-Bars (22° Right and Left Flow Standard 
Setting). Engineered to achieve even Air Distribution 
over entire Register Grille Area. Permits installation — 
in sidewall or ceiling — with ANY style stackhead, square 
or Round Back. 





FOR THOSE WHO 
MISSED THE SHOW 


Complete information 
about all these U. S. head- 
liners, and many more, are tented Turn-Buttons. 
51. Send for your copy 
today. more. 














_ 











U. S. No. 153 


The Best Constructed, Finest and Most Efficient, (single 
valve) AIR CONDITIONING Register Ever Produced. Rec- 
ommended for those jobs where Excellent appearance is 
demanded but low cost is important. No, 153 is not a 
mere stamping but a Properly Engineered, carefully con- 
structed Air Conditioning Register of a very competitive 
price class. 


U. S. No. 40 Series 


Has always been — and still is — the 
Supreme quality Leader among Gravity 
Baseboard Registers. Has no Equal! U. S. 
No. 40 is of two-piece construction. Re- 
movable grille attaches to frame with pa- 
No loose screws to 
included in Catalog No. be lost. No unnecessary installation time. 
Customers save money and you make 


UNITED STATES REGISTER COMPANY 


SATVAE CREEK, 


° KANSAS we Te Me ° 
LEADING JOBBERS 


MICHIGAN 


ALBANY 
FROM COAST TO 28 5 1 
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PENN 


HEAT ANTICIPATION 


Three Little Words 
that mean 


Comfort, Convenience, Economy 
in Automatic Heating 


Don’t settle for less...use PENN Controls on your next 
heating job... they cost no more! Penn Electric Switch 
Co., Goshen, Indiana. Export Division: 13 E. 40th St., 
New York 16, N. Y., U.S.A. In Canada: Penn Controls, 
Ltd., Toronto, Ontario. 





* Holds the temperature within one-half degree of selected level. 
Here’s What Penn * Avoids “cold 70; ends discomfort of “zig zag” heating. 


* Automatically compensates for outside weather conditions. 


Heat Anticipation * Provides more frequent, short burner operations instead of longer 


runs and standby periods, assuring even flow of warmth for greater 


Does. comfort and fuel economy. 











it “hugs” the selected level for closer temperature control 


AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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DO YOU SELL ONE OF THESE 


FAMOUS M , 


ALLEN'S 

BARNES 

BEYER 

COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CUSTOM-AIRE 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE-HEATROLA 
FINDLAY (Canada) 
FLORENCE 

H. C. LITTLE 

HERCO (Canada) 
INTERNATIONAL 
JUNGERS 

LACO 

LONERGAN 

MAGIC CHEF 
MONARCH 
MONARCH (Canada) 
MONOGRAM 
NESCO 
NORGE-HEAT 
PERFECTION 
PREWAY 

QUAKER 

SAFEWAY 


SUPERFLAME 
TORRIDAIRE 
WASHINGTON FRUGAL 


28 





AKE SPACE HEATERS? 











nineties, 


If you do .e> \ 


NOW you a. ern EASY 


ADDITIONAL PROFITS BY SELLING 
AUTOMATIC HEAT CONTROLS 


Yes, if you sell one of the famous-make space or trailer heaters listed here 
you can offer every customer the luxury of true automatic, thermostatically 
controlled heat! This means easier selling, because you can offer comfort 
and convenience equal to the most expensive kind of heating, with no 
wasted heat — and substantial fuel savings! 

What’s more, this easy-to-sell comfort means AppiTionAL Prorits for 
you. Write now for Bulletin T-2 on A-P Comfort Controls. 





EASY TO INSTALL 


There's an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 
top on present manual control; connect to thermostat and 
transformer. Mechanical thermostat even eliminates wiring! 





SIEGLER itp rs) E P 3 N D ry B L € Famous for completely reliable 
t service... in oil heating ... 
SILENT FLAME Contrets gas heating .. . refrigeration. 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2452 N. Thirty-second Street + Milwaukee 45, Wisconsin @ In Canada: A-P Controls Corporation, Ltd., » Cookeville, Ontario 
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Like finding 


extra screws 


in every box!”’ 


a ER om ae en 


“At a time when a shortage of screws can very well 
limit the amount of work a shop can handle, P-K* 
quality is more important to us than ever. Every 
screw is formed and hardened properly to drive 
right and hold right. There are no ‘duds’, and, 
believe me, that’s like finding extra screws in 
every box!” 


P-K will help in other ways.to stretch your screw supply 


Parker-Kalon, originators and leading producers of Self- 
tapping Screws, stand ready to help you in every way 
possible to avoid delays in your installation jobs because 
of limited screw supplies. 

The complete P-K line of several standard types is an 
advantage. Often, you can use Type Z, suitable for both 
light and heavy gauge sheet metal, in place of Type A. 
Reducing multiple head styles, and using fewer diameters, 
with longer or shorter screws as needed, will also help to 
get improved deliveries. 

For D.O. or other jobs, set your standards by P-K 
quality. Parker-Kalon Corporation, 200 Varick Street, 
New York 14. Sold through Accredited Distributors. 

Seid through accredited Distributors 


"TRADE MARKS REG. U.S. PAT. OFF. 


’ J 


P-K ae 
PARKER-KALON, SELF-TAPPING SCREWS 


TRADE MARK \ 
Luc: somone A TYPE AND SIZE FOR EVERY METAL AND PLASTIC ASSEMBLY 
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WHAT'S AHEAD for OIL, HEAT? 


Industry Leaders 
will have the 
answer at the 


MEMBERS OF THE INDUSTRY: This year above 

all others the National Oil Heat Exposition & Convention will be 

vitally important to you and your business. Swift moving events 

promise to remake the conditions under which oil heat will go 

forward in ‘51. Get this new picture. Make your plans now to 

be in Chicago, April 2 to 6. You will take home information and 

guidance of greatest import in the crucial days ahead. 
EXHIBITORS: Time is short—space is going fast! Decide 

now to exhibit your products to this gathering of Dealers, Distributors and 
Consumers from every section of the world. (You do not have to be a member of the 
Oil-Heat Institute to exhibit eligible products.) 


FOR INFORMATION ASK: 


OIL-HEAT INSTITUTE OF AMERICA 


6 East 39th Street, New York 16, N. Y. 
MUrray Hill 5-1638 


* BETTER HEAT WITH OIL HEAT * 


AMERICAN ARTISAN 
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AMER-g/is 


REPLACEABLE AIR FILTERS 


mean money in your pocket! 


lL AAF ENGINEERED! , & HOSPITAL-WHITE! 3. SMOOTH TO TOUCH! 
Designed by the acknowledged leaders AMER-glas filters are “hospital- 
in air filtration, AMER-g/as Filters are white” . . . look clean . . . outsell more pleasant) to handle. No 
better filters — extra-resilient body for other leading brands on eye-appeal prickly slivers, no unpleasant odor, 
longer service . . . continuous, inter- alone. See for yourself! Slip an no “greasy feel”. You, and your 
laced white glass filament . . . thermo- AMER-glas filter in the colorful 3 customers too, will appreciate this 
plastic bond. Patented viscosine coating dimensional display . . . then get clean-looking, clean-feeling filter. 

increases dirt-catching efficiency. set for extra sales, extra profits! 


AMER-glas filters are easy (and 








4. SELLING AIDS! 5. BIG-VOLUME MARKET! 


AMER-glas filters offer you com- There is an enormous and grow- 
plete selling aids — envelope ing market for AMER-g/as filters 
stuffers, counter displays, window right in your own back yard. 
streamers, newspaper ads, radio More than half of all warm air 
spots. All material is customer- furnaces now being installed are 
tested, sells “health”, “fuel sav- forced-air units (in some areas. 
ings” and “easier housecleaning”. nine out of ten) 


the AMER-g/as 


distribution policy... 


AMER-gias filters ore sold only 

through leading distribuiors, 

each servicing his dealers in the 

wsvoal monner. For the further 

convenience of dealers and dis- 

tributors, there ore American Air AMERICAN AIR FILTER CO., INC. 

Filter Representatives in 65 prin- 355 Central Ave., Louisville 8, Ky. 

cipal cities (Jisted under *‘Air 

ilters"” i — 
yon your classified phone Please send me complete information on AMER-glas Replace- 
able Air Filters. Show me proof of the profits! 


An Gugmecred product of ies 


COMPANY 
© + = ADDRESS 
} ae Ai Dates 


COMPANY, INC. 





oes aeeeeacaaoeoaend 
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Types 110-120, 
and 110-160 
gas winter air-conditioner 





Compact size — 120,000 and 160,000 Btu 
input in spoce-soving vertical cabinet. Con- 
trols and diverter enclosed. Also available 
in 60,000, 80,000, and 100,000 Btv input 
sizes. 


Efficient, twin heat exchanger — al! welded 
heavy gauge steel; abundont heat transfer 
assured by thermodynamic design. 


Individual, fuel-thrifty burners — durable, 
cast-iron type with individually drilled ports. 
Single-pert air-shutter permits easy and ac- 
curate adjustment. 


Quiet blowers — twin, mounted below heat 
exchanger on ‘‘live’’ rubber to eliminate 
vibration and sound. Multi-blode tans driven 
by single, continveus-duty, long-life motor. 
Removable filters — mounted in bose when 
return air is brought up from below. Filter 
rock is available for return through bock 
ponel. 


Enclosed Diverter — single; easily accessi- 
ble. Overall unit heighth only 58% inches, 
permits low head room basement installation. 


Easy cleaning — all ports, including biow- 
ors, motor, controls, burners, ond heat ex- 
chongers ore accessible trom front threuvgh 
easily removed ponels. 


’ 


A compact, efficient unit to 
sell your high-capacity jobs 


Mueller does it again! Gives you just the furnace you need to stay 
ahead of competition in today’s market! It’s a compact, high-input 
hi-boy (big brother to the sensationally popular Type 110 for small 
homes) specifically engineered for the larger homes. 


Space-saving vertical design . . . in 120,000 and 160,000 Btu capaci- 
ties . . . plus all the famous Mueller quality features that help you sell 
discriminating home-owners or builders who insist on the best/ Qual- 
ity, beauty, design, and performance — the four factors that make 
Mueller Climatrol the Big Name in Heating — the best line for the 
dealer who wants to stay out front! 


Write for complete details on the new Mueller Climatrol 110-120 
and 110-160. Add it to the complete line that gives you the edge on 
every job — for any size home, any type of heat, and any fuel. . . 
L. J. Mueller Furnace Company, 2030B West Oklahoma Avenue, 


Milwaukee 15, Wisconsin. 


ueller Climatro! 


FOR GAS 
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FOR O/mL FOR COAL 


Circular 
Cutting 
Pattern 


@ The cutting edges of 
Crescent Snips are not in- 


laid. The edges, as well as ‘ 
+> 


the entire tool, are made of a \ -. , a 
solid forging of special-analysis ~ a. ie 
steel. The blade cross-section of ia 

this forging is so designed that the Pe = machines thus assuring ab 
outside surface is ground off before the 


denser “inner” metal is specially hardened , Below: The Shearing angle of Crescent blades re- 


Above: Crescent Snips are on automatic 
ute uniformity. 


7 . mains the same throughout the enti ing stroke. 
to assure longer-lasting, keener shearing ager sat 


blades. Very important too, Crescent Snip : 
blades have their cutting tension ground in— TT ee 
not sprung in. But the open secret of Crescent’s 

most conspicuous advantage—effortless cutting 

through the entire stroke—lies in Crescent’s scien- 

tific blade contour. With a Crescent, the shearing 

angle is the same at the finish as at the start of the 

cutting stroke. That’s why you can cut right out to 

the blade tips. There is a Crescent Snip for every need \ 

—4 Patterns, 9 Sizes. Sold by leading Hardware Dealers ¥ 

and Industrial Distributors everywhere. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


“Crescent” is our trade-mark, registered 
in the United States and abroad, for 
wrenches and other tools. Sold by lead- 
ing distributors and retailers everywhere 
and made only by Crescent Too! Com- 
pany, Jamestown, N. Y. 


~ c x A Hiyn (fh lhe SHVIMAV 


a ! Y= 2 7 Syritod oh Crccllence 
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ONCRIEF 





for GRAVITY Installations 
for FORCED AIR Installations 
for PERIMETER Installations 


Series I erie Series P 
Gas-Fired Steel yas ed, Gun, Oil-Fired 
Air Condition tee! Utility Air Conditioning 

ing Unit Air Condition- Unit Steel 

ing Unit heating element 


For ANY FUEL GAS « OIL © COAL — STEEL AND CAST IRON HEATING ELEMENTS 


; Sa) 
ay 
‘i | 


No. CL-200 Series W Series AC-F Series ( No. VU-95-E No. VUC-75-E 
Gas Fired Air Gas-Fired Coal-Fired Air Coal-Fired, Gas Counter- Oil Counter- 
Conditioning Unit Gravity Furnace Conditioning Cast Iron flow Unit, for flow Unit, for 
with cast iron Available with Unit. Steel Heat Furnace Floor Slab, Floor Slab, 
Element Steel or Cast Iron ing Element Perimeter Perimeter 

Heating Element Heating Heating. 


THE HENRY FURNACE COMPANY ©¢ Medina, Ohio 


~~ - 
——— 
N MONCRIEF |e vurwcce rire ano fittings 
| a 


= 
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utside proof 


a Goad 


Inside job 


“Mass Production” of a large number of identical roof ventilators 
like these calls for good workmanship and good materials. That's 
why many shops prefer U-S-S Galvanized for such work 


No matter what the job, you can count on superior shop performance 
when you use U-S-S Galvanized Sheets. 


COLUMBIA STEEL COMPANY, SAN FRANCISCO ° TENNESSEE COAL, IRON & 
UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, 


& GALVANIZ 
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These roof ventilators for a large factory building in western 
Pennsylvania were fabricated and erected by the Limbach 
Company, Pittsburgh. 


@ Because they are constantly exposed to rain, sleet, snow, 
wind and corrosive atmospheric conditions, roof ventilators 
offer a severe test for galvanized steel sheets. 

That’s why, for ventilator construction and in fact for all out- 
door applications,* U-S-S Galvanized Steel Sheets are so 
universally preferred. 

In U-S-S Galvanized Sheets are combined all the qualities 
you need to turn out sheet metal work as neat as the job shown 
here—and as sturdy and durable as you could possibly want. 

U-S-S Galvanized Sheets do not vary in finish or quality. 
They’re uniform in surface, flatness and ductility. Their uni- 
form, tightly adhering coating of zinc lends itself to the most 
difficult fabricating or forming operations, thereby preserving 
high resistance to corrosion. 

You'll find, too, that these superior sheets are easy to handle. 
You can bend, roll, cut and stamp them with the best of results 

advantages which mean faster shop time, worthwhile ma- 
terial savings, and better sheet metal work. 

For outside jobs such as ventilators, skylights, cornices and 
gutters, stock U-S-S Galvanized Steel Sheets for the average 
job, and U-S-S Galvanized Copper Steel Sheets where atmos- 
pheric conditions are more severe. 


*Their superior ability to meet outdoor conditions makes them 
equally desirable for construction indoors. 


RAILROAD COMPANY, BIRMINGHAM ° UNITED STATES STEEL COMPANY, PITTSBURGH 
COAST-TO-COAST , UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


ED STEEL SHEETS 





NO STAGNANT 
POOL TO RE-HEAT 


Only a thin film of water forms 
in pan. Pan heats extremely fast. 


Water vapor is formed quickly— 
more efficiently. | 


@ Even with hardest water, Thermo- 

Drip gives fast, more efficient vapori- 

zation. Fool-proof thermostat permits quicker, more positive 

vaporizing action. 

Simplicity of construction insures long life—easy servicing. 
PAN SIZES eee There are no unnecessary parts—no extra, clumsy bulk. Too, 


Quickly installed in any type 


with Thermo-Drip there is no electrolytic action—no clogging 
warm air furnace. 


of valve. 


Write TODAY for FREE literature. Dept. A-21 


PVepce). Vv - Vale HUMIDIFIER co. Cedar Falls, lowa 


OUTSIDE 
ADJUSTER 


° 
Starts on 
according jo 





of water flow lock 
u ures itline re Gtion 
nut ass hae 1 gul t 
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Good-bye QUADRANT DAMPERS! 


The amazing Lima wall register 


allows ONE MAN to balance a heating 


system perfectly...so simple that even 


the housewife can do it. 








~~ 


36 





\ 


d 


Amazingly Efficient! Beautiful! Durable! St 
Competitively Priced! It's the Lima WAL 


FAVORITE OF DEALERS, because it eliminates the need 
for quadrant dampers! This superb register allows 
one man to balance a heating system perfectly. And 
it’s so simple to operate that even the homeowner 
can make individual adjustments. Easy to se//! Easy 
to install! Saves time and money! 

IN DEMAND BY HOMEOWNERS—because the Lima 
Wall Register eliminates bothersome drafts! Gives 
maximum 4-way diffusion of warm air in the right 
quantities and in the right directions. Homeowners 


like the quietness of the Lima register—there is never 
any “rattle” or “whistle.” 


PRAISED BY INTERIOR DECORATORS because of its 
practical but inconspicuous design. Horizontal lou- 
vers disguise the mechanical parts of the Lima regis- 
ter and the stack head. Vertical louvers, behind, give 
perfect air diffusion without leaving sooty streaks on 
walls. Decorators praise Lima metallic finishes—as 
finish coats or as base coats for harmonizing paints 
in modern and traditional interiors. 


So easy to sell! 








Eight special selling features make the Lima register efficient, easy to operate, beau- 
tiful and durable. Because balancing control is in the register itself, your serviceman 
or the homeowner himself can balance a heating system in a short time. Perfect 
diffusion, ease of adjustment, handsome appearance, and freedom from “rattle” or 
“whistle” all add up to a sales combination that can't be beaten! NO OTHER REGIS- 
TER GIVES YOU ALL THESE SELLING FEATURES! 








ronger! AWZ 


L REGISTER 


No other register gives 
you and your customers 


'SO MUCH VALUE] at 











such a |LOW COST! 











Compare these advantages: 


Hlimination of Quadrant Dampers saves 
you time and money, service calls and 
complaints. 

wH 





' ors are satisfied with a superior 
job. 

Individual Packaging of Lima registers 
saves you time and money. 

Clear identification, through stock num- 
bers and sizes on packages, simplifies 
inventory. 

Extra Strength of Lima registers lessens 
losses through shipment and handling. 
Extra Selebility from handsome appear- 
ance. 

Lima Registers cost no more than ordinary 
registers! Competitively priced, they al- 
low you to bid competitively on jobs and 
give fuller value, finer service. 





SEE BACK PAGE OF THIS INSERT 





J ia Al 4 one-piece floor diffuser 


for perfect perimeter heating! 





HERE’S WHAT YOU'VE BEEN WAITING FOR! The Lima Floor 
Diffuser has a wide but flat diffusion pattern that allows you 
to place a spray of warm air in a definite area without smudg- 
ing walis and ceilings. Under large windows, or at either 
side of doors, it counteracts cold drafts. Vanes are set to 
diffuse air upward, outward, left and right, and regardless of 
volume, the pattern stays constant. Easily balanced with a set 
screw for positive heat control, 
then opened or shut with a flick 
of the finger! Same one-piece 
construction as the Lima Floor 
Register. Specifically designed 
for perimeter heating! Hand- 
some metallic finish... electro- 
statically painted for long life 
despite hard wear. Duragold fin- 
ish can be supplied upon request. 





Preferred by Homeowners! 





The strongest, most beautiful floor register ever made! 


WELDED AT EVERY JOINT, TO BECOME ONE PIECE OF STEEL! 
You can’t rattle, twist, or tear apart a Lima Floor Register! 
It is so strong you can drive a truck over it! Because grid tips 
are resistance-welded to the frame, strain at any point is dis- 
tributed evenly throughout the 
register. Smooth, seamless cor- 
ners, “mash-welded.” Beautiful 
Duragold finish blends with any 
floor (oak grain finish also avail- 
able). Scientifically spaced grids 
do not “catch” furniture legs or 
women’s high heels. All these 
features make the Lima Floor 
Register EASY TO SELL! 
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Here’s what makes LIMA 
LOW PRICES POSSIBLE! 


ra 





MODERN MASS PRODUCTION 











in the “world’s finest register factory” has cut production 


costs to the bone. The newest methods, the most efficient 150-ton high speed punch press 
with progressive die turns out 
35 to 105 finished parts per 


minute. 


assembly line, the most logical factory layout enable us 
to produce superior registers at no more than the cost of 
ordinary registers! 





MOST MODERN MANUFACTURING PROCESSES 











such as ‘“‘mash-welding,” electrostatic painting, and au- 
tomatic machinery, keep costs down. YOU BENEFIT by 
the saving! Because we are able to offer you and your 
customers more for your money! 





Floor register frames are mash- 
welded at corners in a few sec- 
onds by welding machine. 


VOLUME SALES 











of Lima registers, sometimes outstripping our supply, 





have kept the cost-to-you low, without diminishing Lima 
value. Low Lima prices and superior Lima performance 
have helped many heating contractors to sell more heat- 
ing jobs. 





q Why buy ordinary registers a 
when you can buy LIMA syperionity 








for the same price / 


Register parts on conveyor, re- 
ceiving electrostatic paint spray 
that produces superior durable 
finish. 


WRITE for free literature on 


the Lima line! Find out how you can 
save time, money and materials with 
Lima Wall Registers, Floor Registers 
and Floor Diffusers—and give your cus- 


tomers better service, greater satisfac- & 
tion! Address Dept. AA-251 today by 
post card or letter. 


Sold exclusively through REGISTER COMPANY 


wholesalers and manufacturers 
“World's Finest Register Factory” 


LIMA, OHIO 








Final assembly and checking be- 
fore registers are packed indi- 
vidually in labeled boxes with 
sizes and stock numbers. 
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Delco-Heat ““OPC” Conditionairs —a value-priced line 
of forced air furnaces with pressure atomizing oil burners. 
Blower filter unit may be bottom or back mounted. “Re- 
verse flow” model, and de luxe model with matching 
blower and furnace units, also available. 





Delco-Heat “OVC” Conditionairs — especially low-priced 
models for the builder and small home markets. Two stage 
vaporizing oil burners. “OVC” Conditionairs come in 
both gravity and forced air models. 


Delco-Heat “ DA" Conditionairs —the finest oil-fired, 
forced warm air furnaces available! Five models in capaci- 
ties from 85,000 to 200,000 Bru output. Powered by 
famous Delco-Heat “Rotopower” oil burners. 


Also manufacturers of electric water systems 


for farms and homes 
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The Delco-Heat line 
offers features that sell 


-at prices that 
mean profits ! 














A new home heating unit isn’t an “everyday” purchase to your 
customers — it’s a major investment. Naturally they look for a 
name they can trust. They insist on top quality and dependability 


And they want all this at the lowest possible cost. 


When you sell Delco-Heat Conditionairs, you are able to offer 
unmatched quality and dependability. Yet Delco-Heat units are 
priced competitively. 

Yes, it’s easier to sell the products of a manufacturer whose 
research, engineering and advertising facilities will keep those 
products out front. And Delco Appliance, a division of General 


Motors, is just such an organization. 


Delco Appliance, following the General Motors’ policy of 


“more and better things for more people,” manufactures the 


kind of automatic heating equipment that customers want — at 


prices they can afford to pay. This policy is one on which each 
Delco-Heat Retail Distributor can base a sound business for 
himself. 
If you are interested in more information about 
a Deico-Heat franchise, send the coupon below. 


| 
! 
i 
i 
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CLIP AND MAIL TODAY! 


DELCO APPLIANCE DIVISION, Dept. AA-21 
General Motors Corporation, Rochester 1, N. Y. 


Please send me information about a Delco-Heat franchise. 
Name 


Firm Name 


State 
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—a vital 
ingredient 
in heating 


=" ny LH) oe 


HUMIDIFIERS | 





| *~2 
SERIES 600 
FOR OIL OR GAS-FIRED 
FORCED WARM AIR 
The answer to the humidity problem 
where plenum temperature is low. 
Skuttle Vapoglas Plates are being used 
by approximately 80% of the heating 
industry. 56 sq. in. per Vapoglas Plate 
exposed to heated blower air provides 
needed evaporation area for humidity. 
Single size Series 600 holds 5 to 20 
plates—for jobs up to 180,000 BTU. 
Single model fits any bonnet. Self- 
flushing— self-cleaning. 


FUEL ECONOMY— 
LONG LIFE 


oO _\\. .. po) 


~* 


MANUFACTURING COMPANY 
4090 BEAUFAIT © DETROIT 7, MICH. 
WRITE FOR DETAILS 
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ULTRALIT 


DUCT INSULATION and DUCT LINER 








ULrratite Duct Liner reduces fan chatter to a w-h-i-s-p-e-r— 


and it’s so easy to install! The long glass fiber captures and absorbs fan 


noise, lets heating and air conditioning systems run at peak efficiency 


without disturbing anyone. 


And ULTRALITE Duct Liner is easier and more economical to install 
than any liner you've ever used! You can cut it with a knife . . . run it 
quickly around curves and corners . . . fasten it securely in place with 


cement or screws and washers. 


For the same good reasons, you'll want to use ULTRALITE Duct 
Insulation. It goes on faster, cheaper, and does a better job of keeping heat 
and cold where they belong. You have a choice of 6 attractive vapor 
barrier facings, one of which is tailor-made for your particular conden- 
sation problem. 


ULTRALITE comes in easy-to-handie rolls, in various widths and densities. 
The long glass fibers ore fire-resistant, non-corrosive, non-irritating and 
as permanent as glass itself. It will not settle, shake loose, delaminaie or 
disintegrate under air movement or vibration. 


For free samples and catalog A.1.A. File No. 37-D-2, WRITE TODAY! 





Please send me somples of ULTRALITE and cotalog A.L.A. File 
No. 37-D-2. AA-2 








a - . STATE 


GUSTIN-BACON MFG.CO. 





1412 W. 12TH ST KANSAS CITY, MO 
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» +. and the job is done. Berger SNAPTITE Eaves Trough 
is a real time-saver. Here’s how it works: Slip two joints 
together . . . snap the bead into place . . . pinch the edges 





... solder if desired. No tacking is needed—no trimming to length—no slip joint trough 
is necessary. The snap beading forms a close-fitting solid lap. The installation is strong 
and rigid. 

SNAPTITE Eaves Trough always is uniform in size and shape—further assurance of fast 
installation. It is hung the same way as ordinary 
eaves trough...requires no special equipment. And 
it can be used with other standard eaves trough. 


" SNAPTITE See your local distributor about SNAPTITE 


Eaves Trough—also Berger Conductor Pipe and 
‘beg EAVES TROUGH Accessories, Roofing of all types and Metal Lath. 


BERGER MANUFACTURING DIVISION + REPUBLIC STEEL CORPORATION 


CANTON 5, OHIO © Sales Offices in Boston, Detroit, indianapolis, Philadelphia and St. Louis 
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DES MOINE 
PLANT 
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YOU’RE ON THE ARMSTRONG MAP 
IN A STRATEGIC LOCATION 


In days of short supply it’s important that you get That's true if materials are assigned on the basis 
yourself into the best possible position in regard to of past volume, present orders or future prospects. 
the supply of the furnaces you sell. Important? These materials will continue to be applied to a 
Essential! full selection of warm-air furnaces—for firing with 


ae as as, oil or coal. 
Look at the Armstrong distribution map. Two 8 


huge plants to serve both sides of the continent Get set now. Get ready for rough going. Be sure 
uickly, economically. A warehousing distributor you're in the right supply spot. Drop us a line, or 
q ) ) 8 d & PP*yY spe P , 


within a stone’s throw of everywhere. In normal mail the coupon below. 

times that means quick action on deliveries . . . kills ARM STRONG 
the need for heavy dealer inventories. It means close- 

at-hand sales and engineering help. 





In times of tight supply it means the close, per- 
sonal contact which lets you know you're getting 2 Armstrong Furnace Company: We'd 
like to know more about what you 
con do for us, especially in times 
of tight supply. And let us have 


poco 


square deal. And when supplies are tight, a nearby 
jobber’s inventory becomes even more important. 





It’s good to know, too, that Armstrong is trust- 
worthy. We'll play fair with the steel we get. 


q 

! 

| 

| 

| 

| 
quip | 
PLEASE SEND ME: ! 

[_] BULLETIN 505, which describes the Armstrong gas-fired winter sir- : 
conditioner. l 
INFORMATION ON C COAL 0 OIL oO FULL LINE | 
! 

| 

| 

| 

| 

| 

| 
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ARMSTRONG Furnace Company 


COLUMBUS, OCHIO—DES MOINES, IOWA 
Please address Dept. AA at our plant neorest you 
Warm-Air Furnaces—Gas, Oil, Coal—A Complete Line 


Compeny_—_$_ 





Street _ 





City & State 





me a a ae 
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demand 
EHETROIT CERTIFIED 


CONTROLS 





THE NEWEST ADDITION TO A QUALITY LINE! 


Here’s brand new evidence of what most heat- in solenoid valve design and is engineered for 


ing men have known for years —it pays to 
demand DEROt! Why? Because DER" Certified 
Controls are designed and built with one pur- 


pose in mind . .. to make any heating unit better! 


use on a wide variety of gas fired units. So 
insist that your source of supply furnish DERot 
Certified Controls with all your heating equip- 
ment. We guarantee you'll be doing yourself 


and your customers a lasting favor! For further 


And one sure way to make gas heating units Dees i 
facts, write for Bulletin No. 234. 


better is to install DETROMS new V-541 Magnetic 
Gas Valve. Having many new and outstanding 


features, the V-541 is a truly significant advance 


FHETROIT 


LUBRICATOR COMPANY 


5900 TRUMBULL AVE., DETROIT 8. MICHIGAN 
Division of Amrmcan Raptor & Stardard Sanitary cosrosanon 


Canadian Representatives: RAILWAY & ENGINEERING 
SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 


No. 411 Thermostat —A sensitive and 
accurate Timed Cycling thermostat for all 
types of heating systems. Provides close 
contro! of room temperature. Attractively 
styled, easily installed and adjusted. Write 
for Bulletin No. 193 and Form No. 1545 





DETROIT HEATING AND REFRIGERATION CONTROLS © ENGINE 
SAFETY CONTROLS © FLOAT VALVES AND Oil BURNER EQUIP- 
MENT © DETROIT EXPANSION VALVES AND REFRIGERATION 
ACCESSORIES © STATIONARY AND LOCOMOTIVE LUBRICATORS 


* AMERICAN BLOWER 
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all the advantages of a 
CENTRAL HEATING SYSTEM 
in one CIRCULAR DESIGN 


forced convection DISTRIBUTES HEAT 


OVERHEAD HEATER IN FULL 360° RADIUS 








Never before has overhead heating offered so many outstanding 
advantages. This new and better Norman principle assures con- 
stant temperatures over the entire area of diffusion from a single 
forced convection heater. The revolutionary circular design 
Norman Three-Sixty forces heat distribution horizontally in a 











° * . 
full 360° radius. No cold spots or hot blasts. Exclusive Norman Qo poced nestaontaity eo 380" cadiue toward 


features assure simplified installation and easier servicing. Get the walls . . . slowly flows down to blanket the entire 
floor crea . . . then moves back up to the center air 


complete facts and specifications now. Mail coupon today. intake in the bottom of the heater. 


* NO BLAST of hot air with 360 degree heat distri- * SHALLOW DEPTH Allows Ample Head Room in Low 
bution. Ceiling Applications. 
* SMART STYLING Adds Modern Beauty. *& LOW VELOCITY Impeller Assures Quiet, Comfortable 
* FORCED EXHAUST of Combustion Products Eliminates Air Distribution. 
Draft Divertor and Venting Problems. 





Norman Products Co., Manufacturers of the ia ae CRSSUETS CO. 


NORMAN SOUTHERNER 1148 Chesapeake Ave 


Columbus 12, Ohio 


The Original Com- | Please send free literature giving complete information and specifications on 
pact Horizontally | [_] Norman Three-Sixty (_] Norman Southerner 

Designed Forced 

Air Gas Furnace 
for economical 
space-saving in- 
stallation in attic, 
under floor, base- | ADDRESS 


| YOUR NAME 


FIRM NAME 


ment, closet. 
a 
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Use these Guides 


FOR BETTER WARM AIR ‘ 
HEATING INSTALLATIONS MANUALS .. . 60 cents each 


How to make a comfort survey —1950 Ed. 
How to check frame house construction—1950 Ed. 
How to figure heat losses--1950 Ed. 


M j ’ r | . Warm air perimeter heating —1950 Ed. 
—_— _ . ‘ - y > - a = 
3 any thousanc of warm air heating men Code and manual for gravity systems-—1950 Ed. 


throughout the country have found these manuals Service manual for continuous air circulation techni- 
and worksheets one of their best sources for correct cians—1947 Ed. , ‘ wits 
design and installation information. F.H.A. and 7 Code and manual for winter air-conditioning systems— 


. . 1950 Ed. 
other federal, state, and local officials have accepted Code and manual for ceiling panel systems—1950 Ed. 
them as authoritative guides. 


A yardstick for classifying warm air winter air condi- 
By following the recommendations presented in tioning systems—1948 Ed. ; “nee 

’ e Code and manual for winter air conditioning systems 
these manuals, you, too, can assure your customers over 120,000 BTU—1950 Ed. 
the best possible warm air heating systems. These 

one e WORK SHEETS 
manuals outline step-by-step procedures to be fol- . ‘ 
: . ; : Form | Information blank per 100 

lowed on the job. Written in an easily understood Form 2 Heat loss and worksheet.......... $6.00 per 100 
manner, they contain complete “know-how” infor- Form 3 Gravity short form $6.00 per 100 
mation and precaleulated tables for designing and Form 4 Winter A.C. short form........... $6.00 per 100 
: VN: : al : Form 5 Warm air perimeter system....... $6.00 per 100 
installing warm air heating equipment. Santin Sh Miss Nene dak Geena o) $6.00 per 100 
Check the titles of these manuals and worksheets Form 9B Branch and stack sizing (manual 9) $6.00 per 100 
and see the range of their prae- Form 9C Trunk duct sizing (manual 9).... $6.00 per 100 
= . . ag Warm air heating contract blanks.$1.50 for 50—$2.50 for 100 4 
tical aid. If you don’t have the 


° ' a 
latest editions .. . OER — - ————— a 


On 


NATIONAL WARM AIR HEATING AND AIR CONDITIONING ASSOCIATION 
145 Public Square . Cleveland 14, Ohio 
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There are three good reasons why Glasfloss air filters have met with such 
phenomenal success. 


& Glasfloss air filters handle easier, sell faster, at higher profits. 
2. Glasfloss air filters bring repeat orders from satisfied customers. 


« 5 Glasfioss air filters are the most improved glass fibre air filters on the market. 


It’s all because the long fine glass fibres really STOP DUST while allowing 
greater air circulation. Glass fibres as fine as human hair are easy on the hands, 
yet tough on dust. Glasfloss air filters are made for all types of central heating, 
ventilating and air conditioning systems. There’s a big profit in this market with 
Glasfloss. Write today for complete information. Address Dept. AA-1. 


YOUR BEST BET j Z TO TRY YET! 


155 EAST 44th STREET, NEW YORK 17, 
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Serving the Essential Needs of 


Industry through War and Peace 


The Lau Blower Company has the plant, the facilities, the equip- 
ment, machinery and manpower to meet the needs of essential 
industry with a wide variety of products. An expansion program 
will add 65,000 square feet to the 80,400 sq. ft. area now 

under one roof. This new space, devoted to production 

and warehouse facilities, will further increase the high 
position Lau now holds in the air handling industry. 


Call upon Lau for any assistance you may need. 


Series ““A” Blower Assemblies 
the last word in product development, 
the new, vastly improved LAU Blower Assembly. 


17DD Double Inlet Blowers 


a direct-drive 714” blower with motor built 


INTO the unit. Entire unit is l L approved. 


Series **A” Blower W heels 

spun \“ heels. center dise or end-suspended “ heels. 
designed for great efficiency, low-cost operation. 
Variable Speed Pulleys 

“Lausteel” and Cast Iron pulleys allow speed 
variations up to 30¢¢ in many combinations. 


Lau “Niteair” Panel Units 


a wide range of powerful, quiet exhaust 
fans, for commercial and industrial uses. 


LAU BLOWER COMPANY ¢© DAYTON 7, OHIO 


World’s Largest Manufacturer of Furnace Blowers. Write Dept. A. 
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NO JOB 100 BIG 
NO JOB T00 SMALL - 


NEW AIR CONDITIONING PLAN 


offer the world’s finest equipment for 
e@ You can 


any work you bid on. 

e@ You can get jobs you might oth 
pass up. 

@ You buy only what 
solution for each co’ 
save on enclosing pone 
appearance. 


it 
@ You need on 
an keep job costs ot rock-bottom. 


erwise have to 


you need to get the best 


—even 
nditioning problem e 
is unless desired for 


y a minimum of floor space- 


e@ You ¢ 
@ You can make more profits. 


Here’s the answer to your need for a more 
flexible product . . . one that can be tai- 
lored to any existing job condition. It’s 
Servel’s ‘Custom Assembly” plan which 
opens up bigger markets . 
volume . . 


. . greater sales 
. more profits for you. 

Now you can bid on every air condition- 
ing job—from the simplest cooling instal- 
lation to complete all-year air condition- 
ing. And in every case you use famous, 
time-tested Servel equipment. All you do 
is choose the sub-assemblies you need sep- 
arately. As a result, you get complete ver- 
satility ...a product adaptable to any re- 
quirement. It saves you space, time and 
money. 


WRITE FOR full information 
about the Servel “Custom As- 
sembly” plan and the name of 
your local Servel distributor 
Servel Inc., Air Conditioning 
Division, Dept 22 Evans- 
ville 20, Indiana 





HERE'S HOW THE SERVEL 


START WITH A 
SERVEL COOLING UNIT 
Quiet, no moving parts, 
steam operated. 


CUSTOM ASSEMBLY 


PLAN WORKS 


IF YOU NEED HEATING... 


SELECT A SERVEL HEATING COIL 


Non-ferrous construction—faster heat 
transfer. 





IF YOU NEED HUMIDIFICATION ... 


a 


SELECT A SERVEL HUMIDIFIER 


Copper—to resist corrosion, remov- 
able for cleaning. 


FOR AIR MOVEMENT... 


oe 


SELECT A SERVEL FAN 


Insulated for sound absorption, no 
sweating outside, automatic volume 
control for seasonal variations in air 
quality. 


| 








WHEN IT COMES TO CLEANING... 
SELECT 
SERVEL 
FILTERS 
Extra-lorge surface for longer life— 
higher cleaning efficiency, tight fit- 


ting for greater effectiveness in filter- 
ing pollens. 





iF YOU NEED A SOURCE OF STEAM 
... SELECT A SERVEL 
STEAM GENERATOR, 
BURNERS, 

CONTROLS 

Cast iron, long life 
—small water ca- 
pacity for fast ac- 
tion—automatic 
water-level control 
—high heat trans- 

fer for efficiency. 








Sere L Wu Air Gniioning 
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More and more jobbers and contractors in 
the heating and air conditioning field are 
turning to Auer for ai their register and 
grille requirements. Auer has a thorough- 
ly complete line—ranging from simple grav- 
ity jobs to multi-directional adjustable 
types for high velocity outlets. We make 
a specialty of floor goods — both registers 
and intakes, as well as perforated grilles 
for all purposes. Right now—in its big, new, 
modern Cleveland plant—Auer is better set 
to serve you than ever in its 40-year history. 


eels eeeee 
om 
pe | 
po ms on ow mo a * 
-s 





No. 1005V-HMi—Streamliner Register with No. 4432—Airo-Flex Multi-valve Register— 
benk of vertical bars, 4-w 


Di i A No. 7032—Airo-Fiex Single Valve Register— 
single , multi-louvre -Way Directiona Adjustable Fins 


Fig. DSC—DuraBilt Grille 
Also ideal for floor furnace use 


Fig. DR—DuraBilt Floor Register 


Ask for complete Aver Register Book, or spe- 
cial Grille Catalog ‘‘G’’ on perforated grilles. 


THE AUER REGISTER COMPANY 


6600 CLEMENT AVE. CLEVELAND 5, OHIO 
CANADIAN DISTRIBUTOR, MARCHAND FURNACE LTD., TILBURY, ONT. 


yer REGISTERS 


by wr & GRILLES for AIR CONDITIONING & GRAVITY 
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Fig. H-800—Heat-Rite Baseboard Register 





PLUS 3-YEAR 

GUARANTEE 

ON FUEL METER - %“ | 
ASSEMBLY ' 





First Time in Oil Burner History! 


Winkler dares to give these unprecedented guar- 
antees because of complete confidence in the 
better design, workmanship and materials 
which distinguish the Winkler LP* Low Pressure 
Burner! 


Small wonder that Winkler dealers are prosper- 
ous! The Winkler LP* Oil Burner is a salesman’s 
dream .. . a product so sensationally better that 
profit opportunities are limitless. 

This Jow pressure burner sets up an entirely 
new standard of oil heating economy and 
trouble-free performance. Winkler owners the 
country over report fuel savings as great as 
50°, with virtually no service expense! 

The Winkler LP* ends fuel waste because its 
non-clog Nozzle and Fuel Meter permit exact 
sizing of the burner to the heat requirements of 
the building. It uses as little as % gallon per hour 
and is not critical of oil. To watch a Winkler 
burn crankcase drainings, catalytic oil, heayy 


"LOW PRESSURE unrefined oil or mixed oil and water is a revel. - 


re) i L B U R N E R tion of burner efficiency never before approached. 


Winkler dealers are cashing in now .. . be- 
The Winkler Sales Training Schools cause every owner of a pre-Winkler burner is a 
are free to all Winkler dealers. prospect. Why not get some of these profits 
Witte Sar Getate. yourself? Write today for complete information. 


U. S. MACHINE 
CORPORATION 
Dept. A-21, 


e . . Lebanon, Indiana 
Automatic Heating Equipment 
Oil, coal, gas-fired Furnaces ond Boilers . Wall Furnaces . . . Stokers . . . Gas Conversion Burners . . . Oil Burners . . . A Most Complete Line 
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i” Tanitrol 
ui" Janitro 
GAS CONVERSION BURNER 


Five new advanced features enable you to out- 

demonstrate any burner made 

Electro-Fyre lighting, exclusive with Janitrol, util- 

izes automatic spark plug principle. A flick of the 

switch eliminates hand lighting 

Uni-Thrift Control combines gas valve and pres 

sure regulator operations in one simpler unit with 

only five moving parts 

Turbo-Flame diffuser for maximum heat transfer 
ONE MODEL FOR 
BOILERS, FURNACES 
75,000 to 325,000 Btu /hr. 


Patented, improved 
added safety 
Improved telescoping venturi with easy adjustment 
and locking for greatest-combustion efficiency 


automatic pilot provides 


Since Surface Combustion intro- 
duced the first completely auto- 
matic gas conversion burner 25 
years ago, Janitrol has continued 
to lead the way in advanced de- 
sign features. 

For instance, Janitrol pioneered 
the use of ceramic baffles, then 


discarded their use because im- 
proved combustion and rapid 
heat transfer with more accurate 
controls resulted in better per- 
formance and economy. 

Because more facilities, time and 
money back up Surface Combus- 
tion’s continuous research and 


A MORE COMPLETE BURNER LINE 


The complete Janitrol line of burners includes 
the Challenger, designed and priced to meet 
any competition; two new large capacity models 
to meet any requirement up to 750,000 Btu/hr; 


and 


power burners with capacities up to 


3,200,000 Btu/hr. 


engineering development, you 
can expect Janitrol to maintain 
its “years-ahead” leadership. 
To find out why so many dealers 
find that “Janitrol is easier to 
sell than sell against”, write 
today for the complete Janitrol 
sales story. 


TIME-TESTED JANITROL 


GAS HEATING 


WINTER AIR CONDITIONERS + BOILERS 
GRAVITY AND FLOOR FURNACES 
UNIT HEATERS + TRIPLE SERVICE UNITS 
CONVERSION BURNERS 


SURFACE COMBUSTION CORPORATION 


* TOLEDO, OHIO 
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PACKARD Plus Performance 


FRACTIONAL HORSEPOWER for Your 


MOTORS [ehh 


The performance record of Packard 
motors has been proved and approved 
by repeated expressions of customer 
satisfaction and good will that in- 
crease the value and trade acceptance 
of Packard-equipped products. 

For 34 years we have concentrated 
our skill, experience and resources 
on the manufacture of soundly 
designed, ruggedly built fractional 
horsepower motors. Today—with 
expanded facilities for engineering 
and manufacturing —we continue to 


concentrate in this one field. 


Profit by our reputation—benefit by 
our concentration —and choose Pack- 
ard fractional horsepower motors for 
plus performance, lasting depend- 
ability, and complete satisfaction. 


GENERAL 
MOTORS 


Packard Electric Division, General Motors Corporation 
Warren, Ohio 


DEPENDABLE APPLIANCE MOTORS FOR THIRTY-FOUR YEARS 
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Mr. O. D. Wood, Manager of Wallace Candler, 
Inc., roofing contractors of Detroit, Mich. His firm 
recently completed a Monel installation at the 
engine testing and development section of the Ford 
Motor Company's new Research and Development 
Center in Dearborn, Mich. 


ARCHITECTS’ DRAWING of the Ford Motor 
Company's engine testing building. Monel batten 
seam roofs protect the two arms of the “T” formed 
by the connected buildings. Monel was used here 
tor batten pans, clips and nails. 


THESE BATTEN PANS were prefabricated in the 
Wallace Candler shops. No nails are driven through 
the pans themselves, for they are constructed so 
that their lapped-over joints simply slide and lock 
together. Then they are cleated down with Monel 
clips which have previously been nailed to the 
wooden batten bars. 


CONTRACTORS! 


Which of these helpful booklets 


time or labor? Of course 


O. D. Wood answers an important question . . . 


g without extra 
1 And there's 


nn 
a customer angle, t00.-- 


Of course! As Mr. Wood indicates, 
it costs a contractor no more to in- 
stall MONEL® roofing. 


After all, why should it? Soft- 
temper Monel Roofing Sheet is just 
about as easy a metal to work with 
as a roofer could hope to find. 


From Detroit to Dalias...from 
Savannah to San Francisco... expe- 
rienced sheet. metal ‘workers have 
cut, bent, formed, laid, seamed and 
soldered Monel by the same meth- 
ods and with the same tools they've 
always used. 


“Our men,” says Mr. Wood, “really 
move along when they work with 
Monel. It is easy to cut and bend, 
easy to fabricate into all kinds of 
roofing parts. 


“From our standpoint as contrac- 
tors, planning a job with Monel 
leaves nothing to be desired—abso- 
lutely nothing. There’s a customer 
angle, too, for Monel gives the man 
who pays the bill the long-lasting 
roofing he has every right to ex- 
pect. Monel’s minimum maintenance 
pleases him, too.” 


Like O. D. Wood, many progres- 
sive roofing and sheet metal con- 
tractors are sold on the solid value 
that Monel roofing offers their cus- 
tomers. 


For Monel is rugged — and rust- 
proof. It is strong and tough. It re- 
sists atmospheric corrosion. It with- 
stands injury during installation... 


and impact, abrasion and repeated 
flexing after installation. It pro- 
vides your customers with “life-of- 
the-building” protection! 


Right now—with all metals in short 
supply because of the demands of the 
national rearmament and defense pro- 
gram—there isn’t enough Monel to go 
around. But the time will come again 
when there is enough available to 
meet normal civilian needs. Then, as 
now, contractors like O. D. Wood can 
point with justifiable pride to their 
Monel installations. It is these that 
will last in the years to come... . these 
that will pave the way for more 
Monel jobs. 


Why not let us send you descrip- 
tive literature about Monel — now? 
We have two bulletins you'll find 
helpful. One of them, Monel Roof- 
ing Sheet—Basic Application Data, 
contains a full review of the prop- 
erties and characteristics of Monel, 
a reference chart of suggested gauges 
for principal sheet metal building 
applications, and information on in- 
stallation procedures. 


In the second bulletin, The Soft 
Soldering of Monel Sheet, you'll find 
(among other valuable pointers) a 
chart of 18 mechanical joints and 
edge reinforcements. Mighty handy 
to have! Just use the coupon. 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Woll Street, New York 5, N.Y. 


MONEL... FOR THE LIFE OF THE BUILDING 


The lacernational Nickel C + a? Inc. 
7 Wall Street, New York 5, N. Y. 


ins send me a free copy of 


Monel Roofing Sheet — 


Basic Application Data” 


The Soft Soldering of Monel Sheet 


Name 


Address 


do you want us to send you? 
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October Furnace Shipments 


SHIPMENTS OF WarM Arr FurNAcEs during the month 
of October 1950 totaled 137.915 units. This was a 
considerable increase over October 1949 when 103.401 
The October total brought ship- 
ments for 1950 to 905.781 for the first 10 months of the 


units were shipped. 


year. This compared to 588,369 furnaces during a 
similar period in 1949. These figures have been re- 
leased by the Bureau of the Census, Department of 
Commerce. 

Classifying October shipments by fuels gives the 
following percentages: coal fired units, 19,594 or 14 
per cent; oil fired units, 51,285 or 37 per cent; and gas 
fired units, 67,036 or 49 per cent. 

Forced air furnaces made up 78 per cent of the 
shipments. Automatic heating accounted for 86 per 
cent of shipments. 


New Furnace Record Set 


FOR THE FIRST TIME IN HISTORY the warm air heating 
industry has shipped more than 1 million furnaces in 
a single year. There were 102,001 warm air furnaces 
shipped during the month of November and this brought 
total shipments for the year to 1,007,782 units. During 
the same period in 1949 there were 667.649 units shipped. 
These figures have been released by the Bureau of the 
Census, Department of Commerce. 

A breakdown of November shipments according to 
types of fuel shows the following ratio: coal fired units, 
14,677 or 14 per cent; oil fired units, 36,988 or 37 per 
cent; gas fired units, 50,336 or 49 per cent. 

Forced air furnaces accounted for 78 per cent of ship- 
ments. Automatic heating totaled 86 per cent of the 


units. 


OHI Convention 


A Recorp Turnout for the 1951 Oil-Heat Institute 
of America’s five day Annual Convention and National 
Oil Heat Exposition opening in Chicago, April 2 is ex- 
pected, according to Ralph Becker, OHI managing di- 
rector. 

As early as December 20, he reported, exhibition space 
reservations were being received at an even higher 
level than they were on the date last year for the record- 
breaking 1950 event in Philadelphia. 


“For one thing many companies have introduced new 
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products and re-designed old ones since last year's 
convention and exposition,” he said, “and are anxious 
to display them to the trade and the public. The whole 
event last year aroused so much national interest and the 
results were so beneficial to the entire industry that we 
expect an even greater response this year.” 

The exposition will be held at the Navy Pier, world’s 
largest exhibition building, while business sessions will 
be conducted at the Palmer House. The meeting is the 
OHI’s 28th annual convention and 19th oil heat ex- 


position. 
George F. Meper 


George F. Meyer, 83, president of F. Meyer and 
Brother Co. and former president of the Meyer Furnace 
Co.. both of Peoria, Ill, died Thursday, January 11, 
1951. 

Mr. Meyer was associated with the heating, sheet 
metal, and hardware industries during his entire business 
career. He was one of the founders of the Meyer Fur- 
nace Co., and also of the Victor Foundry Co. 

Surviving are his wife; two sons, Frank L. Meyer, 
president of Meyer Furnace, and George F. Meyer, Jr., 
vice president of F. Meyer and Brother Co., two sisters 


and seven grandchildren. 


Steel Production 


PropucTion oF Steet 1N 1950 in the United States 
attained a new high level at 96,713,276 net tons, accord- 
ing to a preliminary report by American Iron and Steel 
Institute. 

That exceeded the output of 1944, previous year of rec- 
ord high production by more than 7 millian tons, or 
about one month’s wartime production. It was also 
9 per cent over the peacetime record set in 1948, and ex- 
ceeded 1949 output by 24 per cent. These data include 
ingots and steel for castings. 

The 1950 record was nearly 30 million tons, or 44 
per cent, above the output one decade earlier when 
1940 set a record to that time. 

Steelmaking furnaces were operated in the year 1950 
at an average of 96.7 per cent of capacity, exceeding 
all past years except the three war years 1941-43. The 
rate in 1949 was 81.1 per cent. 

December steel output in the United States was 8,359,- 
798 tons. by far the highest for the final month of any 
year, exceeding the previous December record, made in 


57 





1948, by 579,019 tons. This compares with the 
vised figure of 8,011,851 tons in November. 

Steelmaking furnaces were operated in December at 
98.1 per cent of capacity, a record. That compares with 
96.8 per cent in November. 

December was the ninth successive month in which 


»roduction exceeded 8 million tons. 
| 


License Law Requested 


Heating contractors in Syracuse, N. Y., urged Mayor 
Corcoran to approve a proposed ordinance requiring 
persons installing or servicing warm air equipment to 
obtain a master warm air heating contractor's license. 

Hilbert Greene, an attorney, led a delegation to the 
mayor's office and submitted the tentative ordinance. 

The proposed measure would establish the license and 
a board of heating examiners to be named by the mayor. 
Members of the board would be individuals actively 
engaged in the heating business. 

Fee for the license would be $50. A charge of $2.50 
would be made for applications, and licensees would be 


required to present a $1,000 bond. 


SMA Meeting Set 


THe 1951 AnNuat MEETING of the Stoker Manufac 
turers Association will be held at the South Shore Inn. 
Lake Wawasee, Syracuse, Ind., on Monday and Tues- 
day, June 25 and 26. Directors of the association ap- 
proved this selection after considering various other 
sites and dates. 

In selecting the Lake Wawasee location the directors 
feel it will stimulate attendance as it can easily be 
reached by motor and train by most of the SMA mem- 
bers and invited guests. The hotel will have ample 
accommodations for all members and guests. Further 
details will be given when plans for the annual meeting 
are more advanced. Special convention rates have been 


secured. 


Record Housing Year 


THE NATION'S HOMEBUILDERS started 95,000 new perma 
nent nonfarm dwelling units in December, bringing the 
1950 total to a record smashing 1,400,000 units. This 
is a preliminary estimate of the U. S. Department of 
Labor’s Bureau of Labor Statistics. The total exceeded 
the 1949 record volume (1,025,100 units) by 36 per 
cent. It was almost 50 per cent above the previous peak 
of 937,000 units in 1925. 


NPA Regulations 


Reg. 1 
Reg 


System. 


Inventory control. 
2. Amended—contains basic rules of the Priority 


Del. 1—authorizes the Department of Defense to issue 
ratings as outlined in Reg. 2. 

Del. 2—-authorizes the Atomic Energy Commission to 
issue ratings as outlined in Reg. 2. 

M-1, Amended—outlines rules for placing and sched- 
uling orders for steel. 

Supp. to M-1 


struction and repair of railroad freight cars. 


refers to the use of steel in the con- 


M-2—refers to restricted uses of rubber. 
M-3 
steel. 


refers to restricted uses of columbium bearing 


M-4—refers to restrictions on construction and_ re- 
modeling of specified types of buildings. 

M-5—refers to the use of aluminum. 

Executive Order 10160—refers to necessity of preserv- 
ing records covering transactions during the period May 
24 to June 24, 1950. 

M-6—+to insure stocks of steel products in steel ware- 
houses. 

M-7—-Reduces amount of aluminum available for 
civilian purposes. 

M-8—Rules for reporting on inventories, recipts, com- 
sumption, import, and distribution of tin. 

M-4, Amended—Changes policy of NPA in regard to 
future extension of construction ban. 

M-4, Amended—Clarifies and extends ban on construc- 
tion for amusement or entertainment purposes. 

Supp. to M-1 


Lakes cargo vessels. 


Program to provide steel for Great 


M-9—Rules for accepting and scheduling rated defense 
orders for zine. 

M.-10 (Nov. 29, 1950) 

M-11 (Nov. 29, 1950) 
distribution of rated orders. 

M-12 (Nov 29, 1950) 
the expanding rearmament program. 

M-1 and M-6, Amended (Dec. 2, 1950) 


time provisions covering handling of defense orders by 


Limits cobalt inventories. 


Copper and copper-base alloy 
To assure copper supplies for 
Revises lead 


stel producers and steel warehouses. 
M-7. Amended (Dec. 2, 1950) 
M-14 (Dec. 2, 1950) 
nickel. 
M-14 (Dec. 2, 1920) 


use of zinc products limited. 


Usage of. aluminum. 


To assure supplies of primary 
non-defense production and 
(Please turn to page 140) 
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Here’s a new and wanted addition to Richmond’s line of 
winter air conditioners... giving you a still wider 
selection of quality heating units. ' 

Here’s a unit built to fit easily into homes where space 
is tight . . . ideal for restricted space use in utility closet 
installations. 

Here’s a competitively priced, thrifty-to-run unit that 
more than meets today’s demand for low-cost heating 
... without-sacrificing quality. 

Here’s the new SU-P in its handsome jacket . . . made 
of sturdy steel, finished in light green Hammertone baked 
enamel. Note the heat exchanger... made of 12 gauge 
steel... welded for durability and efficiency. Use the 
handy coupon to get full information—fast. 
Remember—when quality and economy count, 
count on Richmond. ° 


Oil Burner and Combustion 
Chamber Assembly — flange 
mounted with 4 nuts for 
easy installation or re- 
moval. Stainless steel 
combustion chamber. Ap- 
»roved by Underwriters’ 
Labasatation, Inc. 


hy 
os 
v 
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Type SU-P 

Steel Oil-Fired Winter Air 
Conditioner. Two sizes— 
85,000 BTU and 106,000 
BTU output at Bonnet. 


as, RICHMOND 


RICHMOND RADIATOR CO.—AFFILIATE OF REYNOLDS METALS CO. 


BL ~ Ad Badin. Cc y 
19 East 47th Street, New York 17, N. Y. 
Please send me information and literoture 


on Richmond heoting equipment ond plumb- 
ing fixtures. 





NAME 
COMPANY 
ADDRESS 





At right, one of the many building projects 
in the current Ryerson expansion program. 


Procurement problems today but... 


We're Building for the Future 


Faster and better steel service is in the making __ prepared for the day when we’ll again be able to 
at Ryerson. This big new addition to one of the _ furnish all the steel you need, when you need it. 
thirteen Ryerson plants is part of an extensive © Meanwhile, cali us—we’ll help you to the limit 
program of expansion and modernization that’s _ of our ability. 

under way in Ryerson plants from coast to coast. 





As you know, the requirements of national de- PRINCIPAL PRODUCTS 
fense, plus peak civilian demand now make it CARBON STEEL BARS—Hot rolled  ALLOYS—Hot rolled, cold finished, 


. . s + . and cold finished heat treated 
impossible for us to take care of many require- GURUCTURANS-—Chennsla, egies,  SRRENENS-~diieghany benches, 
ments—much as we would like to. ind there’s beams, ete. sheets, tubes, etc 
. a. 8 ‘ PLATES —Many types including In- REINFORCING—Bors ond acces 
little that we can do to change this situation at land 4-Way Safety Plate sories, spirale, wire mesh 
SHEETS —Hot ond cold rolled, many BABBITT—Glyco bearing metal, 
the moment. types and coatings also Ryertex plastic Santen 


e one TUBING—Seamless and welded MACHINERY & TOOLS —For metol 
But we are spending millions of dollars on sccciinadiant teil tition tide sciiteatien 
new plants and equipment in order to be better 








RYERSON STEE 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK ° BOSTON ° PHILADELPHIA ° CINCINNATI CLEVELAND 
DETROIT © PITTSBURGH © BUFFALO © CHICAGO © MILWAUKEE © ST. LOUIS © LOS ANGELES © SAN FRANCISCO 
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Price Freeze Satisfies No One 


HEN THE FREEZE on prices and wages 

made its debut into the civilian economy the 
stage had been set with symbolic props furnished 
by the weatherman. It was ushered in with a 
temperature rollback in the Midwest while the 
West Coast was sweating out a heat wave in the 
form of a temperature rollup. The climatic aspects 
were symbolic of public reception and opinion. 
Some blew hot; some blew cold. Some construed 
the new order a price rollback; others, a rollup. 

It was immediately obvious that the principle of 
freezing prices and wages in a free economy was 
destined for a rocky road. There had never been a 
comparable situation; it could only be defined as 
something that isn’t war, and isn’t peace. 

Consternation in management and labor circles 
over the provisions of the freeze and rollback of 
prices and wages indicates that spokesmen for either 
did not clamor for this clamp on the civilian 
economy. The rising price of government sub- 
sidized food became the major influencing factor 
which prompted the order as an administration 
policy. Food prices had soared in recent months 
to the point where 10 dollars worth of groceries 
could be carried with a thin string. There is gen- 
eral agreement with the opinion that the new con- 
trols at best will resolve into nothing more than a 
feeble attempt to dampen inflation. Business points 
to the inflationary aspects of the administration's 
fiscal policies which continue to exert pressure on 
prices and wages. Labor also recognizes this 
prospect and points to the need for wages to fol- 
low the spiral. 

Immediate expectations are for a flourishing 
black market in many commodities, especially food 
As in OPA days, it is expected that 


ceiling prices will become the floor and the dif- 


and steel. 


ference between legitimate and black market will 
be passed under the table, off the record, Prior 
to the new order a wave of anxiety over the status 
of illegal prices surged through the black market. 
Some cocked a glance at bulging stocks with one 


eye and at the prospects of horizontal stripes under 


price controls with the other. It was a question of 
public reaction, whether public support would 
rally to the banishment of illegal markets. 

But public support and prospects of horizontal 
stripes for violations of the order dimmed while 
Defects 
in the Economic Stabilization Agency’s organiza- 


the ink on the freeze order was drying. 


tion and policies began bursting with the same 
frequency as balloons in Philadelphia during the 
10th International Heating, Ventilating, and Air 
Conditioning Exposition which closed simultane- 
ously with the announcement of the new price-wage 
control order. It was immediately obvious that 
ESA was cautiously feeling its way in an assign- 
ment which contributes to all out mobilization at a 
time when there is no evidence of public opinion 


supporting its necessity. 


The influence of all this on warm air heating 
and sheet metal contractors will reveal itself as 
they find materials getting scarcer and scarcer. 
Under a free economy many contractors have been 
successful in maintaining an adequate supply of 
precious sheet metal by making deals for aluminum 
and steel. But in the future it can be expected 
that the supply will become much tighter and the 
price dearer. 

Enterprising contractors should recognize that 
controls before the freeze were stopgaps and that 
the new order is a forerunner of restrictions which 
will seriously influence civilian business volume. 
Residential construction is expected to shrink one 
third in 1951 and it is doubtful whether there will 
be sufficient sheet metal to meet even this reduced 
market. While the services of the industry must be 
construed as providing an essential civilian need, 
material shortages will make it necessary for con- 
tractors to concentrate their efforts into activities 
which stretch available supplies or offer priority 
under the defense program. Service, repair, and 
replacement programs, the industrial market for 
space heating, and the sheet metal needs of industry 


will contribute materially in taking up the slack. 
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Here is the work order board where the servicemen pick up the job tickets. 
The service catl must be recorded on the master file card before leaving. 


Case History File Card On Every Job 


Proves Valuable To Heating 


Contractor 


ROBERT A. LATIMER 


AINTAINING a complete case history file card 
on every heating installation, which goes back to 
1930 and now consists of thousands of cards, is a 
process which has shown rich returns for Snodgrass & 
Smith, warm air heating dealers of Denver, Colorado. 
C. R. Smith and K. M. Snodgrass, heads of the firm, 
deplore the attitude of the dealer who documents only 
the original order and installation of a heating system. 
and thereafter pays no attention to it in the search for 
new business. “A filecard record, so long as it is really 
complete with details of performance, service calls, 
ownership, etc, will continually benefit the dealer” Mr. 
Snodgrass indicated “in many ways which aren't in- 
stantly apparent when the card is first made out.” 
As pointed out above, Snodgrass & Smith have main- 
tained their intricate filecard system since 1930; the 
number has grown to such proportions that it is now 


necessary to use no less than eight file drawers to con- 
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tain the alphabetized and cross-indexed total. To these 
files, however, the firm can trace directly hundreds of 
gas and oil fired heating systems, many commercial 
installations, profitable trades, and a steady volume of 
service work which might have been difficult to obtain. 
The card system goes into action whenever a new 
heating plant is sold. In the office, when the records 
of the installation are received, a 9 by 12 in. card is 
made out, on the face of which are the name, address, 
phone number, type of heating equipment sold, serial 
numbers of parts, and most important remarks of both 
the installing foreman and the new owner, covering 
unusual features of the installation, uses to which the 
heating equipment will be put, size of family, and me- 
chanical details. Also included on the cards are boxes 
for payment information, service calls, condition of the 
equipment, changes made, and general appearance. 


Thereafter, all cards are cross-indexed, and are bound 
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to be handled at least twice a year, often as many as 
six or seven times. New entries are made whenever 
there is any change, any service call, replacement of 
To keep the 


cards accurate and up-to-date, a system has been set 


parts, or conversation with the owner. 


up which revolves around a huge work order board in 
the Snodgrass & Smith office. Whenever a service call 
comes in, for example, the office girl who takes it makes 
out a pink work order in triplicate, which is slipped 
into a convenient slot according to which service me- 
chanics is to handle the job. When the mechanic picks 
up the work order, either in the morning or at noon, he 
cannot take it out without first looking up the correspond- 
ing case history card, and entering the call in the proper 
space. Then, on the job, he makes out an unusually 
complete work ticket, again with his own comments, 


those of the owner, and detailed information on the 


appearance of the heating plant, ductwork, controls etc. 
Turning this in, he sees to it that the office clerk trans- 
fers the information complete to the file card, again 
taken out by the mechanic and clipped to the work 
order when completing the job. Such notations as 
“Condition Good”, or “Finish worn off by children’s 
Natually, all of the 


usual details of repairs and service are likewise entered. 


wheel toys” etc, are not unusual. 


Valuable Information 


With thousands of such cards detailed in this way, 
Snodgrass and Smith have at their fingertips a tremen- 
dously valuable, immediate source of information on 
every heating plant installed. For example, when a 
new, more efficient blower, or a burner unit, comes 
along, a check through the file cards reveals which 
homeowners have been having frequent repairs on similar 
units, and can be considered logical prospects for a sales- 
man’s call. The comments of owners are potent indi- 
cators of potential sales, inasmuch as Homeowner A’s 
remark that the heating plant doesn’t heat distant rooms 
of the house adequately may indicate a market for a 
larger, more efficient blower, etc. 

Likewise, when a check of cards shows excessive repairs 
to an old heating plant. the Denver heating firm goes 
vigorously after the replacement sale. It isn’t unusual 
for a quarterly check of the cards to reveal dozens of 
homes which can save through modernizing or replacing 
heating systems. Snodgrass & Smith are armed with 
black-and-white figures on repair costs to back up 
their salesmen’s suggestions. The percentage of cus- 
tomers sold through this research is extremely high, 
from 8 to 9 out of every 10 prospect usually signing 
within six months after the cardfile has made them 
prospects. 

“We watch the frequency and number of service calls 
very closely” Mr. Snodgrass added “There is no more 
positive indication of possible sales than to find a card 
Were it 


not for the completeness of these records, we might sail 


with the service boxes completely filled out. 
along totally unaware of such potentials.” 
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Still another facet of file card use which has proven 
unsuspectedly valuable is in connection with trade-ins. 
Through the years since the war, with much building 
and remodeling in fast-growing Denver, the contractors 
have bought and sold much heating equipment, allowing 
trade-ins on many new installations. Because the file 
cards, with their summation of the condition of the 
equipment, both from the efficiency and appearance 
standpoint, give a true picture of the equipment, it is 
possible to make allowance offers over the telephone, 
without the expense of sending out an estimator, or 
making special calls. Here the accuracy of the informa- 
tion entered from work tickets is of vital importance. 
That it is accurate is readily seen from the fact that 
many heating sales have been closed over the tele- 
phone, involving trade-in allowances, with absolutely 


no element of loss. All servicemen, of coure, are taught 


Heating equipment is set up in operating condition 
for prospects to see. 


to check every heating plant carefully for its appearance 
and efficiency before adding their comments to the file 
card, 


File is Reviewed 


Once a year, the entire card file is reviewed with the 
intent to keep every card active. Those which indicate 
homes destroyed by fire, or where the building has 
been torn down, etc, are weeded out. Telephone calls 
are used to check every card, with the names of new 
owners duly entered where houses have been sold, etc. 
If a new owner is contacted, the representative intro- 
duces himself, tells the owner a few details about his 
heating plant, indicates how many service calls have 
been made at what cost, and otherwise posts the listener 
with interesting information about the heating plant 
he has purchased. “We get a lot of intense interest on 
such calls” it was stressed “And can be sure that the new 
owner will call upon us for heating plant service when 
it is needed. 

Thus, spending a few extra minutes per call in docu- 
menting the transaction, with plus comments added, has 
resulted in case histories of extreme value for the Denver 
heating firm. 





Readership In Advertising 


DAVID MARKSTEIN 


N eastern /ndoor Comfort dealer recently had lunch 

with the head of a local advertising agency. “Tell me, 
Jim,” he asked his friend, “how can I put plenty of at 
tention punch into my advertisements?” 

The ad man lit a cigarette and leaned back in his chair, 
“Getting attention is the easiest thing in the world,” he 
answered. “If all you want is to have people look at your 
ad, just dress it up with cheesecake pictures of nearly 
nude girls, or else use photographs of a handsome baby, 
or a basket full of puppies. Your ad will stop them cold. 
But after you have their attention, what are you going to 
do with it? Some of the most attention-compelling ad- 
vertisements I have seen didn’t pull beans. What counts 
is not the number of people an ad can stop, but the kind 


of people whose attention it catches.” 


Get Attention 


The advertising man was merely repeating an old mass 
selling truth. Attention is the foremost problem in ad 
vertising. If you don’t get it, even copy that sings as it 
sells won't produce results because people will not hear 
its message. An ad that misses out in the attention depart 
ment misses out altogether. But pure attention value for 
itself isn’t worth a great deal. Results are determined by 
whom the ad stops and not how many people see it. It 
happens sometimes that an ad designed for maximum at- 
tention value falls flat on its face in spite of the fact that 
If they are the wrong kind of 


sometimes no 


thousands of people see it. 
people, few sales will result. Only 
the attention of prospects is worth going after. 

The National Radio Institute of Washington, D.C. re- 
cently learned how little pure attention punch is worth, 
and how much directed attention value can increase the 
results of an ad when it is slanted straight toward the real 
prospects, 

The institute tested five appeals in different page ads 
which were run to sell a home study course in radio. The 
five headlines read: 

“Here's how to start your own radio business without 
capital.” 

“T will show you how to start your own radio business 
without capital.” 

“Be a success in radio.” 


“For a steady, good pay job, get into radio now.” 


“I will show you how to learn radio by practicing in 
spare time.” 

Which headline pulled the best? 

Was it the widespread suggestion to be a success in 
radio, which made the broadest appeal to the greatest 
number? Was it the offer to teach ways of making spare 
time money something most people can use? Un- 
doubtedly, these got plenty of attention. But it was not 
attention punch which the institute wanted to measure. It 
was interested in the attention of people who might take 
the course. 

The winner was not one of the far-ranging appeals 
to everybody, powerful as these might have been from the 
It was the 


“I will show you how to learn radio by 


standpoint of attracting readers’ attention. 
last appeal: 


practicing in spare time.” 


Prospects Selected 

The reason why this headline outpulled its competitors 
was the fact that it asked only for the attention of pros- 
pects, and consciously excluded people who were not 
directly interested in what the institute had to sell. 

The institute knew that those taking the course would 
be men and women who wanted to learn radio in spare 
time. They did not necessarily seek success, or a good 
paying job, or sideline income. These latter appeals had 
attention value to burn. Nobody doubts that a great num- 
ber of magazine readers were stopped. Possibly more 
than saw the ad headlined, “I will show you how to learn 
radio by practicing in spare time” but the traffic 
pulled by hit-em-all tactics was not anywhere close to 
as profitable as the smaller reader traffic that gave atten- 
tion to an appeal which was slanted straight at what in- 


terested them. 


Vital Factors 

There are three factors which contribute to an adver- 
tisement’s attention value. These are the headlines, the 
illustration (or illustrations), and the overall format of 
the ad. 

Three formats in themselves have almost surefire atten- 
tion punch, All can be adapted easily to ndoor Comfort 
advertising. The three are cartoons, human interest pho- 


tographs, and editorial style copy. 
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The Bureau of Advertising of the American Newspaper 
Publishers Association set out last year to isolate factors 
which get the readership for some advertisements. A- 
mong the ads they studied, the highest ranking in every 
case were cartoons. 

Cartoon strip advertising is not easy for the average /n- 
door Comfort dealer to adapt to his own programs. Not 
that it isn’t good, but it takes professional art talent of a 
high, and expensive, order to turn out a good job. 

But single spot cartoons can be purchased inexpensively 
from national services, for 25c to $1.00 each in either 
mat or electrotype form. Two firms whose catalogs of 
syndicated cartoon spots can be had for the asking are 
Cobb Shinn, of 721 Union Street, Indianapolis, Ind.; 
and Knott Cartoon Service of Ogden, Utah. 

These cartoons usually depict situations which are com- 
ic in themselves. Homemade caption lines can relate 
them to the product advertised. 

The human interest photographs which produced such 
good results, according to the Bureau of Advertising 
studies, were not mere cheesecake or baby pictures. 
They were pictures of real personalities who used or en 
dorsed the advertised products. Many dealers induce 
their own customers to consent to this kind of advertising, 
and achieve strong attention value as well as testimonial 


sales effect. 


Another Formula 


Editorial treatment is another format which has strong 
attention value. The experience of Wally’s Wagon proves 
this. Today, Wally’s Wagon is one of the best read fea- 
tures of the nationally syndicated Sunday supplement, 
This Week. The central figure is the owner of a lunch 
counter, who tells anecdotes to illustrate his homely, 
happy ideas on living. 

Wally’s Wagon started out in life as an ad, written for 
a client by the present author, Wally Boren. The narrator 
was a gas station owner, and his remarks and reasonings 
had a remarkably high readership rating according to the 
Starch system which rates newspaper readership in much 
the same way that Nielsen rates radio program popularity. 
When the ad series ended, William I. Nichols, chief editor 
of This Week, who had been looking hard at the reader- 
ship figures, quickly signed Boren to continue Wally as 
an editorial feature. 

The headline is the thing which does initial skirmishing 
leading up to the battle of selling over sales resistance. 
One of the weapons the headline uses is attention punch. 

Headlines achieve attention impact in several ways: 

By telling newsworthy facts. 

By human interest. 

By stressing benefit, benefit, BENEFIT. 
By arousing curiosity. 


The strongest of these are self-interest facts (benefit) 


and news. Curiosity is seldom desirable because it at- 
tracts widespread attention but may well miss entirely the 
very people the ad should reach. Curiosity headlines are 
in the class of the cheesecake picture. They get quantity 
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attention, but the quality of the readership is likely to be 
low. 

It tells the reader 
what he can gain by doing what you want him to do. It 


What is a self-interest headline? 


translates the important advantages of what you sell into 
important benefits the reader can gain. 


Specialized Appeal 


The Wall Street Journal is currently running a series 
of newspaper ads to build its circulation. ‘These ads have 
some of the hardest hitting headlines seen in many a day. 
A typical one offers a realizable benefit to a particular 
kind of prospect that the Journal wants to reach. The 
headline says: “To a $7000 man who wants to keep go 
ing ahead.” The selection of readership is there in 
singling out a particular income group which the publi- 
cation has found to be the best prospect for this cam- 
paign. There is an immediate offer of benefit to needle 


he six words, “who wants 


the reader's self-interest in t 
to keep going ahead.” 
Beltone Hearing Aids recently tested two advertise- 
ments of the same size. One was headlined to hit the self- 
interest of prospects: “Oh, Granny, you can really hear 
again?” The other made a more general appeal: “Why 
It offered no benefit, 
had no news or human interest. The human interest 


does everyone talk in whispers?” 


headline that told deaf people how to hear again pulled 
31 per cent more inquiries than the more general adver 
tisement. 

In appealing to the prospect's self-interest, really effe: 
tive headlines make the promise of benefit specific. Say 
ing that millions will be happier, healthier, wealthier or 
more comfortable isn’t nearly as believable as saying that 
you — the reader can enjoy those benefits. 

Johnson and Johnson recently split-run tested two ad 
vertisements for a back plaster. One used comic strip 
technique to tell how “Johnny Three Way” came to the 
rescue. The other pictured a pretty girl walking happily 
down a street, and its headline read: “How to be up and 
around with a backache.” This direct promise of relief 
for persons suffering backache outpulled Johnny Three 
Way by a whopping 360 per cent. 

Human interest is a potent stopper, as wise editors 
know. People like to look at and read about other 
people. The U.S. Army proved the advertising power of 
human interest when it tested two ads last year. One ad- 
vised readers to see a recruiting sergeant because “he has 
something to tell you.” The other pictured a named 
soldier, who proclaimed that he is “Back in. . . and glad 
of it.” Results? Human interest outpulled the nameless 
recruiter with something vague to tell. 

People buy a paper in order to read the news. That is 
why news headlines have such strong attention value. 

News need not necessarily consist of murder, war, pav- 
ing programs, political campaigns and all the rest of the 
happenings that fill the front pages. It can also be new 
benefits, new improvements, new ways the prospect will 
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Make Figures Work For You 


ROBERT F. WELCH 


IKE all business men, heating and sheet metal con- 
tractors deal every day with problems involving 
simple arithmetic. And this goes for the man who owns 
a battery of calculating machines as well as the little 
A staff 


of accountants and bookkeepers can handle routine work, 


fellow who keeps his office in his hip pocket. 


but the boss always needs a scratch pad handy when 
he’s going over financial statements or computing a 
quick-run-down on a new job. 

Many contractors have gone broke simply because 
of their inability to figure accurately. Usually such 
failures occur as a result of mistakes in estimating. The 
most glaring errors sound impossible figuring metal 
cost at the wrong unit price or not including overtime on 
certain jobs. These costly oversights must be guarded 
against by constant vigilance, and the whole task be- 
comes much easier if arithmetic is used as a tool instead 
of becoming an unwelcome chore. 

There are various short cuts which will reduce time 
spent in estimating, striking trial balances, compiling 
reports and tax forms. By all means invest in an adding 
machine if possible. 
good investment to subscribe to a bookkeeping service 
when they can’t justify a fulltime accountant on the pay- 
roll. In any event you'll find the following sugges- 


tions helpful. 


Contractors usually find it’s a 


Short Cuts 


Perhaps the most important point to remember is the 
“slide-rule approach”. This is simply our term for mak- 
ing sure the decimal point is in the right place and the 
answer is approximately correct. For example, if you're 
multiplying 4.85 X 1986 you know the result will be a 
little under 10,000 (5 X 2000). 

Similarly, when you’re adding a column of figures a 
glance down the left hand digits will give you the approx- 
imate total. Such a precaution takes only a moment and 
eliminates those obvious errors which creep in without 
our realizing it. Use this same technique to quickly 
verify invoices for equipment and other materials. Ma- 
chine operators sometimes make mistakes which will 
cost you money. 

Getting down to finer points, here are some tips to 
make your arithmetic faster and more accurate. 
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Addition by columns: add each column separately and 
move the sum to the left one place each time. To check 
the grand total, repeat from left to right. 

Example — 

7832 
4563 
9138 


14 
18 
19 
23 
25094 

The principal advantage in adding by columns is to 
facilitate checking back. You don’t have to worry about 
carrying from one column to another except in the 
simple addition at the bottom. If your total is 100 
more or less than it should be, verifying the 19 does not 
mean you have to add the other two columns on the right 
all over again. 

Subtraction by addition: rather than deducting the 
smaller from the larger figure in the conventional fash- 
ion, add to the lower figure whatever number will 
make it equal to the top one. In the following example, 
instead of thinking that 7 from 16 is 9, think that 7 plus 
9 equals 16. 

Example — 

7856 
4187 
3669 

This is a more fool-proof method than the usual 
procedure, since most errors in subtracting come from 
overlooking the fact that you’ve borrowed from the 
figure to the left. By converting the process to addition, 
the likelihood of a mistake is materially less. 

The addition system for subtracting is particularly 
valuable when you're balancing ledger accounts, or 
wish to find the difference between two columns of 
figures. A quick look will tell which group of figures 
is the larger, and these are added in the usual way. In- 
sert the same total below the smaller group of figures, 
leaving a space for the balance. Then foot the second 
group, supplying the numbers necessary to make it agree 
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with the tota!. This saves adding the columns separately, 
subtracting the two, and writing in the difference. 

There are various tricks you can use to shorten or 
check multiplication. For instance, when you wish 
to multiply a number by 5, add a zero and divide by 2. 
When multiplying by 25, add 00 and divide by 4. Simi- 
lar procedures may be used for practically any per- 
centage or fraction multiplying by 12-1/2 you add 
00 and divide by 8, by 33-1/3 add 00 and divide by 3. 

These shortcuts and others which follow may be used 
constantly or only for verification. 

Use of factors: when one of the figures is easily fac- 
tored, it sometimes helps to make two simple multipli- 
cations, 

Example 781L & 28 (28 is equal to 4 X 7) 

781 
4 
3124 


os 


7 
21868 
Multiplication by 15: add a cipher and increase 
the larger figure by half of itself. 
Example 98432 X 15 
984320 
492160 
1476480 


Multiplication by numbers close to 10, 100, or 1000, 


etc. 


Examples — 4567 X 102 1567 X 998 
456700 (100 X 4567) 1567000 (1000 * 4567) 
9134 (Add 2 X 4567) 9134 (subtract 2 X 4567) 
465834 4557866 


When you have several figures to be divided by the 
same number, it’s always easier to use the reciprocal of 
the divisor. The reciprocal is found by dividing 1 by 
the number. Thus, for 25 the reciprocal is .04. 

Supposing you want to find out what percentage of 
your total cost is made up of labor, supervision, in- 
surance, shop overhead and all the other individual 
expenses which are included. The hard way is to divide 
each expense by the total. Instead, use the reciprocal of 
the total and multiply. Percentage figures will enable 
you to make an instant comparison between statements. 
For instance, if dollars of overhead have doubled but 
percentage-wise the cost goes down, you know that the 
expense is not out of line. 

It’s always a good idea to have another person check 
your figures. Failing that, go over them yourself later 
when you're not so apt to repeat a mistake made the 
first time. And remember that slipshod calculating is a 
sure road to the poorhouse. 


The Arbitration Of Disputes 


ALBERT W. GRAY 


CONTRACT for the construction of a residence in 

Virginia contained a provision that all matters of 
controversy between the parties to the contract, or 
growing out of the contract or any claim that the contract 
had not been performed according to its true intent and 
meaning should be submitted to arbitration and the 
award of two arbitrators, who were empowered to select 
a third. It was further provided that in such an event 
either party should serve upon the other a statement in 
writing of their demands and that upon receiving such 
statement the other party should within twenty days 
serve a statement in reply. 

The adoption of provisions for this method of settling 
disputes has long been known to the law but the bene- 
fits in the tremendous saving in both time and expense 
have received too little consideration. 

In the middle of the last century a contract provision 
of the character of that in this Virginia case came before 
the Supreme Court of Massachusetts for consideration. 
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“There is no policy in the law in this commonwealth 
adverse to the settlement of questions between parties 
by arbitration,” said the court. “Contracts to that effect 
are enforced as far as they can be consistently with the 
principles of law. Judicial tribunals are provided by 
the government to enable parties to enforce their rights 
when other means fail but not to hinder them from ad- 
justing their differences between themselves or by agents 
of their selection.” 


Pattern 


This Virginia agreement for arbitration was governed 
by statutes of that state that follow in their terms the 
general pattern of legislation in relation to this manner 
of settling disputes throughout the country. 

“Persons desiring to end a controversy, whether there 
be a suit pending or not, may submit the same to arbi- 
tration and agree that such submission may be entered 
of record in any court. . . No such award shall be set 
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aside except for errors apparent on its face unless it 
appears to have been procured by corruption or other 
undue means or that there was partiality or misbehavior 
in the arbitrators or umpires or any of them.” 

Under this Virginia contract the contractor had under- 
taken to install four thermostats that should control an 
air conditioning circuit so as to start water circulation 
and then a blower; an aquastat was to be provided to 
start the circulation when the water temperature dropped 
to 80 F and stop at 120 F; the thermostat and aquastat to 
be provided with disconnecting switches and a hu- 
midistat installed to control a solenoid valve in the 
water line to the humidifier sprays. 

The contractor claimed $4,103.25 was unpaid on the 
original contract price of $23.455.05. The owner con 
tended the contract had not been performed, and de- 
manded that the equipment be removed, her property re- 
stored to her in its original condition and that pay 
ments already made by her aggregating $19.351.80 in 
addition to expenses of $3,588.60 be repaid her. The 
arbitrators’ award was the difference between this bal 
ance of $4,103.25 claimed to be due on the contract price 
and the credits of $3,588.50 claimed as expenses by the 


owner, 


Legal Basis 

In refusing to set aside this award the Virginia court 
adopted as authority for its determination an earlier de 
cision by the courts of that state that, “Boards of arbi 
tration, which are courts of the parties own selection, are 
favored by the law and every fair presumption is made 
in order to sustain their award. This we believe is the 
universal rule applied to the interpretation of the agree- 
ment to submit and to allow the proceedings which lead 
up to and result in the award.” 

This statement of the law the Supreme Court of that 
state supplemented in this recent decision with, “Every 
reasonable intendment will be indulged in support of 
arbitrations and they are not to be set aside unless they 
are clearly illegal.” 

The contract for the installation of the heating and 
ventilating system of the New York Central Building in 
New York City contained the following clause, “The 
architects shall interpret the drawings and specifications 
and their decision as to the true intent and meaning 
thereof and the quality, quantity and sufficiency of the 
materials and workmanship furnished hereunder. shall 
be accepted as final and conclusive.” 

The contract here required, “All high pressure, low 
pressure, high and low pressure, drip piping, all con- 
cealed heating risers and radiator connections, steam 
return, drip and vapor piping. shall be covered as 
herein specified.” 

The heating and ventilating contractors contended 


that the word “concealed” in these specifications related 
only to heating risers and radiator connections. The 
general contractor insisted that under the contract all 


radiator connections, concealed or exposed, were under 


the terms of the contract to be covered and held up 
final payment on the ground that more than 25,000 feet 
of radiator connections had not been covered. 

The architects in response to a request of the heating 
and ventilating contractors for a ruling, made the fol- 
lowing decision, “We advise you that the installation 
work in connection with the heating and ventilating sys- 
tem as installed, is entirely satisfactory to us and con- 
forms to the requirements of our plans and speeifica- 


: 9 
tions. “al 
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Architects Control 


In directing judgment in favor of the subcontractors 
for the amount due them under their contract the New 
York Supreme Court said. “This interpretation of the 
specifications by the architects is controlling on the 
parties in the absence of fraud or bad faith.” 

An earlier New York decision sustained the court in 
adopting interpretations of this character which archi- 
tects are called upon from time to time to make in re- 
lation to building contracts. “Such provisions are valid 
and enforceable and are final and conclusive and it is 
only where the architect has been guilty of fraud or 
bad faith that such decision is not binding upon the 
parties.” 

In Missouri an arbitration agreement was made that 
should the parties be unable to agree on the value of 
property the determination of that value should be made 
by two appraisers who should themselves choose a third. 
The award was attacked by one of the parties on the 
rround that money had been paid by the owner of 
the property to the appraisers to secure a higher valua 
tion than would otherwise have been made 

“It matters not whether the corrupting influence 
reaches or is intended to reach only one or all of the 
arbitrators or whether it is in fact shown not to have af- 
fected any. the law shuns every appearance of evil,” said 
the court setting aside the unsavory determination of 


these arbitrators. 


Older Decision 


A famous decision in relation to the attitude of the 
courts to arbitration as a method for the settlement of 
business controversies, with its consequent economy in 
time and expense, was many years ago handed down by 
the United States Supreme Court. 

In that case for the settlement of lawsuits and ac- 
cumulated claims and counterclaims it had been agreed 
hy two Illinois firms that for the ending of these con- 
troversies they would submit to arbitration, “All de- 
mands, suits. claims. causes of action, controversies and 
disputes and that the arbitrators direct and determine 
what if anything from each of these firms was due to the 
other.” — 

The award allowing $25.00 to one and $100.00 to the 
other firm came ultimately before this court with the 
charge that the award was fraudulent and void and made 


(Please turn to page 126) 
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Confusion Reigns Supreme 


A’ one time the persons who 
r 


an the government of the United 
officials of the 
Production and Marketing Adminis- 
Credit 
Corporation in the Department of 


States were the 
tration and the Commodity 
Agriculture. One of these men once 
boasted to this correspondent that 
these agencies could reach any farm 
er in this country within 24 hours 
The people who ran this inner core 
of the Department of Agriculture 
supplied the drive and direction for 
other departments and agencies that 
constituted the 


permanent govern 


ment of the country. 


Permanent Government 

These people, career bureaucrats 
functioned no matter who was in the 
White House. They were so strong 
that the group in the Department of 
Agriculture, not so very many years 
ago, forced to submission to their 
program, a Secretary who took the 
job with the avowed purpose of 
breaking their machine. This mech- 
anism of permanent government was 
able to function with disregard for 
the elected administrations and the 
Congress, because they used Civil 
Service as their protective armor. 
The machinery of Civil Service is 
so devised, that short of treason, or 
rank criminality, it is almost im- 
possible to secure the absolute oust- 
ing of a government employee. 

During the time of Harry Hopkins. 


the control and direction appeared to 
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pass from the group in the Depart 
ment of Agriculture to those who 
dominated agencies such as the AAA, 
WPA and similar units which em- 
ployed huge numbers of persons, 
and had the spending of almost in- 
credibly astronomical sums of money 
During FDR’s incumbency, it became 
the custom to appropriate the bil 
lions in such manner that the execu 
tive department had autocratic and 
absolute power over the disbursement 
of these funds. This condition has 
persisted and now continues, in one 
way or another. in Truman’s admin 
istration. This does not mean that 


the President. himself. supervises 
the spending of the billions. Ol 
viously, the affairs of this nation. 
with all its foreign entanglements, 
have become so intricately compli 
cated that the executive must delegate 


his tasks and powers. 


State Takes Over 

The interesting aspect of the pres 
ent is that the pivotal center of the 
permanent government has shifted to 
the State Department. It would 
amaze the average taxpayer to really 
understand the extent of the spending 
powers of the State Department, and 
the stupendous sums it controls di- 
rectly. or indirectly. as for instance 
by means of the ECA. 


when Point Four really functions, the 


Obviously, 


Sate Department will have the power 
to say where the products of Amer- 


ican industry shall go in foreign 


countries, and who shall get the 
greatest benefit of this spending at 
home. The attractive argument in 
its favor, which hypnotizes indus- 
trial leaders and labor leaders, is the 
thought that it will give an outlet to 
the great surplus production capac- 


ities of the American economy. 


Great Power 
It is essential to realize the signif- 
icance of the State Department in our 
government today, to get a glimmer 
ing of why our affairs, at home and 
Those 


who have visited the expanding quar- 


abroad, are in such a mess. 


ters which house the State Depart- 
ment. usually are startled by the 
adolescent character of the people 
who constitute the department. There 
is no doubt that they are largely in- 
sulated from an understanding of 
those things that make life practical 
and livable. 

It is this influence which literally 
is the power in making military 
policy, or lack of it, as well as other 
It takes 
no perspicacity to understand why 


policies in this country. 


the Pentagon has been so bewildered 
and confused in specific programs, 
particularly in its plans for the pro- 
curement of arms and equipment. 
This is the reason the NPA has not 
This is 


the reason, partly, for the disgrace- 


been able to work properly. 
ful incident that involved the firing 


of Dr. Valentine. And this is the 
reason, at this time, no one can 
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predict with any degree of broad 
certainty how much copper, alumi 
num, steel, and other materials may 
be available for civilian production 
two or three months from now. 


Vague Future 


Possibly, when Mobilization Dire: 
tor Charles E. Wilson gets in his 
stride if no one trips him up 
he may be able to get a crystalized 
definition of the details of the pro- 
gram. It is literally true today that 
there isn’t a top official in this 
government who can tell you, in the 
broadest sense, how much copper or 
aluminum or steel you may hope to 
get three months from now. The 
most accurate idea which has been 
allowed to trickle out lately seems 
to indicate that the military, some- 
time before the end of this year, may 
use 50 per cent of all copper we can 
produce in our own country, and 
We are told 


the military will require something 


that we can import. 


between 35 per cent and 40 per cent 
of the aluminum made in America. 
They will swiftly need up to 25 per 
cent or 28 per cent of the steel that 
It is likely that 
comparable limitations will be placed 


will be available. 


on zinc, lead, and some of the other 
fifty materials listed as critical. which 
include the ferro-alloys and _ their 
concentrates; the platinum group; 
thalium; magnesium; mercury ores 
and concentrates; Fuller's earth and 
its kindreds; 


mony; and the various types of man- 


mica: tungsten: anti- 


ganese,. 
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Cobalt is now restricted so that 
after February 21 every purchase of 
more than 25 pounds must be justi 
fied and approved by NPA. It is 
hoped the United States and Canada, 
jointly, may be able to supply 
4,250,000 pounds of cobalt some- 
time in 1953. New sources of supply 
are being developed especially in 
Missouri, in Idaho, in Utah, and in 


Ontario. Before Korea we imported 


approximately 8,000,000 Ibs from the 


Belgian Congo. The 8,000,000 Ibs 
were virtually our entire annual do 
mestic consumption. They tell us 
the ECA, during the past year 

meaning of course the State Depart- 
ment has supplied great sums of 
money to increase the production 
in Northern Rodesia, and in French 
Morroco. Cobalt is important to the 
civilian industry because it is used 
in many products that are needed 
in the home, such as refrigerators, air 
conditioning equipment, heating 
equipment, washing machines; in tel- 
evision and radio sets. in color for 
ceramics and glassware, in binding 
porcelain enamel to steel; and in 
tools. 
The military use it in making mag- 


making high-speed cutting 
nets, radar equipment, high-tempera- 
ture parts for jet engines; in guided 


missiles and in surgical instruments. 


Who To See? 


You may understand the situation 
better, by this incident, which in- 
volved a visitor from the Midwest. 
The large group of contractors whom 


he represents use copper, as well as 


other metals in their business. Most 
of them had a stock of copper on 
hand when the copper order M-12 
Our friend 
went to the NPA to find out about 
some aspects which troubled the con- 


burst upon the country. 


tractors. After two days of depress- 


ing exploration, he learned there 
were just five persons in Government 
who could tell him what he wanted 
to know. He was sent to the main 
source. But when he arrived at the 
official’s office they told him that 
Mr. M. could see no one for at least 
a week because he was completely 
absorbed in the task of signing let- 
ters. Our midwestern friend came 
to your correspondent and told him 
his troubles. He had been in the 
city for two days and he couldn't 
remain much longer nor could he 
come back after a week. Your cor- 
respondent has an acquantance with 
He tele- 


phoned to discover if it would be 


the head of the division. 


possible for the midwesterner to see 
the letter-writing copper specialist 
Our NPA friend 


said, strange as it might seem, it was 


for three minutes. 


true Mr. M. could not see anybody 
for a week. We expostulated it was 


simply fantastic a citizen should 
come half across the continent and 
be unable to find anyone who could 
answer a simple question. Our 
friend agreed with us, and said that 
during all the years he had been a 
career man in government he had 
never seen such an indescribable con- 
dition of confusion, bewilderment, 


(Please turn to page 130) 
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RESIDENTIAL 
AIR-CONDITIONING 
Section 


Indoor comfort—in all seasons 








for homes and small business 











Geauty is more than skin “Ueep! 
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FOR EVERY SIZE HOME 
FOR EVERY TYPE FUEL 
FOR EVERY PROSPECT 


Because the external appearance of a furnace or winter air conditioner affects 


“It’s what’s under 
the casing 
that counts’ 


the final decision of many customers, Waterburys are designed and finished to 
please the eye. But the rea/ beauty of a Waterbury runs deeper than that, for 
“it’s what's wander the casing that counts.”’ The beauty of a Waterbury lies in 
precision-built internal workings that provide heating satisfaction with fuel 
economy ...in performance that prompts owners to tell their friends about it... 
in dependability that warrants the confidence of dealer and customer alike. 


Yes, real beauty is more than casing deep! 


* Waterman: aterbury Co 


1122 JACKSON STREET N.E. * MINNEAPOLIS 13, MINN. 
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This is the living room of the model apartment showing the location of the air conditioner. 


Individual Air Conditioning Units Worth $100,000 
Make New Apartments Highly Desirable 


R. C. NASON 
Great Neck, L. I. 


This sale of individual air conditioning units shows 

the existence of a large potential market. It is pos- 

sible to convince the speculative builder of the value 

of air conditioning as long as you also prove the in- 

creased value of the housing units which are air con- 
ditioned. 
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NEW approach in selling air 

conditioning can be found in 
the installation of 387 mechanical 
cooling units in Floral Park, N. Y. 
A new apartment house project 
known as Childs Garden Apartments 
was the site of the installation. The 
building contractor, who is also the 
owner, furnished the conditioning 
units for each living and bedroom 
of the 275 individual apartments. 
These were offered as permanent fix- 
tures, without extra charge, and be- 


came a strong leasing incentive. 


It is quite true that landlords do 
not have to offer much of an incen 
tive for renting in these days. Yet 
the owner of the building wished to 
have an abundance of applicants for 
tenancy. The purpose behind this 
desire was to be able to select the 
tenants according to rather high 
standards. It was felt that this selec- 
tivity of tenants would result in a 
more hartnonious community group 


in the building. 


W eather-tight Construction 
Realizing the reluctance of tenants 
to sacrifice glass area even for air 
conditioning, the installing contrac- 
Here is the apartment building prior to completion. The openings for tors placed the units in the brick 
dos ch cantatas were Setisiet > On ctl then. walls, beneath the windows. Schmidt 
Bros.. of Carle Place, Long Island 
handled the installation. 

During construction the brick- 
layers left openings in the walls 
about 1 ft by 114 ft, and about 2 ft 
above the floor. The units were set 
into these openings and protruded 
10 in. on each side of the wall. Set- 
ting the conditioners into these 
spaces demanded that they be well 
balanced. The units were sealed in 
with mastic and rubber gaskets. 

When the decision was made to 
provide air conditioning for the 
apartments, there was some dis 
cussion as to whether the individual 
units or a central plant should be 
used. It was then agreed that the 
ees ewes aes th en teat, Oe een He individual units would allow the ten- 
ants a greater degree of flexibility in 
wall proved more desirable than any sacrifice of window area. its dlenton al destin conten: 
for their own apartments. 

The units selected for installation 
were rated at 14 ton refrigeration 
capacity and powered by an integral 
14 hp motor. Filters in the unit re- 
move dust. dirt. and pollen. Heating 
for the apartments is provided by 
radiation. As a result the condi- 
tioning units may be used fer either 
cooling or ventilating. according to 


the weather 


Expenditure Justified 
The installation of these units in- 
volved a contract of almost $100,000 
The important thing about it is that 
the results achieved justified the e 


penditure, according to the point of 


The fact that the apartments are air conditioned proved to be a very view of the management. This par 


potent factor in bringing applicants for leases. ticular builder, Robert Metrick Co., 


ResipentiaL Atk Conprrionine Section 
AmerIcAN Artisan, Fesruary, 195) 





has always used special features in 
his apartment construction projects. 
Ordinarily the apartments feature 
kitchen exhaust fans, garbage dis- 
posal units, full carpeting, and other 
luxury touches. This is the first 
time that air conditioning units have 
been included in an apartment proj- 


ect developed by this builder. 


Prove Benefits 
The installing contractor pointed 
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This visualization of the completed project brings out the efficient land planning 


that went into this project. It is a good example of coordinated building, allow- 


ing yard area for the use of the tenants. 


out that to obtain business of this 
kind it is necessary for the salesman 
to offer to builders proof of benefits. 
The speculative builder can be sold 
on air conditioning if he can be 
shown that it will bring him more 
profit. The higher price that can be 
commanded by an air conditioned 
house can be proved rather easily. 


Actual demonstrated results as in 
this case show that selling air condi- 
tioning to the builder is not an im- 
possible task. Where possibilities of 
greater profit exist, the speculative 
builder is willing to talk business. 


Just show him what air conditioning 


will do for his house or apartments, 
and he will buy it. 





How To Find Wall Surface Temperatures 


G. A. VOORHEES* 


As demand for Indoor Comfort grows various phases 
of the installation take on new importance. Finding 
the surface temperatures of the walls of the house 
will enable the contractor to better predict the 
periormance of the heating system. 


EALER members frequently ask how they can find 

the temperature of the inside surface of an ex 
posed wall, window pane or other boundary surface 
of a room for a given type of construction and a given 
outside air temperature. 

This can be found by use of the following formula 
given in the 1950 edition of the American Society of 
Heating & Ventilating Engineers Guide: 

R,/R.= (t,-t,) / (tito) ‘ ce 42) 
in which R 

R overall resistance of the wall from int 


side to outside ay 


inside surface resistance 


t inside temperature 
t wall surface temperature to be found 


x 


t outside air temperature. 


rhis information is usually needed for a_ residence 
where the inside air temperature (¢, ) during the heating 


season may be assumed to be 70 F. 


Common Materials 


For ordinary non-reflective building materials, the 
inside surface resistance (R,) is 0.61 as given in National 
Warm Air Heating and Air Conditioning Association 
Manual 3, Third Edition, page 41. item H-] 


the accepted ASHVI 


Substituting these values in 
formula and solving for ¢,. we get 
ty ee SS Ee eee fas (2 
As explained in Appendix B of the association manual 
the over-all resistance (R.) is the ree Iproc al of the heat 
transmission coefficient (Ul). so we may substitute | / 
for R, in equation (2). At the same time we may sub 


stitute 70 for ¢ usually assume a room ait 


since we 


*Technical Secretary, National Warm Air Heating and 


fir Conditioning Assn 


temperature of 70 I kor ordinary building materials 
such as wood, plaster, etc.. we may also substitute 0.61 
and we get: 


70 -— O61 


> 
lor R 
(70-t,.) ; : (3) 


Then for any given construction we get the value of 
l from the Heat Transmission Coefficient column in 
Table 2a of the manual and substitute it for (l') in 


equation (3). At the same time we substitute for (¢,) 


the assumed outside air temperature and solve equation 


Sif 


Y 
y, 
eY 


Y 
are 


z 


+ 


& 


> \ 
Ay \ 
¢ 


Block 


( 


Example: What is the inside surface temperature of 
an exposed wall consisting of wood siding. paper. wood 
sheathing, studding, lath and plaster when the outside 
iir temperature is 10 F? 

Solution: In the table on page 22 of the manual, 
we find that this wall fits the description of construction 
No. 3 (a) for which the heat transmission coefficient 
is shown as 0.25. 

In equation (3) we therefore substitute 0.25 for [ 
and 10 for ¢,: 

t 70 (0.61 x 0.25 x (70-10) 

70 — 9.15 


61 F. the inside surface temperature (approx. ) 
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For your convenience in getting such surface tem to the blocks, when the outdoor temperature is 10 F? 
peratures, the accompanying Table I has been calcu- Solution: Referring to Table 2a in Manual 3, we 
lated for an inside air temperature of 70 F: find that the heat transmission coefficient (Construction 

No. 12 (a) on page 24) is 0.52. Locate 0.52 in the 

Use of Table lest hand column and trace across in the same horizon- 

- , tal line to the column headed 10 F and we find that 

Io use the table, first find the heat transmission co- x gee 

: ‘ . the inside surface temperature is 51 F. 
efficient of the construction. For most of the common 
structural types, you'll find this in Table 2a of Manual 


Table Il 


e 4 
hand column of the table. Then trace horizontally to The inside surface resistance of window glass is 0.6, 


3. Locate this heat transmission coefficient in the left : 
the right until you come to the column for the outside instead of 0.61 and therefore the temperature of the in 
air temperature. The value you find in this line and side surface of a window pane is more accurately found 
column, is the approximate surface temperature. from Table Il for Surface Temperatures of Windows 

Example: What is the inside surface temperature of The method of using this table is the same as for th 


an 8 in. concrete block wall with plaster applied directly other table 


TABLE | 
Surface Temperatures of Building Materials other than Glass 
Heat 
l'ransmission Outside Air Temperature 
Coefficient 50k 30k 20F 10k 
l Temperature of Inside Surface 
0.09 69 } 7 07 
0.10 69 7 
0.11 69 
0.12 69 
0.13 
0.14 
0.15 
0.16 
0.17 
0.18 
0.19 
0.20 
0.21 
0.22 
0.23 
0.24 
0.25 
0.26 
0.27 3 67 
0.28 67 
66 
30 ; 006 
31 60 
32 } 66 
33 ¢ 66 
34 66 
35 66 
36 66 
37 3 65 
0.38 65 
0.39 65 
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Heat 
Transmission Outside Air Temperature 
Coefficient Y ’ } 406 20k LOF 

U Temperature of Inside Surface 


0.40 5 60 
0.41 y 60 
0.42 5 : 60 
0.43 
0.44 
0.45 
0.46 
0.47 
0.48 
0.49 
0.50 
0.51 
0.52 
0.53 
0.54 
0.55 
0.56 
0.57 
0.58 
0.59 
0.00 
0.61 
0.62 
0.63 
0.64 
0.65 
0.06 
0.67 
0.08 
0.69 
0.70 
0.71 
0.72 
0.73 
0.74 
0.75 
0.76 
0.77 
0.78 
0.79 
0.80 
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TABLE II 
Surface Temperatures of Windows 
Heat 
Transmission Outside Air Temperature 
Coefficient 50F 30F 20F  ~—S«iOF 
l Temperature of Inside Surface 
0.45 56 55 52 
0.55 : : : By 48 
0.65 ‘ -*. 4} 
0.75 55 ‘ - 10 


1.13 : Si ¥ 25 
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Standards For Installation Of Gas Piping 


And Gas Appliances In Buildings 


PART | 


These standards have been prepared by the Amer- 
ican Gas Association with the intention of protecting 
the public by assuring the safe and satisfactory uti- 
lization of gas. This is the first in a series of articles. 


GENERAI 
Under this caption appear the fun- 
damental standards which shall be 
cbserved during the installation of 
any gas piping and gas appliances 
to assure safety and consumer satis- 
faction. Responsibility for observ- 
ing these precautions so as not to 
create a physical injury hazard to 
any person or property under ordi- 
nary circumstances shall rest with 
the installing agency. 

1.1 Scope 

Tus TEXT REPRESENTS 

standards governing the installation 


basic 


of gas piping and gas appliances in 
buildings. These standards apply 
only to low pressure (not in excess 
of 11% Ib per sq in) gas piping 
systems in buildings, extending from 
the gas meter outlet to the inlet con. 
nections of appliances, and the in- 
stallation and operation of residential 
and commercial gas appliances sup- 
plied through such systems by public 
utilities. They are intended to cover 
the design, fabrication, installation, 
tests, and operation of such systems 
for fuel gases such as natural gas, 
manufactured gas, liquefied petro- 
leum gas-air or mixtures thereof. 
They are not intended to cover sys- 
tems distributing undiluted liquefied 
petroleum gas. They are also not 
intended to cover systems or por- 
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tions of systems supplying equip- 
ment engineered, designed, and in- 
stalled for specific manufacturing, 
production 


processing, and power 


generating applications, such as 


large and high pressure boilers, 
melting and treating furnaces, pro- 
duction ovens, etc. 

IN APPLYING THESE 
REFERENCE SHOULD BE MADE TO THE 
MANUFACTURER'S INSTRUCTIONS, GAS 
COMPANY REGULATIONS, AND LOCAL 
BUILDING, PLUMBING, OR OTHER CODES 
IN EFFECT IN THE AREA IN WHICH 


THE INSTALLATION IS MADE. 


STANDARDS 


The word “approved” as used in 
these standards means acceptable to 
the administrative authority enforc- 
ing them. 


1.2 Work on Gas Pipinc Con. 


TAINING UNMEASURED Gas 


1.2.1 Gas Company's Main 


No person, unless in the employ 
of the gas company or having per- 
mission from the gas company, shall 
open or make connections with a 


gas main. 
1.2.2 Service Pipe 


No person, unless in the employ 
of the gas company, shall repair, 
alter, open or make connection to 
the service pipe, or do any other 
work on the parts of the gas supply 


system up to and_ including 


meter. 


1.2.3 Gas Company's Meter 


No person, unless in the employ 
of the gas company or having per- 
mission from the gas company, shall 
disconnect the inlet of the gas meter, 
nor move the meter. A gas fitter of 
plumber may disconnect the outlet 
of a meter from the house piping 
He shall re 
make the joint at the meter outlet, 
and shall leave the meter turned off 


only when necessary. 


unless local gas company rules re 
quire or allow deviation from this 
procedure. 
1.2.4 Notify Gas Company of Any Re- 
pairs Needed 

In case any work done by a gas 
fitter or plumber discloses the need 
for repairs or alterations by the gas 
company on any part of the supply 
system containing unmeasured gas, 
the gas company shall be notified 
promptly of this fact. 


1.2.5 Notify Gas Company of Any Leaks 

If gas is leaking from any part 
of the gas supply system containing 
unmeasured gas, a gas fitter or 
plumber not in the employ of the 
gas company may make necessary 
temporary and promptly 
notify the gas company. 


repairs 





) 


3 Quatiriep INSTALLING AGENCY 


Installation and replacement of 


gas piping or gas appliances and 
repair of gas appliances shall be 
performed only by a qualified install- 
ing agency. By the term qualified 
installing agency is meant any in 
dividual, firm, corporation, or com 
pany which either in person or 
through a representative is engaged 
in and is responsible for the instal 
lation, replacement or repair of gas 
piping on the outlet side of the gas 
meter, or the connection or instal- 
lation of gas appliances within a 
building, and who is experienced in 
such work, familiar with all pre 
cautions required, and who has com- 
plied with all the requirements as 
to qualification. registration, licens- 
ing. etc.. of the proper administra- 


tive authority 


GENERAL PRECAUTIONS 


1.4.1 Turn Gas Off 
All gas piping or gas appliance 

installation shall be performed with 

the gas turned off to eliminate haz 


ards from leakage of gas 


1.4.2 Notification of Interrupted Service 


It shall be the duty of the install 
ing agency when the gas supply is 
to be turned off, to notify all affected 


consumers 


1.4.4 Before Turning Gas Off 
Before turning off the gas at the 
meter, all burner and pilot valves 
on the premises supplied with gas 
through the meter shall be turned 
off and the meter test hand observed 
for a sufficient length of time to 
ascertain that there is no gas pass 


Where there 


is more than one meter on the prem- 


ing through the meter. 


ises, precaution shall be exercised 
to assure that the proper meter is 
turned off. 


1.4.4 Checking for Gas Leaks 


No matches. candles, flame or 


other sources of ignition shall be 
employed to check for gas leakage 
from meters, piping or appliances. 
Checking for gas leakage with a 
soap and water solution is recom. 
mended. 


and 2.11.) 


(See provisions of 2.10 


1.4.5 Use of Lights 
Artificial 


connection with a search for gas 


illumination used in 


leakage shall be restricted to electric 
hand safety flash lights, fixed electric 
lights controlled only by switches 
remote from the area of the leakage, 


or approved safety lamps. 
1.4.6 Working Alone 


An individual shall not work alone 
in any situation where the nature of 
work is such as to expose him to 


an undue hazard. 


1.4.7 Handling of Liquid Form Drips 


Liquid which is removed from a 
drip in existing gas piping shall be 
handled with proper precautions, and 
shall not be left on the consumer's 


premises, 
1.4.8 No Smoking 


When working on piping which 
contains or has contained gas. smok 


ing shall not be permitted 


1.4.9 Handling Flammable Liquids 

Flammable liquids used by the 
installer shall be handled with prop 
er precautions and shall not be left 
within the premises from the end 
of one working day to the beginning 
of the next. 


1.4.10 Work Interruptions 


When interruptions in work occur. 
the system shall be left in a safe 


and satisfactory condition 


Gas Piping INSTALLATION 


Under this caption appear the fun 


damental standards for the instal 
lation of gas piping which must be 
observed to assure safety. satisfactory 
service and consumer satisfaction 
{ll piping should be installed so as 
not to create a physical hazard to 
any person or property under ordi- 
nary circumstances. Responsibility 
for the proper installation of the 
gas piping shall rest with the install 


ing agency. 
2.1 Prpinc PLAN 


It is recommended that before 
proceeding with the installation of a 
gas piping system, a piping sketch 
or plan be prepared showing the 


proposed location of the piping as 


well as the size of different branches. 
should be 


given to future demands and pro- 


Adequate consideration 


visions made for added gas service. 
Before any final plans or specifi- 
cations are completed the gas com- 
pany or the proper administrative 
authorities should be consulted. 
When an additional appliance is to 
be served through an extension of 
present piping. capacity of the exist- 


ing line shall be verified. 


Must 
Proper Meter Location 


2.2. Pipinc PROVIDE FOR 


Local gas company regulations 
for location of the meter will largely 
govern provisions for its connection 
to the gas piping. Good practice 
usually requires that the gas piping 
be brought to the meter location. 
Piping should not be run so as to 
necessitate the placing of a meter 
under steps, under a window, in an 
unventilated closet, near a furnace or 
boiler or in any location where it 
damage. For 
Appendix A. 


Piping to multiple meter instal- 


will be subject to 


further details see 


lations shall be plainly marked by 
a metal tag installed by the gas 
fitter or plumber, designating the part 
of the building being supplied. 


y INTERCONNECTIONS 


W here two or 


installed on the same premises but 


more meters are 


supply separate consumers, the pip- 
ing systems shall not be intercon- 
nected on the outlet side of the 


meters. 


2.4 Size or Pipinc To Gas 
APPLIANCES 
2.4.1 Size of Piping 
Piping shall be of such size and 
so installed as to provide a supply 
of gas sufficient to meet the maxi- 
mum demand without undue loss of 
pressure between the meter and the 
appliance or appliances. 
The size of gas pipe depends upon 
the following factors: 
a. Allowable loss in pressure from 
meter to appliance. 
Maximum gas consumption to 
be provided for. 
Length of pipe and number of 
fittings. 
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IRON PIPE SIZE (IPS) INCHES 
Length of 
2 3 rt 6 8 

2180 6500 13880 8700 79000 

x0) 5% 533 i 1786 1700 9700 7370 55850 

15 : - 1475 3900 15600 

60 1290 3150 39500 
75 : 54 1120 s000 35300 
32250 
29850 
13680 27920 
12240 25000 
11160 22800 
10330 21100 
9600 19740 
9000 18610 
8500 17660 
7000 14420 
6000 12480 


2 
T7900 23350 
] 


6800 9330 
17310 
15800 
14620 


6000 
1000 2700 5500 
5100 
8600 2300 1800 
780 2090 1350 
720 1950 1000 


920 2450 


www ww 


660 1780 3700 
620 1680 5190 
580 1580 250 
515 1490 s000 
150 1230 2500 
390 1030 2130 


1 


TABLE | 


Capacity of Pipe of Different Diameters 

and Lengths in Cu Ft Per Hr with Pres- 

sure Drop of 0.3 in. and Specific Gravity 
of 0.60 


d. Specify gravity of the gas water column for gas of 0.60 sp 2.4.6 Extensions 


e. Diversity factor. gr. are shown in Table 1. In using Extensions to existing piping shal 
this table, no allowance for an ordi conform to Table 1. Existing piping 
> > Dre > . . . ° 
2.4.2 Pressure Loss nary number of fittings is necessary should be converted to the proper 
It is recommended that the — #5 size of pipe where necessary. In no 
sure loss in any piping system from TaBLe 2 
Multipliers To Be Used With Table 2 
When The Specific Gravity of The Gas 
Is Other Than 0.60 


: case shall extensions be made to 
= os = hen. yp s existing pipe which is smaller than 
the maximt able gas deman : +, 
maximum probab deman¢ permitted by Table 1. 
not exceed 0.3 in. w. g 


Specity Specihe 


Gravity Multiplier Gravity Multiplier 
2.4.3 Gas Consumption 14 2 1.00 775 


The volume of gas to be provided 10 ¢ 1.10 740 2 


2.5 MATERIALS 


1 Acceptable Piping Material 
for (in cubic feet per hour) shall 15 1.20 


' Gas piping in buildings shall be 
be determined, whenever possible. 51) 1.30 


; ee wrought iron or steel pipe comply- 
directly from the manufacturer's Btu ! ; 1.10 Pik I 


: ing with the American Standard for 
ratings of the appliances which will 1.50 7 

: ; Wrought Iron and Wrought Steel 
be installed and the heating value 1.60 


’ _ ipe, AS.A. B3 939, J 
of the gas to be used. - ‘ 1.70 Pipe, A.S.A. B36.10 193 All 


To obtain the cubic feet per a : 80 pipe fittings (except stop cocks or 


; Sad : valves) shall be malleable iron or 
of gas required, divide the total Btu 0 267 1.90 


steel when used with wrought iron or 
input of all appliances by the aver 2.00 


‘ steel pipe, except that in sizes 4 in. 
age Btu heating value per cubic foot 2.10 Py I 


= : and larger, cast iron may be used. 
of the gas. The average Btu pet 


bie f ith nth th Where approved by local administra- 
cuble oot ol the gas tn the on a of the Diversity Factor tive authorities. copper or brass pipe 
installation may be obtained from 


the local gas company. The diversity factor is the per in iron pipe sizes assembled with 


centage of the total threaded fittings of the same ma- 


To convert the figures given in connected load 


. eet ° . ‘ erials , —_ . . 
Table 1, to capacities of another gas in use at any one time and is an terials may be used with gases not 


; ; a corrosive to such materials. 
of different specific gravity multiply important factor in determining the Sis 
Gas piping and fittings shall be 


clear and free from cutting burrs 


the tabular values by the multipliers correct pipe size to be used in multi- 


shown in Table 2. family dwellings. It is dependent 


2.4.4 Capacity of Pipe 

Capacities of different sizes and 
lengths of pipe in cubic feet per hour 
with a pressure drop of 0.3 in. of 
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upon the number and kinds of gas 
appliances being installed. Consult 
the local gas company or the proper 
administrative authority for the di- 


versity factor to be used. 


and defects in structure or threading 
and shall be thoroughly brushed and 
scale blown. 

Defects in pipe or fittings shail 
not be repaired. When defective 
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pipe or fittings are located in a sys- 
tem the defective pipe or fittings 


shall be replaced. 
2.5.2 Pipe Coating 
When in 


exerting a corrosive action, piping 


contact with material 
and fittings coated with a corrosion 
resisting material shall be used. 


2.5.3 Use of Old Pipe 


Pipe, fittings, valves, etc., removed 
from any existing installation shall 
not be again used until they have 
been thoroughly cleaned, inspected 
and ascertained to be equivalent to 


new material. 


2.5.4. Joint Compounds 


Joint 
shall be applied sparingly and only 


compounds (pipe dope) 
to the male threads of the joints. 
Such compounds shall be resistant 


to the action of LP gas-air mixtures 
2.6 Pipe THREADS 


2.6.1 Specifications for Pipe Threads 


Pipe and fitting threads shall com- 
ply with the American Standard for 
Pipe Threads, A.S.A. B2-1945. 


2.6.2 Damaged Threads 


Pipe with threads which are 
chipped, 


otherwise damaged shall not be used 


stripped, corroded, or 


If a weld opens during the operation 
of cutting or threading, that portion 
of the pipe shall not be used. 


2.6.3 Number of Threads 


Pipe shall be threaded in accord 
ance with Table 3. 


> 


TABLE 3 


Specifications For Threading Pipe 





Approx. 


Length Approx. 


of Threaded No. of 
Iron Pipe Portion Threads to be 
Size (Inches) (Inches) Cut 
% 3, 10 
: 3 10 
% 10 
1] 
1] 
11 
12 
12 


13 


2.7 CONCEALED PIPING 


2.7.1 Minimum Size 


No pipe smaller than standard 1s 
in, iron pipe size shall be used in 


any concealed location. 
2.7.2 Piping in Partitions 

Concealed piping should be lo- 
cated in hollow rather than in solid 
partitions. 
2.7.3. Piping in Floors 

Piping in solid floors such as con- 
crete shall be laid in channels in the 
floor suitably covered to permit ac 
cess to the piping with a minimum 
of damage to the building. Piping 
in contact with earth or other ma- 
terial which may corrode the piping, 
shall be protected against corrosion 
manner. Piping 


in an approved 


shall not be laid in cinders. 


2.7.4 Connections in Original Installa- 
tions 


When 


shall be concealed, unions, running 


installing piping which 


threads, right and left couplings, 
bushings, and swing joints made by 
combinations of fittings shall not be 


used. 


2.7.5 Reconnections 

When necessary to insert fittings 
in piping which has been installed 
in a concealed location. the piping 
may be reconnected by the use of a 
sround joint union with the nut 
center punched to prevent losening 


by vibration. 


2.8 INSTALLATION OF PIPING 
2.8.1 Building Structure 


The building structure shall not 
be weakened by the installation of 
any gas piping. Before any beams 
or joists are cut or notched, special 
permission should be obtained from 


the proper administrative authority 
2.8.2 Piping to be Graded 

All piping shall be 
less than 14 in. in 15 ft to prevent 
traps. All 


grade to risers and from the risers 


graded not 
horizontal lines shall 


to the meter or to the appliance. 
2.8.3 Supporting Pipe 


Gas piping shall not be supported 
by other piping but shall be sup 


ported to maintain proper grade 
with pipe hooks, metal pipe straps, 
bands or hangers suitable for the 
size of pipe, and of proper strength 
and quality at proper intervals so 
that the piping cannot be moved ac- 
cidentally from the installed position. 


SPACING SUPPORTS 


Spacing of supports in piping in- 
stallations shall not be greater than 
the following: 

in. pipe 

in. or | in. pipe 

in. or larger (hori 

zontal ) 10 

in. or larger (vertical) 
every floor level 


2.84 Protect Against Freezing 


shall 


against freezing temperatures. When 


Gas piping be protected 


piping must be exposed to wide 
ranges or sudden changes in temper- 
atures, special care shall be taken to 


prevent stoppages, 
2.8.5 Overhanging Rooms 


Where 


kitchens or other rooms built beyond 


there are overhanging 
foundation walls, in which gas ap- 
pliances are installed, care shall be 
taken to avoid placing the piping 
where it will be exposed to low tem- 
peratures (40 F or below for manu- 
factured gas) or to extreme changes 
of temperatures. In such cases the 
piping shall be brought up inside the 
building proper and run around the 
sides of the room, in the most prac- 
tical manner. 
2.8.6 Do Not Bend Pipe 

Pipe shall not be bent. Fittings 
shall be used when making turns in 
vas piping. 
2.8.7 Provide Drip Where Necessary 

A drip shall be provided at any 
point in the line of pipe where con- 
collect. 
densation is excessive. a drip should 
be provided at the outlet of the 
This drip should be so in 


densate may Where con- 


meter. 
stalled as to constitute a trap where- 
in an accumulation of condensate 
will shut off the flow of gas before 


it will run back into the meter. 


2.8.8 Location and Size of Drips 


All drips shall be installed only 
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in such location that they will be 
readily accessible to permit clean 
ing or emptying. A drip shall not 
be located where the condensate is 
likely to freeze. The size of any 
drip used shall be determined by 
the capacity and the exposure of the 
piping which drains to it and shall 
not be of smaller diameter than the 
pipe to which it is attached. 


Drip installed in 
horizontal line at 
lowest pomt in line 


Drip installed at 
bottom of vertical 
riser 


Fig. | 
2.8.9 Use Tee 


A tee fitting with the bottom out- 
let plugged or capped instead of an 
ell fitting shall be used at the bottom 
of any riser to catch any dirt or 
other foreign materials. 


1). 


(See Fig. 


2.8.10 Avoid Clothes Chutes, Etc. 

Gas pipe inside any building shall 
not be run in or through an air duct, 
clothes chute, chimney or flue, venti- 


lating duct, dumb waiter or elevator 


shaft. 


2.8.11 Cap All Oudess 


Each outlet, including a valve or 
cock outlet, shall be securely closed 
gas-tight with a threaded iron plug 
or cap immediately after installation 
and shall be left closed until an ap- 
pliance is connected thereto. Like- 
wise, when an appliance is removed 
from an outlet and the outlet is not 
to be used again immediately, it 
shall be securely closed gas-tight. In 
no case shall the outlet be closed 
with tin caps, wooden plugs, corks, 
etc. 


2.8.12 Location of Outlets 


The unthreaded portion of piping 


cutlets shall extend at least one inch 
through finished ceilings and walls 
and when extending through floors, 
shall be not less than 2 in. above 
them. The outlet fiting or the pipe 
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them. The outlet fitting or the pipe 
shall not be placed behind doors. 
Outlets shall be far enough from 
floors and walls to permit the use of 
of a pipe wrench of suitable size 
without straining or bending the 
pipe. 
2.8.13 Prohibited Devices 

No device shall be placed inside 
the gas pipe or fittings that will re- 
duce the cross sectional area or 
otherwise obstruct the free flow of 


gas, 


2.8.14 Branch Pipe Connection 


All branch outlet pipes shall be 
taken from the top or sides of hori- 
zontal lines and not from the bot- 
tom. Where a 


branch outlet is 


placed on a aain supply line before 
it is known what size of pipe will 
be connected to it, the outlet shall 
be of the same size at the line which 
supplies it. 


2.8.15 Piping Between Buildings 


Where piping is run from one 
building to another, it shall be ade- 
quately protected against freezing. 

Underground piping shall be one 
size larger than that specified by 
Table 1, but in no case less than 
114 in. and shall be graded toward 
a suitable drip. Where local con- 
ditions require it, underground pip- 
ing shall be protected against cor- 
rosion with an asphaltic coating ot 
with other suitable material. 


2.8.16 Lines Supplying Gas Pilots for 


Oil Burners 
Lines supplying gas pilots for oil 
burning appliances shall be acces- 
sible, not less than 14 in. standard 
pipe size and shall not be exposed to 
extreme temperatures. 


2.9 Gas Suut-OFF VALVE 
2.9.1 Accessibility of Gas Valves 


Main gas shut-off valves control- 
ling several piping systems shall be 
placed an adequate distance from 
each other so they will be easily 
accessible for operation and shall be 
installed so as to be protected from 
injury. It is recommended that they 
be plainly marked with a metal tag 
by the installer so that the piping 
systems supplied through them can 


be readily identified. It is advisable 
to place a shut-off valve at every 
point where safety, convenience of 
maintenance demands, 


2.9.2 Shut-Off Valves for 


Multiple 
House Lines 


In multiple tenant buildings sup- 
plied through master meter or where 
meters are not readily accessible 
from the appliance location, an in- 
shut-off valve for each 
apartment or for each separate house 
line shall be provided at a convenient 
point for general accessibility. 


dividual 


2.10 Test or Pipinc For TIGHTNESS 


Before any system of gas piping 
is finally put in service it shall be 
carefully tested to assure that it is 
Where any part of the 
system is to be enclosed or concealed, 


gas tight. 


this test should precede the work 
of closing in. To test for tightness 
the piping may be filled with city 
gas, air or inert gas but not with 
any other gas or liquid. Jn no case 
shall oxygen ever be used. The 
piping must stand a pressure of at 
least 6 in. of mercury or of 3 Ibs. 
per sq in. for a period of not less 
than 10 minutes without showing any 
drop in pressure. 


2.11 TurRNING ON Gas 


2.11.1 Close All Gas Outlets 


Before turning gas under pressure 
into any piping, all openings from 
which gas can escape shall be closed. 


2.11.2 Checking for Leakage with Meter 


Immediately after turning gas into 
piping, the system shall be checked 
to ascertain that no gas is escaping. 
This can be done by carefully watch- 
ing the test dial of the meter to de- 
termine whether gas is passing 
through the meter. To assist in ob- 
serving any movement of the test 
hand, wet a small piece of paper and 
paste its edge directly over the cen- 
terline of the hand as soon as the 
gas is turned on. Allow five minutes 
for a one-half foot dial and propor- 
tionally longer for a larger dial in 
checking for gas flow. This observa- 
tion should be made with the test 
on the “upstroke.” 

(Next month's installment will get into the 
subject of installation of equipment—Ed.) 
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Proper Adjustment Of Gas Conversion Burners 


P. K. WADSWORTH 
Cleveland, Ohio 


HERE is no mystery to adjusting a gas conversion 

burner. In fact, a properly adjusted conversion 
burner will give as much comfort as a regular furnace 
With but a half to one hour's time the problems can be 
taken out of most gas conversion burners; and thus 
eliminate a lot of costly call backs which eat up an 
installer’s profit. 


Scientific Setting 

This is done by scientifically adjusting the burner 
with an orsat flue gas analyzer. In addition, this method 
will impress your customers with how accurately you 
adjust their furnace. They will tell their neighbors and 
friends, and thus advertise your name. What better 
advertisement could you want? Too much cannot be 
said about how much this test sells the installation to 
the customer. Even in cities where the local gas com 
panies set burners with an orsat, this test will be valu 
able. This is because the gas company may not get 
around for six or eight months. In fact, there is one 
large city that makes the installers run an orsat and 
tack-up a chart near the furnace telling what the CO 
is, along with a lot of other information. Then this 
chart is rechecked by the city inspector. Maybe your 
city will be doing this next. 

In all cases be sure to follow city codes and recom 
mendations of the local gas company. 

The essential thing in regulating any conversion burn 
er. is to adjust the air that supports combustion. We 
call this secondary air. Secondary air is all that air 


which is pulled into the combustion chamber by the 


chimney draft, but not that air which goes through the 


burner tube this is called primary air. 


Aon onanononrninotontoroooon 
———— 


es Be — 
_ 
Burner - tube 


Note: The burner-tube is also 
called the mixer- tube or the 
venturi 





Fig. | 


Of necessity, coal furnaces are designed to draw an 
excess of draft. This is necessary because a large por 
tion of the secondary air that supports combustion must 
come through the coal bed. Almost all coal-to-gas in 
stallations have to have the draft decreased by some 
method, because the gas burner does not present the re 
sistance of a bed of coals. 

If the draft isn’t decreased enough, the owner has a 
high fuel bill; and you may have an angry customer. If 
it is decreased too much, other kinds of troubles occur. 
Some of the troubles from lack of sufficient draft are: 
the furnace continually goes on safety; poor heating 
results; carbon monoxide can be created; or in the case 
of manufactured gas a sulphurous acid is formed which 
gradually deteriorates the furnace flue pipes and the 
chimney; so there is a happy medium which all con 
version burners should have. This happy medium is 


only p operly attained by running an orsat test. 


General Survey 
Before starting a combustion test, it is advisable to 
quickly look over the general furnace conditions. This 
practice often saves the necessity of starting a combus- 
tion test over again. Here are the conditions which 
should be quickly inspected: 

First: Inspect the combustion chamber and furnace 
flue passages to see that all scale, dirt, and tar has 
been removed. This is important, because this dirt 
acts as an insulation which causes the owner high 
fuel bills. 


spot, this dirt could affect combustion; so whenever 


In addition, if there is a lot of dirt in any 


this dirt is removed, another combustion test should 
be run. 

Second: While making the above inspection in a cast 
iron furnace, look for any cracks in the combustion 
chamber, and be sure that the cement along the fire- 
pot joints and the base of the furnace is in good con- 
dition. Remember that it is always necessary to have 
a tight combustion chamber to get the best furnace 
efficiency. With a tight combustion chamber, the 
secondary air adjustment has a positive control upon 
the combustion air; and all this secondary air sweeps 
across the burner, helping to burn gases more com 
pletely. 

Third: Now inspect the smoke pipe to see that it has 
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an upward pitch, being sure that this pitch meets 
your city codes, and that the pipe is in good condi 
tion and not rusted out. The pitch is usually a mini 
mum of 14 in. to the foot, rising from the furnace to 
the chimney. In thinking of air, always keep in mind 
that air, like water, is lazy: and it takes the path of 
least resistance. If the pipe has a downward pitch, 
the gas fumes may back up into the basement 
this depends upon how much of a downward pitch 
there is, and how strong the minimum chimney pull 
is. 
Fourth: Any dampers in the furnace flue or flue pipe 
should be removed, if possible, when a draft diverter 
is used. In event that the damper has to be left in. 
it should Le sealed in an open position so that it is 
impossible to move it again. This is to prevent some 
one from tampering with the damper or accidentally 
hitting and moving it into a dangerous position. Some 
times when stack-legs are permitted, this same damper 
is used to cut down the chimney draft. After the 
damper has been set. it should again be sealed in 
position, Be sure that this damper is between the 
furnace and the stack-leg. 


CHIMNEY CHART 
Flue Pipe Areas 

Pipe Diameter In Area Sq. In. 
5 7.06 

12.56 

19.63 

28.20 

8.47 


50.24 


63.59 


The value of having the above tables along is that 
1 lot of mental or written arithmetic is saved. For 
example, suppose that a 4 in. hot water flue pipe and a 
Would 


6 in. furnace flue go into a 6 by 6 in. chimney 


the chimney have enough capacity” 
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From the table: 


sq of tue 
capacity is too 
much for a 6 x 
6 chimney which 
has a 30 sq in 
capacity 

This chart is a 


time saver 


Fifth: One of the cardinal draft diverter sins is to ust 
the draft diverter in the wrong position A vertical 
draft diverter should only be used in a floor to ceiling 


A hori 


zontal draft diverter is used in a direct furnace to 


position never in an inclined position, 


chimney position. When these diverters are used in 
any other position. effectiveness is lost and gas fumes 


may result 


Position of 
Horizontal 
Draft Diverter 


Fig. 3 


sixth: Next see that the flue pipe has been cemented into 
the chimney, so that the most is made of the chimney 
pull during cold starts 

Seventh: Look through the chimney clean out door 
with a mirror to see that the chimney is clean 
doesn’t have an accumulation of fly-ash or soot. The 
chimney should also have a flue liner which is in good 
condition. Any unlined chimney is a possible fire 
hazard and should be checked for leaks. At the same 
time, the furnace flue pipe should be just flush with 
the inside of the chimney liner. 


Kighth: 


furnace flue pipe is within 6 in. of any combustible 


Always be sure that no part of the furnace or 


Combustible con struction. 











i 
“Flue or Vent 


‘Flue or Vent 
connector 


connector 





lop of chimney lower than the roof. 
The chimney should be raised toa 
minimum of 2 Ft. above the roof peak 


- Remove chimneycaps 
4 I or ventilators 


rT} eA 





Remove piece of broken tile 
wedged in the chimney, 


Leakage between loose 
‘jointed tiles. This can be 
shown by starting a smoky 
fire with the top of the 
chimney closed 


z—Any debris that has 
r accumulated inan offset 


| 7 
snouid be removed 





























Flue pipe not in 
chimney lin ng — 


_— See that chimney has a 
™ . flue liner 


Flue pipe not cemented 


™~ 
Dirt from old coal 


——— Smoke pipe extends into the 
chimney --- make it flush 
with tile lining. 


furnace should be removed —7 


Cement loosely fitted clean-out 
door. This can be seen by putting 
amatch flame near the door 











— Chimney tocsmall. Cross 
sectional area of the flue 
pipes should never be greater 
than cross sectional area of 
the chimney-see chart on 


Openings 





“\ Openings between flue 
should be closed. 


chimneys. 





Fig. 5 


Flow of Gas Through Pipe of Varying Dimensions portion of the house, this, of course is subject to local 
For gas of specific gravity of 0.6 and 0.3 pressure 
drop. 


Length of 
straight pipe Size of Pipe in Inches 
in feet l 1%, 2 ; 
10 415 1325 
300 940 1725 
240 505 770 1430 
210 3 680 1225 
190 : 600 1115 
550 1025 
510 960 
475 900 
450 850 1380 
H40 830 1335 
395 750 1225 
670 1080 
625 1000 
580 940 
470 735 
410 645 
360 570 
320 500 
300 465 
280 430 


250 385 


fire codes. This is important, because some woods start 
combustion around 800 F and smoke pipes have been 
known to get this hot. 


Ninth: In warm air furnaces, the distance should be 
about one-third the distance between the top of the 
return air duct and the bottom of the furnace door. 
Otherwise, the furnace may have a hard time getting 
a supply of cold air, because warm air would back 
out of the return duct in the furnace. 


The table is in cubic feet per hour. 


244 : 3% 
3900 10,350 
2800 7,340 
2320 6.050 
2000 7,280 
1800 4,690 
1670 4,320 
1550 4,035 
1450 


2420 


Tenth: Then check to see that the gas line is rigidly 
anchored, has no leaks, and is not too long. When 
the furnace is too far from the gas meter, gas pressure 
troubles may develop, unless a larger pipe size is in- 
stalled. In Cleveland, these are the size of pipes which 
the local gas company expects the installer to install. 
Having tables with you similar to these can be very 


helpful. 


(Please turn to page 124) 
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Blower Packages Mean Extra Profit Dollars 
Part Il 


N important advantage of a package blower con- 
version is economy. Some prospects may have 
a gravity warm air system that leaves some rooms cold 
and drafty while others are overheated. They may 
be throwing shovel after shovel of expensive coal into 
the furnace in an attempt to force heat into those far 
away ice-box rooms. 

Installation of a furnace blower can be economical in 
several ways. 

“Mr. Prospect, installing a furnace blower unit on 
your present furnace can bring you real economy. In 
tests conducted by the University of Illinois it has been 
shown that a blower can mean 34 per cent more heat 
from the same amount of fuel. Because the furnace 
blower forces warm air through the heating ducts more 
quickly, a minimum of heat is lost between furnace and 
room, and your house is heated with less fuel. Other 
homeowners who have installed these furnace blowers 
have reported unbelievable savings in fuel costs. Can 
you imagine what 34 per cent more heat from the same 
amount of fuel can mean to your winter fuel bill?” 

= 
Savings 

Another economy, often overlooked by heating dealers 
in selling furnace package units, is that of the saving 
in cleaning bills during the winter and spring seasons. 
This saving is due again to the filter in the furnace 
blower unit. Since dust, dirt and pollen are eliminated. 
the particles that can smudge furniture, walls or dra- 
peries are no longer in the air. This is certainly a strong 
appeal to be used when talking to housewives who know 
not only the cost of cleaning and redecorating but the 
drudgery involved. 

A furnace blower often pays for itself in the savings of 
furnace repair bills. A great many homeowners throw 
shovel after shovel of coal into their furnaces in an at- 
tempt to get enough heat to far away rooms. As a re- 
sult, furnaces become overheated and firepots are 
cracked. This can become an expensive proposition 
to the homeowner especially after initial repairs have 
been made. A furnace blower can eliminate these cost- 
ly repair bills since it circulates air throughout the 
house at an even rate and does not require any over- 
heating of the furnace. 

If cost is one of the objections raised when making a 
sale, you may point out to the prospect that the initial 
cost of a furnace blower is very small compared to the 
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continual economy he gets after it has been installed in 
his home. Here, you can point out all the above eco- 
nomic advantages and show him that savings in fuel, 
cleaning bills, and furnace repairs will eventually more 
than make up for the cost of a blower unit. 

The fourth advantage that can be pointed out to the 
prospective furnace blower owner is that of comfort. The 
prospect can have uniform heat in all rooms of his 
house. This is an important advantage to be pointed out 
to many owners of conversion burners. These prospects 
have recently installed gas or oil burners in their present 
furnace and often are not completely satisfied with the re- 
sult. This is due to the fact that conversion burners do 
not necessarily cure the ills of a gravity system. Home- 
owners who fall in this group are hot prospects for 
blower packages. It will provide them with winter air 
conditioning, which is what they want and need. 

Still another advantage to be pointed out to the pros- 
pect is that his furnace can be converted quickly to an 
efficient, economical winter air conditioning system. 
This conversion is performed simply by attaching a fur- 
nace blower unit to the existing furnace. It can be 
installed on the coldest day of the year with little dis- 
comfort to those in the home because most of the in- 
stallation can be accomplished while the furnace is 
still in operation. Necessary wiring and return ducts are 
installed, the furnace is shut down while the registers — 
and furnace are cleaned by means of a vacuum and then 
the furnace is reassembled. The furnace need only be 
shut down for three or four hours. When you sell this 


story to prospects, you get results. 


Summer Ventilation 


Not to be overlooked as another factor in making a 
prospect dissatisfied with his present system of heating 
or eager for new winter air conditioning, is the ad- 
vantage of summer ventilation that can be given by a 
furnace blower. The idea of having a winter heating 
system that is economical. efficient, clean and healthful 
plus cool summer ventilation is an appeal that is very 
strong. Explain the operation of this summer ventila- 
tion to the prospect and point out to him that his furnace 
blower will have utility throughout the year. 

There are probably many other appeals that can 
be used in a sales talk for furnace blowers, but those 
mentioned above are the principal ones. Every one of 
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these major appeals should be presented to your prospect 
in every sale even when you think that a complete 
story is not necessary to close the deal. People are 
sometimes unpredictable and often the prospect who 
seems to be a push-over will be hard to sign up. The 
more advantages that you can show him, the greater 
your chances for a successful sale. 

the first 


and most important thing you must do in any sale is 


It all boils down to one fundamental point 


to recognize the prospect’s need and then get him to 


be conscious of that need! 


Similarities in All Sales 


There are certain basic factors involved in every sale. 
These basic factors apply in almost any type of sale 
that is made, but it is our objective to show you how 
they are related to the sale of furnace blower units. 

The four basic factors that are necessary for a suc 
cessful sale are: 1) Need 2) Answer to the Need 3) 
Reassurance, and 4) Value. The questions of, “Do I 
need it?”, “Is the salesman’s product the answer to my 
need ?”, “How can I know that it is the best answer to 
my need?”, and “Is it worth the cost?” are the four 
questions that invariably exist in the prospect’s mind. 
To make the prospect answer each of’ these questions 
with a “Yes” is to make a sale. 

Every sale starts with a need. Before a sale can 
progress into any other stage, a prospect must first be 
made conscious of his needs and in this case, it’s his 
need for a furnace blower. Generally, before a pros 
pect can convince himself of the fact that he has a need, 
he must be dissatisfied with things as they are. 

You, as an Indoor Comfort salesman, must try to make 
him more aware of the shortcomings of his present sys 
tem. Some of the reasons for dissatisfaction with his 
present heating system may be lack of comfort, high 
fuel bills, inconvenience, lack of clean heat, etc. If 
you are in the prospect’s home ask him questions such 
as these: 

“Mr. Prospect, which room is heated by this long run? 
You must have a little trouble keeping that room as 
warm as the others.” “Do you ever notice that rooms 
seem drafty and chilly, even when the temperature is 
proper?” “Of course, you know that a gravity system 
wastes lots of fuel.” 


and others like them get the prospect to thinking about 


You can see how these questions 


the shortcomings of his present unit. 

In committing himself to a need the prospect must not 
only be dissatisfied, but must also see hope for improve- 
ment. Point out to him that a blower package gives 
34 per cent more heat from the same amount of fuel and 
substantiate this with the fact that this was proved by an 
independent test conducted at a large Midwestern uni- 
versity. Also show him that a blower package assures 
even heat from his present system, the air is constantly 
filtered making heat clean and healthy, and a blower 
package unit is economical. You can see how these ad- 


vantages, if used after you have made the prospect dis- 
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satisfied, show the contrast between what he has now 
and what a blower package offers. 

In any case where the prospect doesn't see his need, 
it's up to you to size up the situation first, and then 
You're 


barking up the wrong tree if you ask a question such 


go to work on the prospect to make him see it. 


as “Would you be interested in something that would 


assure uniform room temperature in your home?” You 


have to detect the shortcomings of the present system 


first, and then see which the prospect will recognize im- 
mediately. For instance, ask questions like “How old 


“Who installed it for you?” “Has 


it had any major repairs?” These questions are designed 


is your furnace?” 


to get the prospect talking and give you background in 
formation which may be valuable in estimating what 
his problems are. 

Presenting the solution to your prospect’s problem, 
use the successful “Promise Proof Admission” 
method. Describe the benefits which promise to give 
the improvement desired. Offer convincing proof of 
your promise. Secure his admission that this will give 
him what he wants. This method is effective because 
it gets the prospect talking and brings out any objec 
tions he may have. 

For example, suppose that you sold the prospect on 
his need for economy in heating. 

Promise: “A furnace blower unit gives uniform heat 
with less fuel and therefore, saves you money on your 
fuel bills.” 

Proof: “This is because the blower pressure forces 
warm air through the longer and high resistance pipes 
and gives you heat all over without using more fuel.” 

“Tests conducted by the University of Illinois have 
conclusively proven that a blower unit has given 34 
per cent more heat from the same amount of fuel.” 

{dmission: “Keeping all parts of the house warm at a 
big saving in fuel bills is certainly something to think 
about, isn’t it, Mr. Prospect?” 

You can see how you can follow such a procedure for 
each advantage needed to gain the solution to the de- 
cision. Don’t say, “A furnace blower has filters”. Say. 
“You save on cleaning expense because the filters in 
this furnace blower insure dust-free air.” 

Your prospect’s remarks are sign posts of how the 
sale is going. If he fails to give a favorable commitment 
to any of your questions, you know that you have failed 
to gain the buying decision. These remarks may be 
negative (“I’m satisfied with my present furnace.”) Or 
evasive (“That’s very true. Leave your card and I'll call 
you later.”) More selling is needed! You have to do 
a better job of making him realize his need, or give him 
more convincing proof. Start again, from the very be- 
ginning, and try to make the prospect realize his needs. 
If you think that he is eager for winter air conditioning, 
then perhaps your weak point is proving that a furnace 
blower unit can give it to him. 


After you are sure the prospect has made the Need 


(Please turn to page 138) 
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Design + fabrication « installation 


of sheet metal products 





THE WYSONG 
12 GAUGE 
SERIES 
No. 1252... 52 inch 
cutting length 
No. 1272... 6 feet 
cutting length 
No. 1296... 8 feet 
cutting length 
No. 1210... 10 feet 
cutting length 


WYSONG No. 1252 
Capacity: 52”, 12 ga., mild steel. 
16 ga., stainless steel. 


WITH WYSONG’S 12 GAUGE SERIES 


If most of the sheets you shear are 12 gauge or less, you 
now can get an economical 12 gauge shear to meet your 
requirements. 
To insure top performance at a 12 gauge rating, Wysong 
12 gauge series are all tested at the factory on 10 gauge 
sheets. Made in 52-inch, 6 foot, 8 foot and 10 foot cutting 
lengths, one of these economical shears meets the full 
shearing requirements of most sheet metal shops. 
STANDARD EQUIPMENT INCLUDES .. . Motor 
with controls and electrical equipment; ball bearing, 
precision Back-Gauge; embedded, adjustable, stainless 
steel Scale; slotted metal Finger Guard; Non-Repeat 
Unit; and 4-edge Blades. 
Rigid Wysong Hi-Tensile Casting construction is com- 
bined with time saving features to give speed and accuracy 
in operation, plus many years of satisfactory service 
Each Wysong shear is tested for 24-hours of operation be- 
fore leaving the factory and is shipped completely equip- 
ped and ready for continuous operation. 


Wysong builds a complete line of Air, Foot and 
Motor powered squaring shears for the Sheet Metal 
Shop. See your dealer or write for Catalog No. 44. 


Wis 0NGsna MILES ¢2 


GREENSBORO, NORTH CAROLINA 
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One of the large supply ducts from fan room A?2, looking south. 
This is located in a large rough storage area. 


Huge Ventilating Installation Takes 250 Tons Of 
Sheet Metal — On-Site Fabrication Saves Time 


A complete sheet metal shop set up on HE job of installing ventilating equipment in a 


the site of the job proved the mest huge 20 acre building of the Caterpillar Tractor 
Co., Peoria, Ill., caused a change in methods by the 
efficient way of completing this big A. H. Lumm Co., sheet metal contractors in Toledo, 
ventilating job in Peoria, I!linois. Ohio. Before securing the Caterpillar job, this contrac- 
tor had always felt the most efficient method of opera 
tion was to fabricate sheet metal work in the shop and 
then send it out to the job for erection. But when the 
shop is in Toledo and the job in Peoria complications 
arise. The problem was solved by constructing a shop 
at the Caterpillar plant, adjacent to the building in 
kg SSSS=_==E_ which the work was to be done. 
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Intake side of one of the capillary air washers with 
the sprays running. This is part of the machine shop 


system. 


A central location was selected and a shop 80 by 35 
ft erected. Equipment included a 12 ft. 14 gauge shear. 
several brakes, lock forming machine, welders. angle 
rolls, ete. It took two weeks to get the shop set up 
and in working order. All materials for the job were 
ordered through the Toledo oflice and shipped direct 


to the job. Approximately 60 sheet metal workers were 


required and all were hired through the Peoria local 


of the Sheet Metal Workers International Association 

The 24 heating and ventilating systems are of the 
spray washer type. Humidified and tempered air is 
supplied for heating, and evaporative air washing and 


filtering is supplied for summer cooling. Each ventilat 


ntricate section of one of the supply ducts in 


the assembly area 
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ing system is complete with fan, electric motor drive. 
heating surface. air washer, spray pump, galvanized 
sheet metal enclosures, and complete galvanized sheet 
metal duct systems. This equipment is housed on the 
roof of the building in 24 sheet metal penthouses. Each 
penthouse is 10 by 50 ft and contains centrifugal supply 


fans, air washers and filters, and axial flow exhaust fans 


Test Cells 


Another important phase of the work was the installa- 
tion of ventilating equipment in test cells. There are 
21 of these cells in Building K—K and they are used 


for test runs of tractor motors. The gases produced 


by the motors are removed by 3/4 hp axial flow fans 

The greatest portion of the ductwork installed on the 
job was fabricated of aluminum. Where aluminum was 
used the next heavier gauge was specified than would be 
required as a direct substitution for galvanized steel. 
In sections of the building where the ductwork was ex 
posed to weather or test cell work, galvanized sheets 
were used. It was not deemed practical to install alum- 
inum where there might be a possibility of corrosion 


problems. 
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Part of the exhaust system under the mezzanine in 
— 


the building. This exhausts through roof ventilators. 


Some of the fabrication requirements for the duct- 
work will show the type of performance expected by 
the client. Pittsburgh lock seams were required for 
the longitudinal seams on all ducts up to 39 in. in width 
On ducts 40 in. in width and over, the longitudinal seams 
had to be formed over, and riveted to, 144 by 11% by 
>/16 in. angles. 

Transverse seams on ducts less than 36 in. in width 
were fabricated with standing seams top and bottom 
and drive cleats on the sides. Transverse seams on 
ducts 36 in. in width and wider were formed over 114 
by 114 by 3/16 in. angles. In order to prevent vibrat- 
ing or buckling as the result of air flow and accompany 
ing variations in internal pressure, it was necessary to 
cross-break all flat surfaces. 

Quadrant dampers of 18 gauge metal were installed 
in each branch duct and at other specified locations. 
Duct turns or approved guide vanes were specified in 
rectangular ducts at right angle turns and in elbows with 
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These motor test cells re- 


quired efficient supply and 


exhaust systems to keep 
the air pure and fresh. 


One of the dishwashers 
in cafeteria No. |. There 
was much incidental sheet 
metal work like this in the 


overall job. 
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A closeup of the exhaust duct which removes steam 


and moisture from the dishwashing operation. 


an inside radius less than the width of the duct. Con- 
nections of 8 oz canvas were installed between all fan 
outlets and sheet metal work. 

The job called for the installation of 845 ceiling air 
diffusers, handling an average of 2,000 cfm each. Also 
Material 
requirements included: 100 tons of galvanized steel 


installed were 300 supply and return grilles. 


sheets; 150 tons of aluminum sheets; 75 tons of struc- 
tural shapes consisting mainly of angle iron and chan- 
nels; and several tons of copper, stainless steel, and 
black iron. 
The control systems for all the main fan houses are 
almost identical. An automatic damper arrangement is 
provided on the outside air intake of each supply fan. 
This damper has the following sequence of operation: 
a) The damper remains wide open when the outside 
temperature is 65 F or higher. 
The damper closes gradually when the outside tem- 
perature falls below 65 F so that the resultant mix- 
ture of outside and recirculated air produces an 
intake temperature of about 65 F. 

c) The damper closes to a minimum of 20 per cent 
when the outside temperature becomes 0 F or lower. 

The recirculating dampers are controlled to operate 


in sequence with the fresh air dampers, in reverse cycle. 
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When one opens, the other closes, Ductstats are provided 
in the fan outlet ducts to serve as low limit controls and 
prevent the occurrence of final stratified air conditions. 
Room thermostats were installed to control the action 
of the automatic valves in connection with the heating 
Humidistats control the action 
of the spray pump and assure desired percentages of 
relative humidity. 


and cooling system. 


Specialized Crews 

The installation of sheet metal work was handled on a 
specialized basis. That is, different crews were assigned 
to do different work. One crew would handle the fabri- 
cation of straight ductwork, another fittings, another 
layout work, another erection of ducts, and still another 
erection of ceiling diffusers and grilles. The project 
was started on this basis and results were so favorable 
that it was continued for the life of the contract. Each 
crew had a superintendent so that the status of the entire 
job could be checked quickly by having a meeting of the 
crew heads. 

Architect for the job was the firm of Giffels & Vallet, 
L. Rossetti, of Detroit, Michigan. It took almost two 
years to complete the installation of the heating and 
ventilating systems in the building 
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Pattern Development For 


Stationary Roof Type Ventilator (Il) 


HUGH B. REID 


HE January issue of AMERICAN ARTISAN presented a 

variable dimension table and engineering data for 
a stationary roof type ventilator. The information pre- 
sented would not be complete unless a practical method 
of pattern layout was shown. Following is an analysis of 
the pattern development procedure. From a study of 
the plan view and the front view it is evident that the 
ventilator is symmetrical about both center lines, from 
this conclusion we know that a half front view drawing is 
sufficient to layout the patterns for the complete job. 

Following is a step-by-step solution: 

The 12 in. ventilator has been selected from the chart 
presented last month and drawn to scale 114 in. 1 ft. 
The half front view is constructed by the following steps. 

a) Draw the line marked center line. 

b) Establish a point representing the base line and us- 
ing the scale 114 in. 1 foot measure the given 
dimensions 514 in.. %, in., 14% in. and 
1% in. 

c) Through the given dimension points on center line 
draw perpendicular lines and measure distances 

6 in., 914 in. 7 in., and 734 in. respectively and 
draw the outline of the half front view drawing. 

d) From point T on center line draw the outline of 
the hood section as shown. 

e) Draw the framing outline as shown by points J, K, 
L, M, and P. and establish position of rivet holes. 

f) Extend line of cone section to intersect center line 
at R. 

g) With point S as center and S-7T, as radius revolve 
T to intersect line S-U' at l 

ayout the stack section as follows 

a) Calculate the stretch out line 44-BB by multiply- 
ing the 12 in. diameter by the constant 3.14. which 
equals 375¢ in. 

b) From AA and BB on the stretch out line erect 
perpendicular lines, 7 in. long and draw a line con- 
necting the points, as shown by line CC, DD. 

c) On the line AA-CC measure 34 in. and 3/16 in. 
respectively. 

d) Divide the line 44-BB into 8 equal parts and num- 
ber the points 7 to 9. From points 2, 4, 6, and 8 

locate the framing holes. 

e) From AA-CC and BB-DD add allowances for 
double seaming. 

To lay out the framing pattern proceed as follows. 
a) Measure off distances J-K, K-L, L-M, and M-P as 


shown on simplified method drawing. 
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b) On distances L-M and M-P locate holes. 

The accelerator band is laid out by the following steps. 

a) Calculate the stretch out line by multiplying diam- 
eter 18.5 by the constant 3.14. 

b) To locate the framing holes measure %¢ in. on line 
FF-GG and divide line EE-FF into 8 equal spaces. 
Number the points ] to 9; from points 2, 4, 6, and 
8 locate the framing holes. 

c) From HH, EE and GG, FF add allowances for 
double seaming. 

To lay out the cone section. 

a) Step off distance R-A or simplified method drawing 
and draw the long are marked R-A. 

b) Step off distance R-B and from point R draw the 
long arc R-B 

c) Establish the work line R-B. 

d) Multiply the large diameter of the cone by 3.14 
thus 18.5 * 3.14 


a | 


58.09 in. From B measure 

8-3/32 in. around the are and establish a point. 
From the established point RB draw a line to radius 
point R, add allowances for double seaming. 

e) Add allowances for swage joint and 1% in. stiffen- 
ing flange. 

Note that the written information presents a full 
pattern while the drawing shows only a half pattern 
Making this section in two pieces would save ma- 
terial. 

To lay out the hood section 

a) Working from the simplified method drawing, 
with S as the center and S-T, as radius draw an 
are to interset line S-U at U. 

b) On the simplified method drawing measure length 
T-S with 7-S as radius draw a circle and establish 
line T-V. 

c) Set compass at distance D on simplified method 
drawing and from point V’ on layout step off 6 
spaces plus one quarter space as shown. This is 
the required amount to be cut out and is equal to 
the circumference of radius T-S minus the circum 
ference of radius 7 in. 

d) With radii 7-] and 7-2 draw circle and layout holes 
for framing as shown. 

e) Add seam allowance, layout the required rivet 
holes and roll up patterns to required shapes 
Note that the cone is attached to the accelerator 
band by swaging. This would necessitate making 
allowance for the cone to slip into the accelerator 
band. 





This modern store front with the 
firm name in bold relief attracts a 
great deal of attention from passing 


motorists 


TED KNIGHT 


Featuring a complete service 
for new home construction this 
firm has built up good relations 
with construction firms. Major 
growth dates back to entry into 
new home work. 


A Good Reputation Helps Build Business 


Y convincing builders and con 

tractors that it is most reasonable 
to make arrangements with an old. 
established organization when letting 
contracts for sheet metal work, heat 
ing, and roofing on new homes being 
constructed, the Charles | 
Co.. Ardmore, Pa.. 


terrific amount of work. 


Stanton 


has been doing a 


“We have always felt that home 
builders would appreciate a tie-in 
with an organization that could take 
their sheet metal. heating and roof 
ing problems off their hands so that 
they could be free to tend to other 
duties connected with home building. 
“says Martin Reed, firm manager. 
“and we have found that once such 
a connection was made we could 
always depend on being called back 
again for future work.” 

Charles C. Stanton 


started his concern back in 19041 


originally 


when it was popularly known as a 
Out on the main line of 
the Philadelphia 


Stanton’s reputation grew during the 


tin shop. 


suburban area, 


years and he began to do other work 
in addition to selling appliances 


Most of the work done was on in 


dividual homes. He turned to the 
builders field in 1938 when his two 
sons and daughter joined the organ 
ization. 

Feeling that the most profitable 
method of doing business at this time 
was through volume production, the 
firm made earnest attempts to in- 
terest home builders in using them 
for the sheet metal, heating and roof- 
ing jobs that are associated with 
home building. 

“Our major sales point to home 
builders was our guarantee to do 
any servicing on any work that we 
did for a period of one year, “relates 
Mr. Reed 


on our plan because it relieved them 


‘This sold many builders 
of obligations after residents oc- 
cupied the home. In addition, we 
pointed out that we had the organ- 
ization, men and materials to start 
work at any time rather than start 
getting organized. Those contacted 
understood this situation and within 


a short time we were very busy. 


Each Job Is Individual 


Even though a builder may be 


planning a development of over 200 


homes that are similar, the Stanton 
company treats every home as an 
Regardless of the 
similarity in homes, it is felt that 


individual unit. 


checking each home prior to the 
A. slight 


deviation in construction in any one 


job is the best policy. 


of them, makes mass production 
work impractical. 

“Each one of our heating instal 
lations is checked before comple- 
tion,” explains Mr. Reed. “In this way 
we know that we are doing a good 
job. We do all the planning, duct- 
work, installation, room measuring 
and balancing then check the job 
when the buyers move in.” 

For the past 12 years, 90 per cent 
of this firm’s work has been in new 
home construction with the balance 
And of the form- 
er percentage, 60 per cent is devoted 


on individual jobs. 


to heating installations and the rest 
to sheet metal and roofing work. 
The firm employs approximately 
30 men, eight of whom are sheet 
metal workers and the remainder ca- 
pable of doing the heating and roof.- 
ing jobs. The firm tries to employ 


men that can do both these jobs so 
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that in the event of a slow-down in 
any of these jobs, the men can be 
switched over to the other without 
any lay-offs. 

To-date, the largest single job ac- 
cepted by Stanton is a new home 


project in Ardmore, P 


a., consisting 
Teams of a 


leader and a helper are made up, 


of 200 new homes. 


with each team being appointed to 
a specific job. As soon as it is com- 
plete they are assigned to another. 
The firm installs oil, gas and coal 
heating units with gas being the 
most popular currently. 


Good Reputation Pays 


Being in business over 46 years, 
the firm has developed an enviable 
reputation. One customer recom- 
mends another, as far as individual 
jobs are concerned and once a con- 
nection is made with builders, they 
are constantly called back. 

In 1939, the firm moved from its 
old location to another more prom- 
inent one on the Lancaster Pike 
where it could be more easily seen 
by the heavy traffic that is consistent- 
ly passing by. The new building 
features a modern store front and 
interior, with workshop and storage 
area in the rear and on the top floor. 

Large 4 ft cut-out letters set into 
a well that is illuminated during 
evening hours makes the name Stan- 
ton stand out. The illuminated store 
highlights appliances on display 
there in. 

As a matter of demonstration in 
building up sales of air conditioning 
units a 5 ton pa kage unit has been 
placed in the center of the store 
and the necessary ductwork attached 
so that the store and adjoining of- 
fices are cooled. Customers not only 
see the unit, but can enjoy’ the air 
cooled store which helps to close 
sales. 

“We have always had to show 
registers to builder and individual 
home owners,” says Mr. Reed, “tak- 
ing them out of the boxes and laying 
them on a table. A display panel 
that we made eliminated this job 
and also added an interesting touch 
to the store.” 


This panel is attached to a wall 
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This register display pane! has proved practical and effective in 


the sales effort. 


The operating air conditioning unit draws a lot 


of attention also 


and has several registers set in just 
as they would appear in homes. Cus- 
tomers can now see all the registers 
at one time, make comparisons and 


final selections. 


Guarantee Means Sales 

“Because we always visit the resi- 
dent in the new home in which we 
have installed the heating unit, done 
sheet metal or roofing work, we 
make additional sales of appliances 
and later on do the repair jobs when 
necessary,” relates Mr. Reed. “In 
as much as all our work is guaran- 
teed for a year, it pays us to make 


these periodic visits even though they 
arent necessary, from a_ servicing 
standpoint. These residents are then 
familiar with us and we can expect 
future appliance business as well as 
any repair work after the guarantee 
period.” 

The firm takes photos of its various 
jobs and installations and uses them 
when approaching other prospects 
for similar jobs. Some of these are 


mounted on picture frames and 


posted in the store. Qthers are 
mounted in a book so that they can 
be carried to customers and pros- 


pects. 
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This crew installed 78.8 squares of corrugated steel 
roofing in one 8 hour day, without scaffolding 


Welding Process Speeds Roofing Application— 


Eliminates Need For Scaffolding 


Here is 4 recent development in roof- Tl D welding makes possible a reduction as high as 
. . . . 30 per cent in the labor costs of installing metal cor- 
ing technique which makes possible xe geme~ agement ate 

rugated roofing. This recent development eliminates the 
considerable savings in time and la- need for scaffolding in working on a roof. The roof can 
bor cost. be installed by a crew which works on top of the struc- 


tural framework. 
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Actual operation of the process includes the following 
steps: A template is used to locate the stud on the purlin. 
The stud is then welded to the cross-emember. When the 
proper number of studs have been welded on, the cor- 
rugated sheet is laid down and impaled on the studs. A 
rubber mallet is used to bring the stud through the sheet. 
\ washer is then placed on the end of the stud and the 
stud is headed with a rivet set to fasten the sheet perma- 
nently to the purlin. 

The welding gun required for this work weighs only 


5 lb and is easy to use. Welding time interval is reg- 


generator or one of the new special units developed by 
the manufacturer of the studs. 

One unit is a motor-generator set capable of welding 
studs up to and including 5 in. diameter. The other is 
a specially designed battery-operated unit which can be 
used for installing studs up to 14 in. in diameter with 
the automatic stud welding gun. These new units have 
heen designed to provide an adequate, dependable power 
source for stud welding under al! operating conditions. 

In performance the new power unit is equivalent to 


two conventional 400 ampere generators in series, al- 


All the tools and equipment for stud welding opera- 
tions on jobs where no power is available are carried 
on this newly developed battery powered unit. 


ulated by a timer control box, that may need to be set 


only once on any partic ular job. 


Gun Operation 

To make a weld, the operator inserts a flux-filled stud 
into the chuck of the gun and adjusts a porcelain ferrule 
in proper position around the stud. The gun is then 
pressed firmly against the steel purlin. When the trigger 
button on the gun is pressed, the stud is automatically 
lifted from the plate and an electric are established. 
The timer control cuts off the welding current at the 
proper time. A strong spring in the gun forces the stud 
into the molten metal and the process is complete. 


This stud welder operates from a standard welding 
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though its cost is approximately one-third less than the 
two units. In size it is comparable to a 200 amp welding 
generator and weighs 800 lb. Either 220 or 440 volt, 60 


cycle ac current can be used with the new power unit. 


Battery Power 
The stud welding battery unit, requiring only a 110 
volt ac convenience outlet for its operation, is particular- 
ly useful for construction jobs where welding generators 


or necessary power are not available. 


This set consists of twelve 6 volt, 150 ampere top qual. 


ity wet storage batteries securely mounted on a strong 
frame and covered with an easily-raised hood. Wheels 


are optional equipment. An automatic battery charging 
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device is mounted on top of the hood. The unit weighs 


approximately 1,100 Ib. When used on construction 
work it may be conveniently moved on a trailer or pickup 


truck. 


Scaffolds Eliminated 
The cost of erecting and dismantling scaffolding has 


always been a major factor in roofing jobs. The fact 


that this stud welding process makes it possible to apply 


corrugated metal roofs with the men working only on 
top of the structure should have a great influence on 
spreading the use of the process. At a time when labor 
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Another new development for stud welding is the 

motor operated generator designed for welding studs 

up to ¥ in. in diameter. In performance it is equal 

to two 400 ampere generators although it is only as 
big as one 200 amp unit 


costs are so high, the elimination of scaffolding can mean 


profit instead of loss in some cases. 


Wider Use 


The newly-developed battery operated unit should 
bring stud welding to many construction jobs where it 
had not been feasible before. In almost every case 
there will be 110 volt electric power available on a 
job by the time the roofing should go on. The conven- 
ience of this new unit coupled with the speed of installa- 
tion made possible by the stud welding process will have 


an increasing effect on rooting techniques. 
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AMERICAN ARTISAN, 


FeBruary, 


1951 


In these times of scarcities it is more than ever important 
to remember that two or more heads are better than one. Your suppliers, 
for example, know a great deal about the materials they handle, 


how to select, specify and install them. 


No matter what you buy it will pay you to draw upon this knowledge. 
It may help you make scarce materials go further, reduce costs 


of installation, perhaps even suggest a substitute. 


AND of course for close collaboration regarding permitted uses of such 
Revere Building Products as Revere Sheet, Roll and Strip Copper 

for Flashing, Revere-Keystone Interlocking Thru-Wall Flashing* and 
Revere-Simplex Reglet Flashing*, get in touch with the Revere Technical 


Advisory Service through the Revere Distributor nearest you. 


*Patented 


pt “ 


REVERE” ce 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenug, New York 17, N. Y. 
oo . . 


Mills: Baltimore, Md.; Chicago and Clinton, Lil; Detroit, Mich; Los Angeles 
and Riverside, Cali.; New Bedford, Mass; Rome, N Y. 
Sales Offices in Principal Cities, Distributors F seryuhere 


SEE “MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 
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COMING EVENTS 


Feb. 17-25—St. Louis Bildors Home Show. An 
nual. Kiel Auditorium, St. Louis, Mo. H. J 


Loosley, Managing Director, 1625 Delmar Blvd 


March 5-6—Ohio Sheet Metal Contractors’ 
Association, Annual Convention, Deshler Wallick 
Hotel. Columbus, Ohio. Wm. C. Lumm, Secre- 
tary, 2512 Albion St., Toledo, Ohio. 


March 11-14—New York State Sheet Metal, Roof- 
ing, and Air Conditiong Contractors Associa- 
tion, Annual Convention. Hotel Utica. Clarence 
Meyer, Secretary, 567 Genesee St., Buffalo, N. Y. 


March 19-22—Forced Warm Air Conference, 20th 
Annual, Michigan State College, East Lansing, 
Mich. Chairman, Dean Lorin G. Miller. Fee, 
$22.00 

March 20-23—Forced Warm Air Conference, An- 
nual. lowa State College, Ames, Iowa.  Engi- 
neering Extension Service, 110 Marston Hall 
Fee-$20.00 


March 21-21—Warm Air Heating Short Course, 
Annual. Purdue University, Lafayette, Ind 
Chairman, Merle M. McClure 


March 30-31—Sheet Metal, Air Conditioning 
and Roofing Contractors’ Association of Penn 
sylvania. Annual Convention, Brunswick Hotel. 
Lancaster, Penn. Charles Luppold. Convention 


Chairman, Reading. Penn. 


April 2-4—-Sheet Metal Contractors  Associa- 
tion of Illinois, Inc... Annual Convention. Jef 
ferson Hotel, Peoria, Ill. W. R. Shaw. Secretary. 
695 E. State St.. Jacksonville, Il. 


April 2-6—-National Oil Heat Exposition and An 
nual Convention, Navy Pier, Chicago, Ill. Oil 
Heat Institute of America, 6 East 39th St.. New 
York, N. Y. 


April 10-12—Michigan Sheet Metal, Roofing, 
Heating and Air Conditioning Contractors’ As- 
sociation, 40th Annual Convention. Pantlind 
Hotel, Grand Rapids, Mich. N. J. Biddle, Secre 
tary, 3035 E. Grand Boulevard, Detroit, Mich. 


Purdue Short Course 
Tue 1951 Warm Air Heatine Short Course at Purdue 
University has been scheduled for March 21 through 24. 
As in the past its is sponsored jointly by the School 
of Mechanical Engineering and Technical Extension Di 
vision and the Sheet Metal and Warm Air Heating Con- 


tractors Association of Indiana. 


Program 
WEDNESDAY MARCH 21, Morning—Chairman, Merle 
M. MeClure 

Registration 

Evolution of Heating—Prof. W. T. Miller 
Afternoon Chairman, A. G, Eearnshaw 

History-Development of The Manuals 

Heat Loss and Infiltration—Frederick B. Morse 

Hoosier Poet—-Prof. Geo. E. Davis. 

Conversion of Gravity to Forced Air—Prof. Emer 


itus, A. P. Kratz 
THURSDAY MARCH 22. Morning 


Discussion of Design Problems 
Two Story Residence; Manuals 5 and 7 Gravity and 
Forced Air 
Single Story Basementless House—-Manuals 4 and 
7 A, Perimeter & Panel Heating 
Single Story Medical Center, Manual 9 Commercial 
Forced Warm Air 
Afternoon Small A.C, Package Units 
Fan Selection and Sizing—-Graeme B. Supple 
Design Problems 
Crawl Space Plenum Heating——J. W. Ridgway 
Sales R. A. Caylor 
FRIDAY MARCH 23. Morning 
Fundamental Principals of Combustion of Oil and 
Gas—-Prof. W. T. Miller 
Design Problems 
Afternoon Year Round Air Conditioning and Humidity 
Control—-S. E. Fenstermaker. Jr. 
Design Problems 
Resistance to Take Offs—Prof. R. J. Waalkes 
SATURDAY MARCH 24. Morning 
Design Problems 
Ventilation—Ken Robinson 
Afternoon Chimney Drafts and Combustion—Dean | 
D. Miller 
Round up of Conference—Prof. W. T. Miller 
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Los Angeles 

THe Recutak Meetine of the Institute of Gas Heat- 
ing Industries was held on December 14, 1950 at the Nik- 
abob Restaurant. There were approximately 161 mem- 
bers and guests present. Christmas decorations, enter- 
tainment, and distribution of gifts were handled by the 
Program and the Entertainment Committees. 

The business portion of the meeting consisted mainly 
of the report of the Nominating Committee, by Lou Hill. 
Motion was made from the floor that the membership 
adopt in toto the recommendations for nominations for 
officers and directors for the year 1951: motion was sec- 
onded and unanimously passed electing the following 


men: 


President 
Ist Vice President .... 


Secretary-Treasuret 


Harry F, Haldeman, Los Angeles 
. George Ashburn, Los Angeles 


leo Hungerford, Los Angeles 


Directors 
Gordon H. Oury 
Don S. Will 
W. E. Sales 
RK. A. Martinson 


Sam Jaffe ..... 


Culver City 
Long Beach 

Pasadena 
Los Angeles 


.. Los Angeles 


Minutes of the previous meeting were approved as 
published. 

There being no further business to come before the 
meeting, adjournment followed. 


Michigan State 


He Procram has been announced for the 20th Annual 
Forced Warm Air Conference to be held at Michigan 
State College. East Lansing, Mich.. March 19 through 


») 


Program 
RK. k. OLDS HALL OF ENGINEERING 
MONDAY, MARCH 19 
Chairman: Dean L. G. Millet 
Registration 
History of the Manuals 
Development of the Manuals 


W. D. Redrup 

R. WV. Roose 

Discussion of the Design Problems 

No. 1--Two-story Residence (Manuals 5 & 7) 
Gravity and Forced Warm Air 

No. 2.-Single-story Basementless (Manuals 4 & 
7A) Perimeter and Panel Heating 

No. 3 Single-story Medical Center (Manual 9) 
Commercial Forced Warm Air 

Luncheon Union Cafeteria 

Manual 3. Heat Losses and Infiltration 

Pesterfield 

Divide into separate classes 

Meet in assigned classrooms 

Open discussion period in classrooms 
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330) ~Dinner Parlor C, Union 


Entertainment Night 
ESDAY. MARCH 20 


Chairman: K. FE. Robinson 

00 Fan Selection and Sizing J. B. Burrowes 
00 Meet in classrooms 
2:30 Luncheon Union Cafeteria 

:30~ ~Resistance of Take-offs R. J. Waalkes 
2:15 Meet in classrooms 

730) Open discussion period in classrooms 
Palor C, Union 


Sales R. Louis Towne 


WEDNESDAY, MARCH 21 


Chairman: | 


730 Banquet 


B. Root 

9:00 Chimneys. Draft. and Combustion 
Miller 

10:00 Meet in classrooms 

12:30 Luncheon Union Cafeteria 

1:30 Hazards in Warm Air Heating 


2:15 Meet in classrooms 


Dean L.. G 


Arnold Renner 


4:30 Open discussion period in classrooms 
6:30 Dinner Parlor C. Union 


Warm Air Heating Panel Discussion 


THURSDAY, MARCH 22 
Chairman: C. H, Pesterfield 

9:00 Conversion of a Gravity System to Forced Warm 
Air P. F. Barthold 

10:00 Meet in classrooms 

12:30 Luncheon 

1:30 Combustion Characteristics of Oil and Gas 
J. W. Donnell 

2:00 Installation. Adjusting. and Servicing of Vapor 
izing Oil Burners A. R. Frantz 


Union Cafeteria 


3:30 Conference closes. 


Fee for the course is $22. 


Ohio 
THe Onto State Sheet Metal Contractors’ Convention 
will be held at the Deshler Wallick Hotel. Columbus 


Ohio on March 5, 6. 7. The program will be as follows 


MONDAY. MARCH 5 
Morning 
Afternoon 


I vening 


Registration begins at 10:00 AM 
Business meetings 
Buffet dinner with entertainment under the 


auspices of the salesmen’s Auvxiliary 


TLESDAY. MARCH 6 

Morning Business meetings 
Noon-—Luncheon and speaker 
Afternoon 


, 
Business meetings 


Evening Banquet. entertainment and dancing 


WEDNESDAY. MARCH 7 
Morning—Report of convention, election of officer 
and adjournment 


Reservations for hotel rooms can be made direct to 


the Deshler Wallick Hotel at Columbus 
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Minnesota State Association Takes Big Step 
Joins SMCNA In A Body 


Shortages of materials and the difficulties of doing 


business under present conditions were topics that every- 


one talked about in St. Paul. 


The association also be- 


came the first state group to join the national in a body. 


He BiG News out of St. Paul and the Sth annual con 
vention of the Sheet Metal and Roofing Contractors As 
sociation of Minnesota is the fact that the association 
joined the Sheet Metal Contractors National Association 
in a body. 

At the business meeting on the final day of the con 
vention, Tom Burniece, Jr.. Minneapolis, incoming pres 
ident moved that the association affiliate with the 
SMCNA,. in a body 


sible complications and procedure. a vote was taken and 


After some discussion about pos 


the motion was carried almost unanimously. 

Mr. Burniece in presenting the motion brought out 
the fact that the rapid approach of wartime conditions 
makes it more essential than ever to have the industry 
He felt that the best 


immediate way to bring about this solidity was by join 


as solidly organized as possible 


ing the national association. 

The Lowry Hotel in St. Paul was the scene of the 
meeting which convened on Thursday. Jan. 11 After 
an opening address by President Les Peterson the group 
was told some of the basic facts of life about running 


a sheet metal shop under today’s conditions. The speaker 








1951 Officers 
Tom Burniece. Jr... Minneapolis 
Vice President H. T. Helle. St. Paul 
Ray Kraus. Minneapolis 
Walter E. Meyer. St. Paul 
Leo Nees. Minneapolis 


President 


Secretary 
Set. at Arms 


Treasuret 


Directors 
A. G. Ettel bea . St. Paul 
A. W. Esau Mapleton 
Walter Swenberg Rochester 


Les Peterson Duluth 


was J. D. Wilder. Elgin. IllL.. executive secretary of the 
SMCNA 


Controls to Come 

His speech concerned itself with the controls and 
regulations on material and operations that are approach- 
ing like a landslide. He pointed out the fact that even 
if a contractor is able to assemble some of the scarcer 
metals he may not be able to use them. The govern- 
ment may come in and take away the stocks that he 
The sky- 
rocketing prices being paid for galvanized steel and 
aluminum sheets were described by Mr. Wilder. He 


brought out the fact that only through the existence of a 


thinks are fortifying him against shortages. 


strong national organization will the sheet metal in- 
dustry be able to make itself heard in the offices of 
those in Washington who hold the power of saying 


whether an industry shall exist or perish 


Cost Accounting 

Next on the program was N. J. Biddle, Detroit, Mich.. 
who spoke on cost accounting and bookkeeping. Long 
familiarity with the field and subject made it possible 
for Mr. Biddle to pass on a lot of valuable information 
io the contractors listening to him 

Last event on the afternoon program was a round 
table discussion of apprenticeship problems and how 
they are being met in the state of Minnesota. 

Friday, Jan. 12. the convention journeyed out to Dun 
woody Industrial Institute. Minneapolis. as was done last 
year. The day was occupied by three discussion forums. 
One was on the subject of air conditioning. another oil 
and gas burners and the third forum dealt with pattern 
lavout 


Saturday morning. Jan. 13. the business session of 
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The annual banquet proved to be a popular event, drawing 
out the Burnieces, (en masse), Petersons, Jamars, Walshs and 


Wiedenmanns among others 


the convention began. All the reports of the various in the opening paragraphs took place. The officers for 
committees were heard. That session adjourned for a the coming year were elected and the convention ad 
convention luncheon which was addressed by W. A. journed. 

Wiedenmann, president of the SMCNA. After a gay cocktail hour, the convention banquet 


At the afternoon business session the events described took place Saturday evening, 
| 
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Bildors Home Show 


With 90 per cent of the space already contracted for, 
final plans are being completed for the 1951 St. Louis 
Bildors Home Show. The event will be held at the 
Kiel Auditorium, Feb. 17-25, according to H. J. Loosley, 
managing director. 


More Spaces 


A total of 174 spaces have been made available to ex- 
hibitors this year. This compares to 130 spaces in the 
1950 exhibit. Despite the current world situation, this 
year’s exposition will feature a greater variety of prod- 
ucts than ever before. 

Approximately 75 per cent of the exhibitors in the 
1951 show have been in at least three previous shows. 
New products and displays will be set up however, in 
almost every case. 


Attendance Expected 


Over 100,000 people from the greater St. Louis area 
saw the 1950 show, establishing a new attendance record. 
With the added exhibitors and special attractions which 
will be featured, an even greater attendance is anticipated 
for the 1951 exposition. 

Every item for better homes and better living that can 


possibly be obtained will be featured this year. 


Indoor Comfort Conferences 


February 16-17—Knoxville, Tennessee 
W. A. Simpson, Bondurant Bros. 


February 19-20—Charlotte, North Carolina 
Frank Mayhew, Metal Service Corporation, 25 
Lucena Ave. 

February 23-24—Huntington, West Virgina 
Claude A. Conley, 918 Third St., West 

March 5-6—Houston, Texas 
D. M. Mills, F. J. Evans Engr., A. G. C. Bldg., Gray 
& Crawford 

March 8-9—Oklahoma City, Oklahoma 
Louis Loeffler, Jr., Federal Supply Co., 120 E. Main 
St. 

March 12-13—Tulsa, Oklahoma 
F. M. Thomas, Thomas Engr. Co., 1325 E. 
Place 

March 19-20—Kansas City, Missouri 
W. R. Cameron, Missouri-Kansas Supply, 1725-31 
Locust St. 


April 2-3—New Haven, Connecticut 
B. L. Fay, The Norwalk Air Conditioning Corp., 138 
Water St., S. Norwalk 


April 5-6—Long Island, New York 
C. W. Rand, Home Crafts Co., Floral Park, New 
York 

April 9-10—Philadelphia, Pennsylvania 
John E. Phillips, Stelwagon Mfg. Co., 19th & Wash- 
ington Ave. 


April 13-14—Baltimore, Maryland 
W. E. Kingswell, W. E. Kingswell, Inc., 4020 
Georgia Ave., N. W. Washington, D. C. 
April 17-18—Utica, New York 
I. C. Barber, International Heater Co., 101 Park Ave. 
April 26-27—Rockford, Illinois 
E. D. Mott, Mott Bros., 907 South Main St. 


April. 30-May 1—Milwaukee, Wisconsin 
Fred J. Engler, Milwaukee Stove & Furnace Repair 
Co., 323 West Juneau Ave. 


May 3-4—Minneapolis, Minnesota 
Stuart A. Smith, Waterman-Waterbury Co., 1121 
Jackson St., N. E. 


May 7-8—Billings, Montana 
Harry Hunt, Midland Implement Co., Heating Divi- 


sion 


May 11-12—Omaha, Nebraska 
L. C. Norton, A. Y. McDonald Mfg. Co., 1201 Dodge 
St. 

May 14-15—Des Moines, Iowa 


John C. Rehmann, Keith Furnace Co., Dean Ave. 
at E. 26th St. 

May 21-22—Evansville, Indiana 
Roger K. Becker, Ohio Valley Hardware & Roofing 


Co. 


May 25-26—Fort Wayne, Indiana 
Cleo. G. Fox, Fort Wayne Heating & Sheet Metal 
Contractors Ass'n. 3209 Thompson Ave. 

May 28-29—Detroit, Michigan 
E. B. Root, Superior Safety Furnace Pipe Co., 
5816-44 Forsythe Ave. 

May 31-June 1—Saginaw, Michigan 
B. L. Lange, Wm. A. Lange & Son, 219-221 So. 
Hamilton St. 


June 4-5—Kalamazoo, Michigan 
Glen W. Rynbrand, Glen W. Rynbrand Co., 2107 
Schippers Lane 


The registration fee for the two-day conference is 


$12.50 per student. The fee includes tuition and the 
cost of all manuals and worksheets that the student will 
receive for classroom instruction. For further informa- 
March 30-31——Boston, Massachusetts tion regarding class location and hotel room reservation, 


March 22-23—-Salina, Kansas 
Jim McKim, The Salina Supply Co. 


T. F. Donahue, Jr., Herrick Co., 352 C St., South write to the chairman of the conference you plan to 
Boston attend. 
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EQUIPMENT DEVELOPMENTS 


Portable Heating Units . . 10 


For heating on construction jobs 
and other temporary applications 
portable Thermoblocs provide a com- 
plete heating unit, including fuel 
tank, 
trucks. 


mounted on easy operating 
Unit illustrated at left provides 

300,000 Btu output, the other is sup 

plied in 100,000 and 200,000 Btu 

output. 

Prat-Daniel Corp., East Port Chester. 

Conn. 


Oil Fired Furnace ..... 11 


Built to fit right into a small house 
where space is tight, a new vertical 
steel winter air conditioner is spe- 
cially applicable to first floor or util- 

ity closet installa- 
Also works 


equally well in 


tions. 


' basement loca- 
| tions. Equipped 
' with a_ pressure, 

atomizing oi! 
» burner, this unit is 
> made in two sizes: 
85,000 Btu and 
106,000 Btu out- 
put at bonnet. 

Heat exchanger is 12 ga steel. 
sturdy, welded construction. Excep- 
tionally easy installation is provided 
through an oil burner and combus- 
tion chamber assembly which is 
flange mounted and secured with 
four nuts. Combustion chamber is 
stainless steel. Approved by Under- 


writers Laboratories, Inc. 


Richmond Radiator Co., New York, 
a 


American Artisan, Fesruary, 1951 


(Use Coupon on this Page) 


Cole Valve 2.220202 82 
A cutoff valve at oil burner nozzle 


eliminates after-drip and fouling. 
thus assuring a clean and odorless 
flame at all times. Device delays fuel 
supply on starting until correct pres- 
sure, air supply, and spark have been 
established. When the burner shuts 


down, the valve provides positive cut- 


off at nozzle to prevent after-drip of 
fuel. 

Diagram shows an enlarged view 
of the needle and seat arrangement 
directly in back of the nozzle. The 
valve is normally set to open when 
the pump has built up a pressure ex- 
ceeding 50 lbs, thus assuring good 
atomization the instant oil enters the 
combustion chamber. 

Entire assembly can be readily re- 
moved without dismantling any other 
parts of the burner. 


Electrol Burner Mig. Co., 
ford, NJ. 


Ruther- 





f° es 9 ee 


A new floor diffuser is designed 
especially for perimeter heating. It 
is particularly suited for placement 
under large picture windows as the 
diffusion vanes are set to diffuse the 
air up and out to both sides, thus 


spraying warm air over the glass. 


; . og 


Floor Diffuser for Perimeter Heating ..........+.++.4. 199 


The positive volume control valve 
diffuser makes it 
possible for the homeowner to bak 


incorporated in 


ance the system himself by merely 
adjusting the set screw to the deter 
mined position. 


Lima Register Co., Lima, Ohio. 
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EQUIPMENT 
DEVELOPMENTS 


(Use Coupon on Page 109) 


Perimeter Insulation .... 14 


Fiberglas insulation for concrete 
floor slabs is gaining wide acceptance 
as perimeter insulation for new homes 


built without basements. The insula- 


INSULATION tion 


sible reduced fuel 


makes pos 


bills and provides 

greater comfort 

because the floors 

are warmer. \ 

reduction in the 

size of the heating 

unit can also be 

planned with in 

stallation of this 

insulation. In addition, it serves as 

an expansion joint to protect the 
@oncrete slab. 

Available in three sizes: 12 in. by 

48 in, by 7g in., 12 in. by 36 in. by 


1 in.. and 12 in. by 36 in. by %4 in. 


Owens-Corning Fiberglas ( orp., To- 
le do, Ohio 








Gas Fired Furnaces... . 15 


New series 502 gas fired warm 
rated at 75,000. 


105.000 and 136,000 Btu at input 


air furnaces are 


Models 502-17 and 502-67 are ap 
proved for all gases, model 502-87 
is approved for all except LP. 

Units feature removable front cab 
inet panel and cleanout door for easy 
access when cleaning and inspecting 
Other features include a single port 
maximum heat 

flexibility of 


up-shot burner for 


transfer and greate1 


Portable Warm Air 


Portable warm air furnace is e- 
quipped with an oil burner that in 
cludes a new fuel saving adjustable 
turbulator in the burner nozzle. Tur 
bulator assures efficient combustion 


so no_smoke stack is required. 


Furnace can be wheeled around 
from space to space or can be used 
permanently in one place. Setting 
up is accomplished simply by plug 
ging in the electrical cord to 110 
line and attaching hose to the oil 
drum. Portable units with built in oil 


tanks are also available. 


WS: a. io os a 


Unit is excelloni for heating large 
spaces such as hangars. warehouses, 
garages, holds, piers, shops. new con- 
struction, ete Can be used to dry 
newly painted rooms, concrete, or 
cement 

Furnaces are available in several 
sizes. All burn regular No. 2 grade 
fuel oil and have stainless steel com- 
bustion chambers A hook on the 
top is provided for lifting complete 


unit from floor to floor 


Quiet futomati« 


Vewark, N.J. 


Oil Burner Corp., 





type gas used and a metal hase pan 


which eliminates the necessity of 


cementing and provides a sturdy 


foundation for unit 


Thatcher Furnace Co.. Garwood. N.J 


eS eS 


Vari-O Speed powel shear provides 


full capacity continuous shearing 
within its entire speed range of 30 
rpm to 200 rpm 


Cutting cycle can be quickly ad 
justed to the fastest speed at which 
the operator can feed the material. 
Extremely slow shearing speeds pro 
vide a sensitive and smooth shearing 
action for shearing many delicate and 
unusual types of materials 


stroke for both con 


Speed of 
the shearing 
tinuous and single cycle operation is 
positively controlled 


Cutting range extends from the 
lightest of materials in plastics, fiber, 


leather, and rubber to heavy gauges 


of aluminum, cobalt steel, chrome 
molybdenum, leaded brass, stainless 
steel, and many spring tempered ma- 
terials. 

Available in 12 in. and 24 in. sizes 
with a material capacity of 16 ga 


sheet steel. 


ONeil-lIrwin Mie. Co. Lake City, 
Vinn. 
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Packaged Air Conditioner . 18 

A new 11 ton packaged air con- 

ditioner is equipped with a sealed 

radial compressor which operates at 

3500 rpm. Re- 

turn air grille is 

equ i ppe d with 

cleanable filters. A 

cooling coil is 

used to produce 

greater heat trans- 

fer per lb of 

weight and the 

combination con- 

denser and re- 

ceiver is equipped with coil type 
spiral finned water passages. 

Other features include an auto 

matic water regulating valve. built-in 

thermostat and limit control. and 


factory installed internal wiring 
Cabinet is 16 ga steel. bonderized to 


baked 


A heating coil is available 


resist rust and finished in 
enamel, 
as optional equipment for year round 


service. 


lirtemp Div. Chrysler Corp., Day 
ton. Ohio. 


Dual Gas Burner ...... 19 


A dual gas burner burns propane 
during extremely cold weather and 
natural gas at all other times. De 
signed to provide relief in areas 
where utilities find it necessary to 
restrict peak load demand 

An outside thermostat installed in 
the control circuit automatically 
changes fuel from propane to natural 
gas and vice versa at a selected out- 
side temperature. 

Burner has two fuel lines which 
merge in a common manifold and the 


same fountain type burner is used 


AMERICAN Artisan, Feervary, 1951 


Mechanical Match Lighter . 


A newly mechanical 


match lighter called Saf-T-Fire stress 


designed 


es safety features and simplicity. 


Lighter is used to safely ignite oil 


, <m &-« eee + i ee 


and gas burners, stoves, oil and gas 
furnaces. Is constructed of rust 
protected steel. 


Lewis & Slocum, Detroit, Mich. 





for both fuels. 


burned permanently if desirable or 


Either fuel may be 


practical without installing new con- 
trols. 


Veyer Furnace Co., Peoria, Ill. 


Conversion Burner ..... 217 
Newly 


burners cover the full range of resi 


redesigned conversion gas 


dential requirements up to a gas rate 
of 300.000 Btu. 

Units feature a burner head of the 
single port, self-piloting, flame reten 
tion type. Pilot assembly slides on a 
rack into position for easy removal 


Another 


chrome iron flame deflector 


feature is the improved 
which 
produces wall flame effect by direct 
ing the flame to all sides of the com 


bustion chamber. 


Timken Silent {utomatie Dir 


Detroit. Vie h 


Low Pressure Oil Burner . . 22 

New low pressure oil burner fea 
tures a new compound air and oil 
metering pump which provides an 
easy method of changing pump ca 
pacities. To change gph capacities 
the pump does not have to be re 
moved, there are no pistons or parts 
The turn of 


an index adjustment screw provides 


to exchange or replace. 


any desired capacity from .65,.to 3.00 
gph. Adjustment can be made while 
burner is operating. 

Another feature is that any high 
pressure burner made by this com 
pany which is now installed can be 
quickly converted to a low pressure 
burner without removing the burner 


from the furnace. Also, the new 


low pressure burner can be quickly 


converted to a high pressure unit. 


Steel Produc ts f ngineering Co.. 
Springfield, Ohio. 


ee 
A new spot welder for general use 

is of the rocker arm type with re 

versible arms for 

vertical and slant 

holder 

mounting. Can 

make welds in 

sheets from 2 No. 

28 gauge to 2 No. 


20 gauge 


electrode 


steel. 

Throat depth may 

be varied from 3 to 15 in. by ad- 
justing the arm length. 
Universal Welder Corp., Cleveland, 
Ohio. 





Fastest, 


Air velocities! — 


— 


Ol lett | 


Surest Way fo check 
es 7 
toy 


| 


> 3a°° 


F.O. B. 
Chicago 
Handsome genuine 
leather case 
available for only 
$6.00. 


Velometer Jr. 


for balancing air supply 
in new or existing systems 


Here's the way to take the guesswork out of the job of balancing 
systems and to speed up the adjustment of any air conditioning, 
heating, and or ventilating set-up. It's the Alnor Velometer Jr., the 
miniature, direct-reading air-velocity meter—oa handy low-cost instru- 
ment for instantaneous and precise measurement of air velocities in 
unrestricted areas. Only 4 inches high, 3 inches wide, 1'4 inches deep, 
Velometer Jr. is precisely built for accurate performance—with double 
pivoted, double jeweled movement, air-actuated pointer vane, and 
sturdy, handsome, molded bakelite case. A 
double velocity range scales, Velometer Jr. can be one of your most 


1 





with single or 
useful tools for years to come. 


Now is the time! Order your Velometer Jr. today 
while you are thinking about it. And send for Bulletin 
which gives complete details. Use the handy coupon! 


A 
? 


PRECISION INSTRUMENTS 
FOR EVERY INDUSTRY 


nee Lae Teameee Bon 
ILLINOIS TESTING LABORATORIES, INC. 
Room 538, 420 N. Lo Salle St. 
Chicago 10, Illinois 
Enclosed find check for $ 
ond... . carrying case 
( ) Please send latest bulletin 


te cover purchase of .... Velometer Jr. 


te 


——— ee ee ee 


NEW LITERATURE 


(Use Coupon on Page 109) 


Domestic-Industrial Gas Burners ...... 2912 


An eight page, two color booklet describes a complete 
line of gas burners and the specialized gas engineering 
services offered by the manufacturer. Burners described 
include both domestic and industrial types, also models 
designed for special applications. In addition to the 
booklet, specialized folders are available describing in 
detail each of the various burner models. 


Killam Gas Burner Co., Denver, Colo. 


Summer Fan Display ............ 293 


Two fan display kits are currently being offered free 
with specified quantities of initial fan orders. 

One, a Livelyaire promotion kit, is offered free to each 
dealer placing an initial fan order for eight fans, in- 
cluding four model 1O0LA2 fans. The other, a Poweraire 
window ventilator promotion kit, is offered free to each 
dealer placing an initial order of three model 1OPWV 
window ventilators. 

The ventilator kit includes a display designed to show 
prospects how the LOPWYV can be installed in any home 
Additional 
promotion literature includes five specification sheets 


and how it snaps out for use as a table fan. 
and 30 consumer folders. 

The Livelyaire promotion kit contains a six-color action 
Promotion 
literature includes a fan guard streamer, window banner, 


display utilizing the air stream of the fan. 


25 selling folders and a sales guide booklet. 


Westinghouse Elec. Corp., Mansfield, Ohio. 


Sheet Metal Power Table ......... 214 


Bulletin 85-A covers a new multi-drive power table 
for beading, crimping, burring, turning, wiring, flang- 
ing, elbow edging. furnace collar edging and other sheet 
metal operations. Low cost, hand operated bench ma- 


With 


positions on the table for four machines, permanent set- 


chines are quickly converted to power operation, 


ups can be made eliminating waste time spent in hunting 
tools, changing rolls, and setting gauges. 

The welded steel table, mounted on casters, is sturdy, 
compact, and light. The power unit consists of a reduc- 
tion unit mounted on anti-friction bearings and operating 
in a bath of oil. A 14 hp, 110 v, single phase ac motor 
with reversing switch and overload protection is flange 
mounted as an integral part of the power unit. 

Table comes complete with eight steel universal joints, 
Ex- 


isting rotary hand machines can be used or new ones 


four coupling shafts, and all electrical equipment. 


ordered to suit requirements. 


Niagara Machine & Tool Works, Buffalo, N.Y. 
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looks and to sell. Priced right. A 
generous assortment of sizes 
and types that people want. Over 
fifty models. All will deliver lots 


of air, quietly and for long years. 


A WONDERFUL NEW : 
REVERSIBLE WINDOW FAN by “@ Excellently built. 


A BEAUTIFUL, HANDY, % : : 
LOW PRICED PORTABLE FAN 4 You cannot tie up with a better 





prospect for profits. 





CABINET FANS—WINDOW OR FLOOR The Hy-Duty line will 


supply your needs for 


MODELS that = centrifugal blowers, 
HIT THE BULL'S-EYE EE ; pany 


DIRECT DRIVEN 
FOR HOUSING, HOMES, UTMITY UONTS. 5” te 


INDUSTRIAL JOBS. y : 25” wheel ~~ 
3 a few hundred mM 
A HELPFUL CATALOG fa . te 25,000. Compec, 

a, trong, * delivery, 
FOR YOUR ARCHITECT aa 


AND BUILDER FRIENDS. 














SCHWITZER-CUMMINS COMPANY 
VENTILATING DIVISION 
INDIANAPOLIS 7, INDIANA 
ENGINEERS AND MANUFACTURERS 





PRACTICAL, 
PLEASING 


EXHAUST FANS SELLING 
FEATURES 


you will want to 


know about. 


Send for literature. 


CEILING PACKAGE UNITS 
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You can get 


DIRECTED 
INDEP 


4 


AIR FLOW 


at any angle with 


ENDENT 


AIR CONDITIONING 
REGISTERS 


321-A HMV Rear View Showing “HMV" Valves 


Every grille bar adjustable 
individually — before or after 
installation 


ee eee 


321-A HMV Tandem 

Any direction of air flow—right, left, up, down 
and any combination—is easily obtained with 
“Fabrikated” Style No. 321-A HMYV air condi- 
tioning registers, for residence or commercial in- 
stallations, on sidewalls or ceiling. The face bars 
are adjustable to right or left; valves on the back are 
adjustable to direct the air flow up or down; valves 
may also be fully closed, and are connected to 
open or close in unison. 


The angles of deflection and the com- 
binations to be had are practically 
unlimited. Adjustments for directed 
air flow may be made before or after 
installation. Grille bars are held firmly 
in place and will not vibrate or rattle. 
“Fabrikated” registers are available 
in sizes from 8 x 4” to 48 x 24", 
including tandem style. Special sizes 
can be made without special die 
set-up charges. 

Write for Catalog No. 50. 


Always Leading — Always Progressing 


». THE INDEPENDENT 
| REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 


NEW LITERATURE 


(Use Coupon on Page 109) 


Cooling Promotions . . 2... 220050 o ONG 


A unique promotional booklet is die cut as a detailed 
sectional representation of the manufacturer's packaged 
refrigerated Kooler-aire equipment 

The double flap cover is a cutout photo of the unit 
and opens outward to reveal a sectionally cut picture 
of the equipment’s interior. The part depicting each of 
the unit's basic components also opens separately to re- 
veal a description of each section: conditioner, com- 
pressor, and evaporative condenser. 

The remainder of the booklet provides installation 
diagrams and instructions, general specifications and 
capacities of the equipment, a breakdown of its parts, 
instructions for its adaptation to perform an added heat- 
ing function. and a statement of its economical features 

A single 


conditioning system. 


unit provides a complete refrigeration air 
It has been used in a wide variety 
of cooling and heating applications, including theaters. 


stores. restaurants, offices. apartment houses, ete. 


- 
United States Air Conditioning Corp., Minneapolis, Minn 


Sheet Metal Shop Practice ......... 216 


A new sheet metal textbook is equally valuable to the 
beginner and to the more experienced worker who needs 
a refresher. Each chapter is a complete unit of work and 
includes the basic the 
well as a number of tricks of the trade helpful to the 


experienced sheet metal worker. 


steps necessary for beginner as 


Each job is broken down into simple step-by-step pro- 
cedures, and all difficult procedures are illustrated to 
insure understanding. The machines and tools referred 
to in the text are the ones most prominently used in 
current sheet metal practice. 

Pattern development has been reduced to basic prin 
ciples which are easily understood. Craftsmen who have 
previously had trouble with this phase of sheet metal 
work will find the explanations helpful in developing pro 
this skill. 

Chapters are included on sheet metal working tools 
and 


herency in 


machinery. 


folding edges. soldering, and pattern 


development. A chapter entitled Turning, Burring, and 
Raising covers burring and turning machines, explains 
how to prepare edges and use combination machines, and 
gives procedures for raising. Other chapter headings 
are Sheet Metal Materials and Supplies, Using Patterns 
and Cutting Metal. Parallel Line Development, Radial 
Line Development. Triangulation, and Welding. Sheet 
Vetal Shop Practice. by LeRoy F. Bruce. $4.00. 


Imerican Technical Society, Chic ago 37, Ill. 
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NEW LITERATURE 
(Use Coupon on Page 109) 


Lock Rolling Machines ........... 297 


Bulletin No. 950 illustrates and describes latest ad- 
vancements in lock rolling machines. Specifications, 
construction, and operational characteristics of models 
commonly used in sheet metal and metal fabricating 
shops are included. 


Roy G. Flagler Mfg. Co., Inc., Detroit, Mich. 


Non-Ventilated Motors ........... 218 


Bulletin 1215 illustrates and describes type QZE total- 
iy enclosed, non-ventilated, squirrel cage induction mo- 
tors. At present, 714 hp, 1800 rpm and 5 hp, 1200 rpm 
motors are in production. 

These motors conform in all respects to approved 
standards for totally enclosed machines and are identical 
in mounting dimensions with standard totally enclosed, 
fan cooled motors of the same ratings. They are partic- 
ularly suited for service in adverse locations where dirt, 
dust, lint, metal turnings, and sand are prevalent since 
there are no ventilating openings to clog. 


Fairbanks, Morse & Co., Chicago, Ill. 


Aluminum Data Book ............ 299 


A new 194 page publication, the Aluminum Data Book, 
has just been issued to meet a demand for factual infor- 
mation on aluminum alloys and mill products. 

Manual contains 117 tables of data on physical, chem- 
ical, and mechanical properties; standard tolerances; 
weights; standard sizes and production limits, and fab- 
ricating data. Included are tables showing relative cor- 
rosion resistance, the action of many chemicals on alu- 
minum, elevated and low temperature properties, fatigue 
strengths, minimum bend radii, joining methods, and 
finishes for aluminum. 

Text also includes a discussion of aluminum casting 
alloys, casting methods, and foundry practice. Another 
section covers pig and ingot products; while separate 
sections on physical properties, chemical properties, and 
mechanical properties define terms used and special 
characteristics of aluminum. 

A condensed table of contents on the title page quickly 
indicates where to look for more detailed information. 
The tables are covered in a special table of contents. 
All tables have been carefully arranged in groups for 
ready reference. 

Booklet will be sent without charge to engineers, de- 
signers, and technical men who request it on company 
letterhead. Address 


Reynolds Metal Co., 2500 S. 3rd St., Louisville, Ky. 


“Rochester ‘Dual-Dial’ Oil 
Gauges give you more for 
your money. Their depend- 
ability and positive leak- 
proof feature eliminates 
needless service calls. This 
is money in our pocket, 
and builds our business 
through better customer 
satisfaction.” 


[ul ies 


President, Oil Heat and Engineering, Inc., Hartford, Conn. 


“MORE for YOUR MONEY with 
Rochester ‘Dual-Dial’ Gauges” 


Oil Heat and Engineering, Inc. is the largest Timken 

dealer in heating equipment and supplies in Connecti- 

cut. They have been using Rochester Oil Burner 

Gauges for over 15 years. Like dealers the country over, 

they have found the Rochester Gauge one gauge they 

can install with complete confidence that it will not 
cause trouble through faulty operation 
or fume leakage. 

Rochester “Dual-Dial” Gauges with 
the magnetic leak-proof construction 
cannot leak fumes or spill oil, even 
under pressures. They have been Un- 





derwriters’ listed for over 25 yeags. 
Stocked by leading wholesalers every- 
where for 275 gallon oil burner storage 
tanks in the following depths—22”, 
24”, 26”, 27”, 42, 
44” and 47”; 14” 
and 2” pipe thread 


connections. Special 





lengths to order. 


EXTRA PROFIT for slow winter months! 
It's quick and easy to accurately serv 
ice unbolanced heating systems with 
this inexpensive Rochester CAC (Cir- 
culation Air Control) Kit. Contains 
three occurately-calibrated, self-sup- 
ported Rochester Thermometers for 
simultaneous readings. No tools re- 
quired. Write today for full details 
ond prices. ROCHESTER MANUFAC- 
TURING CO., INC., 66 Rockwood St., 
Rochester 10, New York. 


ROCHESTER MANUFACTURING CO., INC. 


Pen DIAL THERMOMETERS >AUGES AMMETERS 





... the Honeywell man 
walked in and I showed 


him my estimate. 


Morton Underbid 
Me- But! 
Got the Job! 


A smart new idea got me that job—an idea you 
can profit from, too 


I was figuring the estimate my regular way. You 
know how. Using the simplest control system that 


would work, cutting costs right to the bone. 


Well, just as I finished up, the Honeywell man 


w lked in and I showed him the result. 


“You're missing the boat!’’ he said, “And miss- 
ing a nice extra profit, too. A heating system like 


this is a natural for Electronic Moduflow.”’ 


“I realize that,” I said, “But my competition 


would underbid me sure.”’ 


“Then do it like this,” he proposed. “Figure two 
bids. Try to sell Moduflow first, because it will do 
a much better job, but have your price-bid in your 


pocket —just in case.” 


So I did. And when I explained to my prospect 
how much extra comfort he'd get—how he'd save 
fuel —how little all this extra value added to the 
price, why, he actually thanked me for showing 
him how to spend more money wisely! 

Sure, Morton underbid me—even on my price- 
bid—but J got the job. And I've gotten lots more 


jobs like it since—using the same approach 


Better try it, if you like the feel of folding 


money in your pocket! 


Honeywell 
Fiout in, Controls 
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SALES SENSE 
By Jack Bedford 


Why is it that some men will travel all over the world 


searching for what they want only to return home 
weary of the trip and find it in their own backyards? 
$ $ $ 
Heating salesman, opening his portfolio: “I'd like to 
show you % 
Prospect: 
Salesman: “But I've got a bargain. .... .” 
Prospect: “Not interested.” 
Salesman: “But you should see 
Prospect: “Don’t want to look at it.” 
“Well would you mind if I looked at it 


I haven't had a chance to get it out for 10 


Salesman: 
myself? 
days.” 

g g g 
Do you sell or do you let your customer buy ? 
g g g 

The sales manager was interviewing a girl for a job 
as a stenographer. He decided that he should determine 
whether or not the girl was qualified for the job so he 


vave her a test. 


“How do you spell Mississippi?” he asked. 
“The river or the state?” 
So he hired her. She had pretty ankles. 
g g $ 
Salesman’s Sage says: “Don’t plant negative thoughts 
. . Close every sale in a positive manner!” 
& g g 
Heard about the salesman who took on 103 pounds 
when he left the hospital? He married his nurse. 
g g g 
Old salesmen, according to the Salesman’s Sage, be- 
lieve everything, middle-aged salesmen suspect every- 
thing, and the young salesmen know everything. 
g g g 
“By whom?” asked the salesman when he was told 
that his wife was outspoken. 
$ g g 
Salesman’s Sage said: “There is a wide difference 
between seeing through a thing and seeing a thing 
through.” 
& & g 
If a salesman goes through life with a chip on his 
shoulder, it is safe to assume that it isn’t the only piece 
of wood up there. 
g g g 
Home is a place where a salesman is free to say any- 
thing he chooses because no one is paying the slightest 
bit of attention to him. 


$ $ $ 


Salesman’s Sage said: “No use in borrowing trouble. 
Some one is sure tu come around and hand us a batch of 


it without any cost.” 
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Knowing more about 

Moduflow can help you 
make more money. Send 
the coupon below for... 


Facts you need-FREE! 


The Honeywell temperature control equipment that went into the 
job economy-bidder Morton didn't get (see opposite page) was the 
Y211A Electronic Moduflow system shown below. With this system 
you can give your customers the finest automatic temperature con- 
trol available for either gravity or forced warm air heating. Working 
together, elements of the system provide the home owner with uni- 
form comfort—even in the most changeable weather 


1 o 


G 


The Y211A Electronic Moduflow Control System consists of Elec 
tronic Relay Amplifier; 2. Outdoor Anticipator; 3. Electronic Chrono- 
4. Cycler 


therm 5. Averaging Thermostat 


but remember this 
It can be used 


This Y211A is a typical Moduflow “ package, 
Honeywell Electronic Moduflow is highly adaptable 
with almost all types of heating systems— whether new or existing 
gas, oil or stoker-fired. And it can be used with all types of limit 


and primary heating controls 


Electronic Moduflow is superior to all other home temperature 


control systems for two reasons 


which means 
they're up to 100 times more sensitive than mechan- 
ical controls 


All sensing elements are electronic 


Units of the systems take care of a// three important 
control factors in home heating — weather changes 
outdoors, load shifts indoors and structural heat loss 


You owe it to yourself to find out more about Honeywell Electronic 
Moduflow. So why not fill in and mail the coupon to us toda) 


MINNEAPOLIS-HONEYWELL REGULATOR CO 
Minneapolis 8, Minnesota, Dept. AA-2-28 


Gentlemen 

Please send me additional information on domestic applications of Electronic 
Moduflow 

Name 

Firm Nome 


Address 


City 





The New 1951 


Ball Flame 


Reg. U.S. Patent Office 


OIL BURNER 


a 
Ne 


BF47 and BF60 


In 1951 manufacturers will again show their over- 
whelming confidence in the quality and performance 
of ‘Ball Flame” Burners by making them a vital part 
of the furnaces they will ship to small homes projects 
and to builders of hundreds of individual homes. 

This completely automatic, pressurized air, gravity 
type oil burner is now standard for leading makes of 
small furnaces, installed in many flourishing home 
developments. 


Builders and heating contractors in large numbers 
are writing the “Ball Flame” into their furnace 
specifications. 


Here’s Why 


7 i's absolutely quiet—no motor hum, no flame 
roar. 
It burns less than 0.75 gallon per hour without 
clogging, flame deflection and burning out of 
fire boxes, as with small capacity pressure 
burners. 

| lt vaporizes and burns the oil perfectly — no 
starving the center of burner flame and poor 
combustion. 

Jv An automatic levelling device is built into each 
burner. 


KRESNO-STAMM MFG. CO. (America) Inc. 


PALISADES PARK, N. J. 


Canadian Affiliate: Kresno-Stamm Mfg Co. (Canada) ltd 


1452 Drummond Street * Montreal, PQ 


INDUSTRY ITEMS 


\ SALES-SERVICE SCHOOL was held by the Kathabar 
Div. of Surface Combustion Corp. in the Commodore 
Perry Hotel, Toledo, Ohio, December 4-8, 1950. The 
school, which was designed to bring Kathabar agent 
personnel up-to-date on sales and operating procedures 
for Kathabar humidity control equipment, was under the 
general supervision of F. M. Johnson, sales manager of 
the division. 

Men representing Kathabar agents from various parts 
of this country and Canada attended the school. A com- 
prehensive program involving lectures and demonstra- 
tions on all phases of Kathabar air conditioning sales 
and service activities was presented by Mr. Johnson and 
his sales and engineering personnel. Among those partic- 
ipating from the Toledo headquarters were G. W. Hoff- 
mann, D. M. Valentine, G. A. Kelley, R. M. Thompson 
and John Allen. 

Included in the program were visits to the Toledo 
Kathabar development laboratory and inspection trips 
to various local installations. 


L. A. Caster, long associated with the oil heating 
equipment industry, was elected executive vice president 
of the Eureka Williams Corp. and manager of its 
Williams Division at a recent meeting of the company’s 
board of directors in Chicago. 

Mr. Casler is also a member of the board of Eureka 
Williams. 

Active in the automatic heating industry for many 
years and long associated with the Oil-Heat Institute of 
America, Mr. Casler has a thorough knowledge of every 
phase of the industry and has done much of the spade- 
work in solving the major postwar problems. In constant 
demand as a speaker on merchandising and public rela- 
tions, he has spent a large part of his time in recent years 
at various industry functions throughout the nation. 


Joserpn T. Ryerson «& Son, INc.. steel distributors, 
have moved into their new and larger steel-service plant 
and office building in Cincinnati, construction of which 
was begun in January. The new plant, located at 3475 
Spring Grove Ave. which is practically the center of the 
Cincinnati industrial area, represents an investment of 
well over $1,000,000. It replaces the company’s former 
plant at Front St. and Freeman Ave. which has been 
occupied since 1923 when Ryerson began business in 
the Cincinnati market with the purchase of the plant and 
stock of the Cincinnati Iron and Steel Co. 

The move was planned and carried out so as to result 
in the least amount of inconvenience to customers ‘and 
with minimum disruption of service. The mail address 
of the company remains unchanged, Box 300, Cincinnati 
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14, although it was necessary to change to a new tele- 
phone number, Kirby 3241. Aside from a short period 
of readjustment, it is expected that the new facilities 
will quickly be operating at peak efficiency. 

Total floor space of the new plant is 165,000 sq {t, 
or almost 4 acres. The warehouse unit is of structural 
steel frame construction with masonry and a special 
type steel siding, well lighted with side windows, sky- 
lights, and the most modern electric illumination. An 
L-shaped two-story brick and steel office building of 
attractive design forms an integral part of the whole unit 
at the south end of the property. This building, com- 
prising 10,000 sq ft of floor space, is completely air 
conditioned. In addition to housing company offices it 
has shower, locker and recreation rooms for plant and 
office employees. Vacant property lying immediately 
north of the new warehouse is available for future ex! 
pansion. E. R. Nelson is manager of the new plant. 


THE BEST COURSE OF ACTION to meet present and future 
business uncertainties provided the primary discussion 
subject during the recent annual sales meeting of the 
Timken Silent Automatic Division, manufacturer of auto- 
matic home heating equipment. 

Held at the general offices in Jackson, Mich., the 
meeting was attended by factory officials and field sales 
personnel from all parts of the country. General Man- 
ager T. A. Crawford, who is also a vice president of the 
Timken-Detroit Axle Co.. the parent organization. di 
rected the meeting with the assistance of C. A. Cooper. 
assistant general manager: R. M. Marberry, advertising 
manager; and several department heads. 

Walter F. Rockwell. president of Timken-Detroit Axle. 
also participated. 


Timken Meeting 


Official satisfaction with the marked increase in sales 
during 1950, coupled with confidence that the upward 
trend will continue to the maximum extent that conditions 
will permit, was repeatedly voiced. 

Mr. Crawford keynoted the meeting with analyses of 
1950 achievements; 1951 prospects, and Timken policies 
and methods. Mr. Rockwell devoted his portion of the 
program to company objectives. As the three-day period 
progressed, discussion was narrowed to many specific 
items such as the district sales manager’s job, equipment, 
and factory support; and plans for representation at 
coming shows and exhibits. 
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for metal 


*PAT. APP, 


SNAP-IN TYPE 61-385 


Unique...Easily, Quickly Applied... 
Provides Positive Latching Action 


Tutch Latch opens doors automatically with touch 
of wrist, arm or elbow. It's easily applied to 
metal surfaces. Saves time on the assembly line, 
Field-tested latch construction assures easy pos- 
itive action... long life. Inquire about it NOW. 


— 
Other NATIONAL LOCK it 
especially designed for your pr 


61-274 HANDLE 61-082 CATCH 
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STOVE 
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Write Us For Full Information 


NATIONAL LOCK COMPANY 


Rockford Illinois 








VAN DORN BENCH GRINDERS: 4 models—6" to 10” 
wheel diams.—'/4 H.P. to 1 H.P.—Standard and Heavy-Duty. 


NSTALLING a powerful Van Dorn Bench Grinder in your 

shop is your guarantee of faster grinding! You have your 
choice of four models to suit your needs. You get modern design 
for more working clearance—-U-shaped, adjustable tool rests for 
better tool sharpening support--dependable Van Dorn-built 
“constant speed” motors-—high-quality parts that are built to 
last! 
Result; With a Van Dorn Bench Grinder you'll speed up tool 
sharpening grind pipes, rings, connections and fixtures in a 
jiffy —wire brush, buff, burnish, polish and finish sheet metal 
remove saw or shear burrs and weld marks. See your nearby 
Van Dorn Distributor for a demonstration. Write for free cata- 
log to: THe Van Dorn E cectric Toot Co., 782 Joppa Road, 
Towson 4, Md 


---Cut Your Costs with these other Van Dorn Tools, too!_— 


ELECTRIC HAMMERS 
rated by drilling capacity in 
concrete from Ye" to 2” 
< 
ELECTRIC 
PORTO-SHEARS* 
DRILLS in 18, 16 and 12 
Wy" to 114" capacities goge copacities 


ae 
SCREW DRIVERS 


for wide range of screw 
driving and nut running 


ELECTRIC SANDERS 7” ond 
9” dise dioms. Junior, Standard 
and Heavy-Duty 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
l 
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For 
Power 
Specify 


Electric 


TOOLS 


(Div. of Black & 
Decker Mfg. Co.) 


Trade Mark Reg 
U.S. Pat. OF 


Tue B. 
innounced as a newly appointed wholesale distributor 
for the F. W. Dwyer Manufacturing Co., Chicago. They 


will serve the heating industry in an exclusive territory 


4. Peterson Co. of Dowagiac, Mich., is now 


covering Wisconsin, Illinois, Indiana, Michigan and the 


Twin Cities 


P. F, 
Co. as district manager of the southern territory. it has 
G. Hickok. Armstrong execu 


Marruews has joined the Armstrong Furnace 
just been announced by L 


live vice president. 


Mr. Matthews is well known among heating people in 
the southeastern states because of his many 
' Associated 


years in the 
with the 


sUSiINess for nearly 12 years 


Lennox Furnace Co.. where he travelled the southeastern 
territory. he has also represented Conco Engineering 
Works. and operated his own heating business in Atlanta, 


Georgia 


As district manager for Armstrong. he will serve 


Ten- 
nessee, the Carolinas, Mississippi, Alabama, Georgia and 


Florida. 


Armstrong jobbers in southern Virginia, eastern 


GeNeERAL Controis Co.. manufacturer of automatic 
pressure, temperature, level and flow controls, will open 
a factory branch sales office in Indianapolis, it was an- 


nounced by J. F. Ray. vice president in charge of sales. 


The new office, designed to provide better and more 
efficient customer service in the bustling Midwest area, 
will be located at 1035 North Pennsylvania St., Indian 


apolis 5. Ind 


Richard H. Weber has leen named to manage the new 
office, which will be the 24th 


b> established by General Controls in strategic trading 


factory branch office to 


areas throughout the nation. The Indianapolis branch 
will cover territory formerly serviced by the company’s 
Chicago and St. Louis offices and will be under the super- 
vision of the Chicago branch. 

Mr. Weber is a 
the University of 
War Il 


Army. he served in a selling capacity for several in- 


graduate of 
veteran of World 


From 1944 on, after discharge from the U.S. 


mechanical engineering 


Cincinnati and a 


dustrial corporations. 


Rhodes and Co 


WV eber was employed by James H. 


of Chicago and, until his present as- 


sociation with General Controls. with the Engineering 


and Equipment Co. of Cincinnati. 
PHret 


MORE LOCALITIES have benefited from the free 


factory training school sessions presented at various 
under 


Milw iukee 


controls 


colleces 


the sponsorship of the Perfex Corp. of 
Wis 


manufacturers of automatic heating 


\ school at Farmingdale. Long Island was conducted 
at the Lor vw Is] ind 


nights, January 29 


Agricultural & Technical Institute for 
three 10 and 31 
In Newark. New 


February 


Jersey. night classes were held on 
5, 6, and 7 at Newark College of Engineering, 
(MERICAD 


Anrisay, Feort ary, 1951 





royal jet-flow \ safe with children 
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Write to Royal Heaters, Inc., 
Alhambra, California 


REAR VIEW SHOWING Ky BS 
DOUBLE SPRING ACTION— (Gos 
PROVIDES SMOOTH OPERATION Using |p V/)s 

& AUTOMATIC TENSION TAKEUP \e\ ‘pg / 


\ G ent E/ 
Ist 


And SAVE! 


COMPLETE 
FRAME 
AND 
GASKET 
ON ALL 
WALL 
REGISTERS 


SEND FOR 
CATALOG 


REGISTER COMPANY 


8327 CLINTON RD. CLEVELAND 9, OHIO 





Randall 


because they are specially engineered and pre- 


bearings last longer—run quieter 
cision made for specific applications. Randall's 
are made from the very finest of materials and 
employ an exclusive double lubricating feature 
that assures longer lasting, trouble-free service. 
Randall bearings, proven dependable by mil- 
lions of applications, have been accepted as 
standard equipment by approximately 85% of 
the leading manufacturers in the air moving 
industry. Randall bearings are available in 
a variety of sizes and styles for shaft sizes 
ranging from !2" to 3-15 16". Write today 
for additional information on Randall bearings 
or send your requirements. Randall's engi- 


neering department is at your service. 


PILLOW BLOCKS GRAPHITED BEARINGS 


BUSHINGS THRUST WASHERS 
BAR STOCK Cf / ra a ll BABBITTS 
SHEET LUBRICATOR SAFETY COLLARS 
RANDALL GRAPHITE BEARINGS, INC, 


207 EAST MARKET STREET UMA, OHIO 


122 


where registration was limited to 125. 

The third city on the list is New York City where 
Walter Hervey Junior College at 15 W. 63rd St. is to 
be the scene of Perfex meetings on February 18, 19, and 
20. Registration here is limited to 75. Other sessions 
in New York City will be scheduled in March. 

As an answer to the need throughout the heating in- 
dustry for more knowledge about operation of controls 
on heating plants, Perfex offers this instruction free to 
heating dealers, contractors, wholesalers, utilities, oil 
companies, their servicemen and salesmen. 

Students receive technical training from skilled engi- 
neers, participate in classroom discussions, and work 
with acutal heating system equipment. 

The course includes expert instruction in the basic 
fundamentals of heating, including the operation, in- 
stallation and servicing of automatic heating controls for 
oil, gas and coal fired units. Fundamentals of heat 
measurement, transfer, distribution; electricity defini- 
tion of terms, circuits, basic laws, transformers, motors, 
switches; control components actuating devices, con- 
tacts, magnets, relays, transformers, switches are em- 
phasized 


Essick Merc. Co., from its Los Angeles headquarters, 
announces the appointment of Kenneth H. Kottick to the 
new position of sales manager of the Air Conditioning 
Division. Mr. Kottick has held the post of sales promo- 
tion manager for the past six years. 

Succeeding Mr. Kottick as sales promotion manager 
is John Hubbard, who for 13 years has held positions in 
sales and management with the General Electric Supply 


Corp. 


Kenneth Kottick Del Wellcome 


Det WeLicome has been appointed sales representa- 
tive of the Mor-Sun Furnace Division of Morrison Steel 


Products, Inc., Buffalo, for the metropolitan Chicago 


territory, Gene Brown, sales manager, has announced. 

Mr. Wellcome has been connected with the heating and 
air conditioning business since 1936 when he entered the 
sales department of Minneapolis-Honeywell. He was 
sales engineer for the E. G. Langhammer Company, and 
district manager for the Askania Regulator Co. 

In 1947 he became sales manager for the Sampsel 
Time Control Co. and has recently been a manufacturer's 
Mr. Wellcome’s office is at 7444 West 


Carmen Avenue, Chicago, Illinois. 


representative. 
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POPULAR 
PARTS 


All accessories on 
Olson heaters are of the 
best name and quality known 
to heating engineers. They are 
standard products of national 
ly known manufacturers. Re- 
placements are available any- 
where. 


sOw 


ARTHUR A. OLSON & COMPANY 
Broad Street, Canfield, Ohio 


DIRECT FIRED HEATERS 
Gas, Oil, Coal 
or Dual Gas and Oil 


Get the inside story 


Write for catalog 
No. F50 
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SELL NATIONALLY-ADVERTISED 
Follansbee Terne Metal Roofing 


Home-builders and home-owners want maximum roofing 
protection—the lifetime roofing protection you can offer 
them with an installation of Follansbee Terne Metal 


So it’s time to start telling your roofing prospects about 
the durability, fire-resistance, and color possibilities of 
Follansbee Seamless Terne Roofing. Then you'll be ready t© 
take advantage of Follansbee’s continuing program of 
national advertising and promotion to increase your roofing 
profits with Follansbee Terne Metal 


This long-range program, directed to home-owners and 
builders, general contractors, and architects is now in full 
swing. But the final selling job is up to you so we want © 
send you ad proofs and bulletins regularly. Send this coupom 


or write us on your business letterhead. 


FOLLANSBEE STEEL CORPORATION 


GENERAL OFFICES, PITTSBURGH 30, PA. 
COLD ROLLED STRIP + ELECTRICAL SHEETS + POLISHED BLUE SHEETS 
SEAMLESS TERNE ROLL ROOFING 
Sales Office New York, Philadelphia, Rochester, Cleve 
Detroit, Milwaukee Sale Agent ( CAR 
K s City, Nashville, Los Angeles, SanFr 
Toronto and Montreal, Canada. Plani } ‘ 
Follansbee Metal Warehouses 
Pittsburgh, Po., Rochester, N. Y., and Fairfield, Conn. 


a Wits 
Terne Meta 
Follansbee St« 
Pittsburgh 30, Pa 
Please send m 
NAME 
COMPANY 


ADDRESS 








Roy C. Yantis, has recently been appointed general 
sales manager of the Killam Gas Burner Co. of Denver. 
Colo. Mr. Yantis has a broad experience in gas burnet 
and refrigeration fields, and will direct the Killam 
companys 1951 expansion program to develop a na 
tional market for Killam burners that have been manu 
factured in Denver for 35 years. The company is headed 
by Paul W. Dexheimer and Frank V. Wedlick. 

Micnaey J. OraBecra, University Heights, president 
of Ohio National Products. Inc.. has been re-elected head 
of the Warm Air Furnace and Air Conditioning League. 
Ine. 

The league enrolls 200 heating contractors and jobbers 
in Greater Cleveland and seeks to improve standards and 
workmanship in the heating industry 

Other officers elected are John E. Donnelly, Donnelly 
Tinners, first vice president; Herbert F. Hauschild, Sun 
Heating Co., second vice president; Robert D, Thompson, 
Thompson Sheet Metal Co., treasurer, and John D. Nu 


gent, Ira FE, Baker Co.. secretary. 


ON THE occasion of the 50th anniversary of the 
founding of the business, the American Furnace, St 
Louis, issue a handsome brochure commemorating the 
event. 

The booklet told of the founding of the company by 
Harry V. Bayse in 1900. It then traced the development 


of the organization from that point until the present time 


The Afco factory is located at Red Bud, Ill. The general 
office and warehouse has just moved into new quarters at 
1300 S. Hampton Ave., St. Louis. 

Clarence S. Franke has been president of Afco since 
1938. Mr. Franke has just entered his second term as 
president of the National Warm Air Heating and Air 


Conditioning Association. 


W adsworth— 


(From pag BO) 
Equivalent Length (in ft) of Straig 
Allowed for Fittings 
Pipe 
Standard Tee Through 
Side Outlet 
Standard Elbow 
Long Sweep Elbow Or 
Run of Standard Tee 
5 Deg. Elbow 
Globe Valve 
Example of how a serviceman could use these tables: 
Suppose that on a call that low gas pressure was 
causing trouble. The serviceman notices that the fur- 
nace is quite a ways from the gas meter: so he decides 
to see if the right sized pipe is used. The furnace re 
quires 150 cu ft of gas per hour: and the gas line has 
had a standard tee through a side connection. three 
standard elbows, plus a globe valve 4 1 in. gas line 


is ust d, 


WHAT DO YOU WANT MOST in a service body! 


And do you want some special installations — ladder 
racks, pipe racks, pipe vises, reels, canvas top to protect 
ora telescopic 
metal sliding top as protection from weather and theft? 


your material and tools from weather 


Then you want the MORRISON Carry-All 


MORRISON CARRY-ALL MOOEL 8-910 
EQUIPPED WITH OVERHEAD LADDER RACKS 
MATERIAL TRAY AND SHELVES 
(OPTIONAL EQUIPMENT) 


Write for your free guide to the selection of Carry-All 


the odies, and accessories 


world’s first mass precision-produced all-industry, all- 


purpose, all-steel husky service body .. . 


and special extra equipment ! 


Carry-All 


the only body 
designed to be easily adapted with special accessories 


~All MORRISON STEEL PRODUCTS, 
Body Division 625 AMHERST ST., 


MORRISON Carry-All equipment is carried in stock for 
immediate delivery to franchised chassis dealers by 60 
established truck equipment distributors from coast to coast 
Inc. 
BUFFALO 7, N. Y. 
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Before | 
you build.. /// 


... are preferred 
EVERYWHERE 
get the facts on Forty-two years of air-condi- 


tioning know-how back every 


ALU MIN U M Sno-Breze—a perennial leader. 


Sno-Breze is field perform- 
ance tested for complete cus- 








tomer satisfaction—a worthy 
. favorite of architects, engineers, 
All the facts you need to design and erect ; 8 
aie oe 2.83 and builders. 
buildings using Alcoa Industrial Building 
Sheet have been assembled in this new book. and now 


oading tables, erection details and accessory . 
Loading e ) Sno-Breze has been awarded 
the Good Housekeeping Seal 
of Approval and Guarantee— 
the buying guide of millions 
Write for FREE BOOK My hid 8 
for securing the best product 
Because rearmament needs come first, the woe nore value—a climaxing vote of 
supply of Alcoa Industrial Building Sheet is 2 P a : i 
limited, but Alcoa is not limiting its design a confidence for America s No. l 
and engineering assistance. Ask your local os aovtanst® cooler—Sno-Breze. 
Alcoa sales office for booklet AD-247 or 
write ALUMINUM COMPANY OF AMERICA, N Th d ‘ d d 
7 if Iding, Pittsb h 19, P ‘ Note 9€ tremendous, ever-increasing deman 
SOS Gel athe, eat st for Sno-Breze through our established outlets 
limits new franchises to certain markets, You 


ALCOA! may be located in one of these areas. SO WRITE 
Se aaa for further information on this lucra- 

. ° PALMER MANUFACTURING CORPORATION 
INDUSTRIAL BUILDING SHEET DEPT. A.1 


Phoenix « Los Angeles « Lubbock & Dallas, Texas 


lists will show you how you can save con- 
struction time and maintenance costs. Der foromance 
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easily 
installed 


ne leaks 


no rattles 


%. 


PARKER-KALON <<) 
DAMPER REGULATOR 


Among the features that have made the 
P-K* Dial one of the most popular regula- 
tors on the market are: (1) The unique 
frame prevents air leakage, promoting 
efficient operation of the system; (2) Ec- 
centricity of hole in frame with opening in 
lever binds the bearing and prevents damp- 
er rattles; (3) Lever rotates on frame hub, 
assuring free and easy operation of regula- 
tor; (4) Wing nut locks damper in desired 
position, yet permits quick readjustment; 
5) Locking nut with key furnished for 
tamper-proof installation, if desired; (6 
Clear markings on frame show damper 
position at a glance; (7) Formed of heavy 
gauge steel or brass, free of sharp edges. 
Available in handy complete sets in 
size for dampers up to 10 inches and in 
size for dampers up to 20 inches. 

Also available from your P-K Distribu- 
tor the “JIFFY” Damper Regulator 
of simple design for low cost units, and the 
“UNXLD" heavy duty Damper Quadrant, 
recognized everywhere as the sign of a 
quality job. 


1" 
4 


8 


Remember . 


.. IF IT’S P-K...IT’SO.K. 


PARKER-KALON 


DAMPER CONTROLS 


Makers of the Original Self-tazping Screws 


Write for this Folder 


Describes all types and sizes of P-K 
Damper Controls. Tells why leading 
contractors everywhere prefer them. 
Parker-Kalon Corporation, 200 Varick 
Street, New York 14, N. Y. 


*TRADE MARKS REG. U.S. PAT. OFF: 


From the above table: 
1—Standard Tee through a side connection 
equals 
3—Standard Elbows 
equals 


1 Globe Valve 


This figure of 40.6 ft is added to the length of straight 
pipe which was measured at 85 ft; so 40.6 ft plus 85 
ft gives a figure of 125.6 ft which is now to be used 
in the first table to tell what capacity this pipe will stand. 

Using the first table, one goes across at 125 and down 
the column with 1 in, The answer is that only 125 
cu ft could be handled; so the next largest pipe size 
should be put in this installation. 

Kleventh: Any time a furnace is closer than 10 ft to a 
gas meter, the radiant heat of the furnace might cause 
the glass meter seal to leak gas into the house. Then 
again any leaks at the gas meter might catch on fire 
from the pilot light or from the furnace ignition. In 
those cases where a close location is necessary, it is 
advisable to get the local gas company approval. It 
is also wise to get the local gas company approval if 
the furnace smoke pipe is close to the meter. 

Twelfth: 
support combustion. 


And finally see that there is enough air to 
If there isn’t enough air in the 
Some- 
times a basement window must be left open until dif- 
ferent arrangements can be made — like, putting in 
an outside grill, or leaving the upstairs door to the 


furnace room, some allowance must be made. 


basement open. 


Arbitration— 


(From page 68) 

with improper and corrupt motives. 
“Arbitrators are judges,” said that court, “chosen by 
the parties to decide the matters submitted to them, fi- 
nally and without appeal. As a mode of settling disputes 
it should receive every encouragement from the courts. 
If the award is within the terms of the submission and 
contains the honest decision of the arbitrators after a full 
and fair hearing of the parties, the court will not set 
it aside for error either in law or fact. To induce the 
court to interfere there must be something more than 
an error of judgment, such as corruption in the arbitra- 
tor or a gross mistake. But even in the case of mistake 
it must be made out to the satisfaction of the court 
that the arbitrator, if the mistake had not happened, 
would have made a different award. A contrary course 
would be the substitution of the judgment of the court in 
place of the judges chosen by the parties and would make 


an award the commencement, not the end of litigation.” 


REFERENCES 
Martin v. Winston, 23 S.E.2d 873 (Va.) 
Hood vy. Hartshorn, 100 Mass. 117 
Coons v. Coons, 28 S.E. 885 (Va.) 
Wood v. Alvord, 251 N.Y. Suppl. 35 
Armstrong v. State, 181 N.Y. Suppl. 185 
Holt v. Williams, 240 S.W. 864 (Mo.) 
Burchell v. Marsh, 17 How. (U.S.) 344. 
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Build Up Industrial Sales in 
WARM AIR HEATERS 


to replace restricted residential work 


You can increase profits and level out your sales curve by 

selling self-contained, direct-fired warm air heaters to indus- 

try. This is important to you under priority restriction that 
will place domestic installations at a disadvantage. 

THERMOBLOC’s complete line gives you a heater size for 

every type of industrial application. Units are factory assem- 

bled, ready for installation. THERMOBLOC occupies the small- 

est floor space per btu, and provides a flexibility of application, 

not possible with other types of heating 

Investigate this new way to increase your sales with no in- 

vestment on your part. THERMOBLOCS are available in the fol- 

lowing sizes, multiples of which will meet any required capacity. 
THERMOPAC TYPE 

Model 100—Output 100.000 btu's hr.. 24” long, 24” wide, 66 

Mede! 200— Output 200,000 btu’s hr. 28” long. 28” wide, 72 

THERMOBLOC TYPE 

Medel 300—Output 300,000 btu's hr, 30” dia 

Model $50—Output 550,000 btu's/hr.. 30” dia 

Model 1000—Output 1,000,000 btu’s hr., 44” x 70 


high 
high 


76” high 
10’ high 

by 97” high 

The Prat-Daniel Corporation, manufacturers of 
THERMOBLOC offer a new technical bulletin to aid you in 
estimating your heat losses. Write for your copy today! 





" 





S74} xe er: 


SUSPENDED HEAT— 
Where necessory, 
THERMOBLOC can 

hung on trusses 








= 


TEMPERING MAKE- 
UP AIR—Adjustoble 
for 100% make-up air 

ecirculation 


iti - 
tities of dust are pres or 100% + 


ent, such os wood- 
working shops 


= 
ial 


GARAGES and TER- 
MINALS—Where iniet 
requirements are o 
minimum height from 


HIGH TEMPERATURE 


—With recircula- 
tion duct for 














THERMOBLOC 
THERMOBLOC DIVISION 


PRAT-DANIEL CORPORATION 
70 WATER ST. | 4 PORT casera, CONN. 
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Most fuel companies and heating equipment people 
recognize the importance of Furnace Cleaning as a profit 
able business. Many service companies occupied almost 
entirely in the servicing and repair of heating plants find 
a field of greater profit in adding furnace cleaning to 
their services 


In 


cleaning keeps your service crews profitably busy 
zg 


summer, the norma! off-season period, furnace 


General Electric Furnace Cleaners are compact, easy 


to-handle and built for extra-heavy duty. They convert 


quickly to powerful blower action for loosening soot and 


rrime in stubborn corners. Easy mobility makes a hit 
zg 


with cleaning crews. You get more work jobs and can 


keep busy the year round 


G-E Chimney Cleaning and Air Duct Equipment 


Makes job go faster. Prevents 


soot from escaping into cellars 
Revolving 
fie 


that scoops up falling soot 


handle and 


through 


vacuum 

shield 
Set 
includes Shield, Crank, Chimney 
Brush, Duct Brush 
feet of extensions 


hose special 


Flue and 


Mail coupon for details 


Furnace and Boiler Cleaners 


GENERAL @@ ELECTRIC 


GENERAL ELECTRIC COMPANY, Dept. 22-4118 
1285 Boston Ave., Bridgeport 2, Conn 


Without obligation, please send complete details 
cleaning equipment 


NAMI 
FIRM 


ADDRESS 


mae 2. ian tai, 


CITY : STATI 


Repasensineentnienanaheaibntnanditaebiieines 
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At Anetsberger Brothers, Inc. 


SKIL 1001s 


bring sparkling 


sales-appeal 
..- SAVE TIME AND LABOR, TOO! 


SKIL Belt Sanders. 
4 powerful models. 


Model 448 shown. Finish sand- 
ing goes fast and easy on this 
stainless steel ‘‘Anets’’ 4-tube, 
20” x 20” bakery fryer. Note 
SKIL Belt Sander’s patented 
contour-grip handle— no crowd- 
ed, cramped fingers. Belt 
changes take only seconds 
with SKIL’S touch- 

control lever. 


SKIL Belt Sanders and SKIL Disc Sanders put a gleam 
ing finish that /asts on famous “‘Anets”’ stainless steel 
bakery and food serving equipment. It’s the “extra’”’ 
attraction that wins and holds more customers. Makes 
the equipment easier to keep clean, too. And the time- 
saving, work-saving ease and speed of SKIL Tools also 
helps to keep production costs in line, whether you're 
finishing metal, wood, stone or compositions. 

No wonder Anetsberger Brothers, Inc. of 
Northbrook, IIl., are so enthusiastic about 
SKIL Tools in all phases of their pro- 
duction and maintenance operations 

not only SKIL Belt and Disc 

Sanders, but SKIL Drills, 
SKIL Screwdrivers and SKIL 
Saws. For complete informa- 
tion, contact your SKIL Tool 
Distributor today! 


SKIL Dise Sanders—6 powerful models. Model 11 shown. The 

Anets"’ 14-inch restaurant fryer gets a fast, thorough polishing. SKIL 
Dise Sander’s wire brush makes it easy to reach even “hard-to-reach” 
spots. For stamina, long life, extra power, get SKIL! 


Made only by 

SKILSAW, INC. 

5033 Elston Ave. 
PORTABLE TOOLS Chicago 30, lil. 


Factory Branches in Principal Cities 


Readership in Advertising 


(From page 65) 


be better off by buying from the Jones Indoor Comfort 
Company. 

Many dealers believe that a headline must be short in 
order to pack attention punch. This is about as valid a 
rule as saying that people over 5 ft. 10 in. can’t play golf. 

\ headline should tell its story in the fewest possible 
words.- If twelve words are needed, a twelve word head 
is better than a four word one that does not tell the full 
attention story. Abraham Lincoln was once asked by a 
heckler how long a man’s legs should be. “Long enough 
to reach the ground.” answered ready-witted old Abe, 
and the same rule applies to headline length. Headlines 
should be long enough to reach the customer with an 
attention message. 

Irying for headline brevity, an insurance company 
captioned one of its ads, “Are you living in a circle?” 
The response was pretty poor, so the company re-inserted 
the identical advertisement with a changed headline. The 
longer (but now complete) headline read: “You can 
laugh at money troubles if you follow this simple plan. 
It outpulled its short predecessor by thousands of inqui- 
ries. 

Next on the list of attention getters is the illustration 
Indoor Comfort dealers are often limited by their budgets 
in the choice of illustration material. In picking what 
is available, it’s well to remember these facts: 

lL. Strive for human interest. 

This counts in pictures every bit as much as it does 
in headlines. Put people into the picture. Have them 
using the product. Have them doing something, not 
simply standing still or gazing full face at the reader. 


2. Picture the horrible results of not buying. 

A recent study of 2500 Saturday Evening Post adver- 
tisements undertook to rank the attention impact of sev- 
eral kinds of illustrations. The top reader-puller was 
the illustration which dramatized suffering due to non- 
use. The lowest attention rating was given to pictures 


which showed the happier results of use. 


3}. Picture everything the customer needs to visualize 
why he should buy. 

A new kind of cigarette holder was put on the market 
early in 1950. It was called Scope because it telescoped 
into a tiny case for carrying. Two ads were prepared. 
One pictured the product holding a cigarette. The other 
showed the new pointers of the product. When the re- 
sults were in, the company found that the second ad 
pulled ten times as many sales as the first, because it 
pictured everything the customer needed to know. 

Where the headline and illustration are placed in rela- 
tion to each other affects the amount of attention your 
ad will get. Studies of readership have shown that the 
best place for the headline—generally speaking—is at 
the right of the illustration. Next best place is at the 
left, then below the illustration, then above it. 
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The remarkable new 


SECURITY 


MODEL SFA FURNACE 








Security leads the trend to compact effi- 
ciency with the new SFA Series. Adaptable 
to every domestic winter air conditioner sit- 
vation. Versatile enough for conventional, 
basementiess or utility room installations. 
Completely engineered for effortless, auto- 
matic heating. Yes, sir... the SFA brings 
greater economy and longer life to home 
heating! 


Only Two Connections Necessary 


Completely assembled at factory. Hook up 
just one gas and one power line! Filter racks - 
ptional b , right or left. Each con- 
trel can be removed without disturbing other a 
wiring. You'll be amazed at its versatility. " 
Available for al! gases. Write or wire now 

for complete information, prices. 


SECURITY MFG. CO. 
1630 Oakland St., Kansas City 3, Mo. 


Also manufacture the famous Security 
Heavy Duty Water Heater and full Line 
of Gravity, All Purpose. and In A Wall 
F and C ion Burners. 


| 
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FOR trouble-free 
Gas Appliances 


Appliance Regulators 


1. Provides constant pressures, constant BTU input 
and constant flame height. 

2. Eliminates pilot light failure due to fluctuating 
pressures. Assures proper operation of avuto- 
matic controls. 

3. High capacity, close control. Low maintenance. 

4. Aluminum alloy, light weight. Sizes: Ye" to 2'/" IPS. 


Millions of THERMAC Gas Appli- 


APPLIANCE liance Regulators are in service today on 


gas furnaces, space heaters, conversion 
burners, refrigerators, water heaters, air 


BUILDERS conditioners, boilers, dryers, etc. More 


and more manufacturers are going to 


THERMAC simply because THERMAC 

CHOOSE Regulators are DEPENDABLE 24 hours 
a day under all operating conditions. The 

THERMAC reputation of a fine appliance depends 
in no small degree upon the behavior 
and control of its gas regulator. Play safe. 
Use THERMAC—a product with wide 
national acceptance. 


SEND FOR-complete literature and prices 


COMPANY 


800 East 108th Street ¢ Los Angeles 2, Calif. 


20 years experience in building gas controls.” 
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A JOURNEYMAN’S TOOL, 
BUILT TO STAND UP UNDER 
CONSTANT, ON-THE-JOB 
CONTRACTOR OR 
INDUSTRIAL USE 


ve 


The all-purpose 
roughing-in power 
saw that needs 


no starting hole! 


@ NO STARTING HOLE NEEDED...Simply place guide next 
to material and ‘‘rock”’ tool into an upright position. 
@ CUTS RIGHT THRU IMBEDDED NAILS...wood, plaster, iron 
pipe, sheet metal, ‘‘Transite’’ and most other mate- 
rials even in cramped quarters. 
@ FITS ANY HEAVY DUTY 4” or %«" DRILL... as easy as 
changing bits! Overall length only 10%’; weight only 
3 Ibs. 6 ozs. 
@ ANTI-FRICTION REPLACEABLE BEARINGS—BUILT-IN BLOWER 
....Blower keeps tool comfortably cool even under 
continuous use — blows dust and chips away from cut- 
ting line. All friction surfaces are of ‘‘Oilite,’’ phosphor 
bronze or high speed ball bearings. All wearing parts 
are replaceable. 


} / 
Y IF of f{ See the Super Saw at 
your jobbers! Inspect it, 


try it! You'll agree that no other tool offers Super Saw’s 
lifetime construction at such low cost...no other tool pro- 
vides such drastic reduction in labor costs! 


SEND THE COUPON TODAY 
R.C.S. TOOL SALES CORPORATION 


Gentlemen: 


Please send us Bulletin 2A and name of the nearest 
Super Sow distributor. 


Nome_—___ 





Address_ 





| and uncertainty as is prevalent in NPA. 


| these. 


Washington Letter— 
(From page 70) 


To help our 
midwestern friend, the government man arranged that 


He made a 


The mid- 


he might see another specialist .im.copper. 
definite appointment for him within an hour. 
westerner got the information he wanted. 


The Worst Ever 


But there is the fact that thousands come from various 
parts of the country and either get no information at 
all, or get such confused information that it is almost 
worthless. The only alternative they have is to wait 
until some official (who is busy with the equivalent of 
the lettersigning copper man) has the time to see them. 
Another friend, who has been in the government all his 
life. and who now is at the head of one of the divisions. 
explained his haggard locks by saying that he had never 
been under such unwarranted pressure and such fan- 
tastically confusing directions and demand as he was as 
an NPA head. He meant it with deadly seriousness when 
he said he didn’t know how long he could stand it. You 
can multiply these incidents over and over. 

On February 6, 1941, an eastern educator, appeared 
before a Senate Committee and said: “This bill you are 
asked to pass delegates to one man full power to control 
completely the industrial life of America, down to the 
smallest factory, for it authorizes full control of the 
manufacture of all defense material, and defines defense 
material so broadly that they include everything that 
floats or flies or could be used to injure an enemy, or any- 
thing that could contribute to the manufacture of any of 
This amounts to the abnegation of Congress, the 


| nullification of property rights, the centering of complete 


economic power in one man. 

“Is the emergency so great that the President needs all 
this power? If he intends to use it, he kills the funda- 
mentals of democratic procedure. 
to use it, why should he have it?” 


If he does not intend 


This statement was made by Dr. Alan Valentine, then 
President of the University of Rochester, 
dismissed as 


and lately 
Administrator of the Economic Stabiliza- 
tion Authority. Dr. Valentine’s philosophy was well 
known to the White House. He came here reluctantly. 
after the job he accepted had been turned down. by a 
number of persons considered qualified. Dr. Valentine. 
himself, twice tried to avoid the appointment. He was 
finally induced to take it by a direct appeal from the 
President to his patriotism. 


Managed Inflation 


It was understood when he came that he might be 
obliged to retire under a cloud. The administration did 
not want price controls or wage controls. It was the aim 


| of those who feed ideas to the President to manage in- 


flation rather than to control it. Dr. Valentine's phi- 


Above all, 


losophy was consistent with this purpose. 
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GRAY “onap-Fte” 


FURNACE PIPE AND FITTINGS 
AIR CONDITIONING PIPE AND FITTINGS 


No. 160 Series No. 170 Series 
Round Branch Lines All Square Lines 


A complete line of Gravity and Forced Air Pipe and Fittings with our positive 
“SNAP-RITE” Lock for quick assembly and erection. Wall Stack and Fittings in 
31/4” standard depths. Truck Pipe and Fittings in 8” standard depths. 


Write for Catalog 


GRAY METAL PRODUCTS, INC. 


30 Carlton Street Rochester 7, New York 








For more than 20 years, Johns-Manville 
Transite* Flue Pipe has proved its de- 
pendability and economy in thousands 
of installations throughout the country. 
To date, there have been more than 50,- 
000,000 feet of this asbestos-cement 
pipe used for flue pipe installations! 
For complete details, write 
for Folder TR-84A. Address 
jJohns-Manville, Box 290, | 
New York 16, N. Y. 


*Reg. U.S. Pat. Of 





- SERS Le REP 
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PROFIT 
NOW! 


WITH 


GRAND 
RAPIDS 
FURNACE 
CLEANERS 


It’s easy to get a lion’s share of furnace 
cleaning profits when you use a Grand 
Rapids Furnace Cleaner. Greater clean- 
ing capacity, handling ease and practi- 
cally designed groups of fur- 
nace cleaning attachments 
help you give better service 
and clean more furnaces per 


day at a higher profit. 


Act now! Write today for 
complete information and prices. 


DOYLE VACUUM CLEANER CO. 


227 Stevens St., S.W. 


:: 


Grand Rapids 7, Michigan 


BARBER .«.. BURNERS 
We supply the heating trade, also hundreds of appliance manu- 
facturers, with efficient and proper gas burners for every pur- 


pose. We are equipped to design and make any type of burner 
unit needed for any appliance. Expert engineering and laboratory 
facilities maintained for our customers. For the utmost in satis- 
faction, insist on Barber Burners, the name which has been for 
over 30 years a symbol of reliability in the gas industry 
Write for latest catalog on Conversion Burners, 
Appliance Burners and Pressure Regulators 


THE BARBER GAS BURNER CO. 


3704 Superior Avenue Cleveland 14, Ohio 
TE AE TOLL LLORES RIE IRE 


it was intended not to tamper with wages. But when 


Michael 


was very sensitive and sympathetic to the demand from 


DiSalle came along it was apparent that he 
Congress. Congress was increasingly bombarded with 
appeals for controls to stop the daily soaring prices. 
Almost from the beginning DiSalle was in collision with 
When Wilson took over the job of Mobiliza- 


tion Director he tried to focus his first efforts on produc- 


Valentine. 


tion. He strove to avoid the controls until later. But 
the pressure from Congress became so overwhelming that 
something had to be done. 


True to his colors, Dr. Valentine proposed a plan 
consistent with his own background, and offered to have 
the program in operation by the first week in February. 
It became clear, finally, that the issue was not the pro- 
gram of controls and when it might be put in operation. 
but the trouble was the complete personal antagonism 
between Valentine and DiSalle. The showdown came 
when DiSalle appeared before a meeting of business 
paper editors in Washington, and declared flatly that 
price control must come before the first of February. 
The same evening Wilson made a talk along the same line 
in Philadelphia. and the next day, just before the Pres- 
ident appeared before the editors, Truman fired Valen- 
tine. There is no doubt that Truman was unhappy about 
the thing he had to do. Apparently he had no alterna- 
tive. in the light of the pledge he had given Wilson. It 
was Wilson who really fired Valentine; and it was Wilson 
It is 
Wilson ap- 


who chose Eric Johnston as Valentine’s successor. 
not yet clear how long DiSalle may last. 
parently is not entirely agreeable to the DiSalle tech- 
nique. However, DiSalle was originally chosen for the 
post by Johnston, and was appointed upon urgent rep- 


resentations by Johnston. 


Aside from the considerations involved in the price 
control situation. there seems to be the making of another 
explosion in the luke-warmness of Wilson and the en- 
thusiasm of Johnston. Johnston is supple and clever. 
If he has force it is gloved in the proverbial velvet cover- 
ing. Wilson has frequently demonstrated his great force 
in the jobs he has had in government. 


the strongest director of the WPB. 


He was probably 


The ESA situation is worth keeping an eye on. In- 
cidentally, Stuart Symington, head of the National Se- 
curity Resources Board, is entirely eclipsed. Wilson and 
his Office of Defense Mobilization has completely taken 
Symington’s powers. Wilson has even moved into his 
It is as- 
sumed Symington has lost his influence with Truman. It 
is probably more true that he has lost his influence with 
that part of the palace guard which functions in the State 
Department. 


offices. and has recruited his staff wholesale. 


Some of the Truman group urge the ap- 
pointment of Symington as Secretary of Defense when 
Marshall retires in the near future. General William 
Henry Harrison also has, in theory, been transferred from 
the directorship of NPA to the directorship of the De- 
fense Production Authority. Actually, he is still di- 


rector of the NPA. What has happened is that his 
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“BEND-EY” 


FORCED AIR REGISTERS 


Smertly Styled . . . Effi- 
clently Designed re Sidewall 
end SGaschearéd Heti 


and GRILLES 





fhe Standforated “Bend 

Ezy” sidewall registers are 

stamped from sheet metal 

and have horizontal bend 

able bars, set at time of 

fabrication for 30 degree 

downward deflection. Each 

bar can be easily readjusted 

tool to iustrates how easy it is to set the 
upward, bers with a “Bend- 


xy” 
SINGLE DAMPER REGISTERS 
downward or str: aigh t flow. with bendable bars 


with a “Bend-Ezy” 


any angle for 


Write fer NEW Catalogue 
Contains complete information—fully illustrated 





@ FLOOR REGISTERS, One-piece frame construction. 

@ GRAVITY BASEBOARD REGISTERS @ COLD AIR FACES 

@ PERFORATED METALS FOR EVERY INDUSTRIAL USE 
PROMPT DELIVERIES 


andar Stamping & Perforating (0. 


3151 WES 49TH PLACE CHICAGO 32, ILLINOIS 





WE HAVE EVERYTHING 
INCLUDING 


We consider our ages and experiences assets becouse 
our manufacturers have been able to find out a lot 
about us and our many uses. We ore quality products 
and the original hermetically sealed pumps and vapor- 
izers. Gur Goastags are of die cost aluminum treated 
against corrosion in ony woter, our motors operate in 
a five years supply of oil, we have stainless steel screws 
throughout and we carry a two year guorontee. 


The Little Giant Vaporizer projects 
water in a fine vapor-like spray. No 
more efficient unit can be found for 
use in evaporative coolers, humidity 
control, or cooling condenser coils 


The Little Giant Vaporizer Pump is a 
recirculating pump for ao great gree 
of uses requiring low pressure, h 
volume performance 


Write for further information 


Rilita MCA ti houryiaeg GO lie 


5101 CLASSEN BLVD OKLAHOMA CITY 
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Air Conditioning Furnace Blower 
Assembly. Designed for manu- 
facturers of warm air furnaces 
and Air Conditioning equipment. 
Wheel Sizes 72” to 27” 


Housing Sides—Cutoff Plate 
and scroll Sheet. 


Heavy gauge steel stamp- End Spider suspension 
wie type wheel assembly. 


ees Big a es sthaietaiiiaiaitehtntiads say 2 tien Sas 
Pee A Write for catalogs. * 3S ae SPSS x2 
A Saga AL LED rs eae oO ar: Spe 2 


MANUFACTURERS OF CENTRIFUGAL BLOWERS 
FOR 35 YEARS 


MASSACHUSETTS BLOWER DIVISION 


7ée BISHOP & BABCOCK 74s. Co. 


4901 HAMILTON AVENUE CLEVELAND 14, OHIO 








THE CINCINNATI ELBOW COMPANY 


2021 Eastern Ave. 


CINCINNATI 2, OHIO 


ALL SIZES 
ALL ANGLES 
ALL GAUGES 
ALL METALS 


See Your Jobber 


CONDUCTOR PIPE 
ELBOWS and SHOES 











WHITNEY METAL 


TOOL COMPANY 


39 YEARS EXPERIENCE 


WHITNEY-JENSEN 


UNIVERSAL BUTTON PUNCH 
No. 23 CLIP PUNCH 


ndents several thicknesses of 
ogether securely Designed tor 
mer work, clearer vision Head 
any desired position 
4 thicknesses, 24 ga. mild steel 
Throat Depth 1-34 
Weight 10 Ibs 
No. 23 Forms ears whic ater may be 
hemmed tight with a bh 1 Flat nosed 
1Qws permit easy occ 2 cramped places 
Capacity 3 thicknesses, 24 ga. mild steel 
Throat Depth 
Weight 6 lbs 


WHITNEY META 
91 FORBES ST., ROCKF 








r 


ETT CORP. 


nomination to the DPA*was sent by the President to 
Congress; but late in January Congress had not acted, 
and there was some question whether it might not hold 
up this appointment. Meanwhile, Manly Fleischmann, 
General Counsel of NPA, was doing Harrison’s work. It 
was reported it was the intention of the White House to 
appoint Fleischmann to the General’s job, when and if the 
Senate acted favorably. Assuming that Harrison will 
be confirmed, it is intended that Sidney Weinberg, the 
New York banker, shall be assistant to Wilson and to 
Harrison. It has also been announced that General 
Lucius Clay, World War II deputy to Eisenhower, would 
be another defense mobilization assistant. 


Commercial Building Restricted 


NPA Order amending M-4, limits much more tightly 
all building activities. It became effective January 16, 
entirely stopping all work on commercial structures, 
until February 15. Thereafter building may be done 
only after approval by the NPA. The government must 
be convinced that the operation is absolutely necessary. 
When proof is supplied, a license will be issued which 
will enable its holder to secure the necessary materials. 

Congress has been overwhelmed by complaints from 
everybody who has any connection with building, es- 
pecially stressing hardships in the immediate future. 
Congress feels that there is a very large amount of civil- 
ian work that should be done. It feels that for some 
months ahead, defense work will not be absorbing the 
major portion of the materials and services that should go 
into more urgently needed construction. Various organ- 
izations have urged that those who wish to obtain licenses 
should file their applications as quickly as possible with 
the fourteen regional offices of the NPA which are to 
be set up in various parts of the country. At this writing 
it has not been announced where the offices will be 
located. 

Senator Maybank, chairman of the Senate Banking 
Committee, introduced $-349, the New housing bill. It 
provides $3 billion for additional mortgage insurance 
authority for various Federal housing programs. War 
workers will have priority in obtaining privately built, 
government insured, housing. Such housing will be 
built only in areas where the need is defined as acute by 
the President. The bill also provides financing of 
defense housing and facilities such as streets, schools, and 
sewers in isolated areas where defense work has been 
launched. Loans and grants would be supplied to the 
communities which are primarily engaged in defense 
activities, and the funds would be available for public 
works facilities in support of defense housing projects. 
The bill would give $15 million in loans to manufac- 
turers of prefabricated houses. 

The operation of the law would come under the super- 
vision of the Federal Housing Authority. It includes an 
appropriation of $10 million for the acquisition and 
development of land in isolated areas; and it provides 
for payments to local and State governments in lieu of 
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Midco Register Corp. 
1059 Grand Ave. 
St. Paul, Minn. 


Save TIME 
on every job 


USC “Made-hite” fittings 


One sure way to KEEP down job time is to check on 
the time spent in assembling warm and cold air runs. 
If it’s excessive according to accepted standards then 
you'll do well to change your source of fittings. 

That’s the time to check with us ... 
Made-Rite is a superior line of furnace 
fittings that will enable your men to 
work at top speed with no time lost in 


; mre . 
cutting or juggling. If you'll write, tore, | Registers — Grilles —— Floor Faces — 


we'll prove it to you! 





Floor Registers — Gravity Registers. 








The complete quality line for all win- 


| 
| 


ter and summer air conditioning. 
= ~ 
10th and Monroe St. Newport, Ky. 























o~ WERE sit 
, ON THE 
~ Bais 


Wee pte tet tree, ae VL etl 


ATH-A-NOR 


THE PERFORMANCE PLUS of ATH-A- 
NOR has been proven thousands of 
times every year for a half century. Be Wt takes skilled and experienced men to roll Angle 
sure of Higher profits—Be sure of com- may Beare Se, a ae 
plete customer satisfaction — you can flat-bars, pipe and tube in an endless variety of 
with ATH-A-NOR—i# gives more— sizes and shapes—plain, or punched for riveting 


A , »; | Write today for our list of stock sizes and dis- 
mt : IEBEGE R , : ae National Metal Fabricators 


Write or wire for details. leg ovt Angle Rings are carried in stock un- 
counts—also our circular describing our complete 
a, ° 2140 So. Sawyer Avenue - Chicago 23, Illinois 
Newark Ohio 











punched in many sizes for immediate delivery. 
Fabricating Services. 
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fernalional 


_ SAtnrt tours 


RADIANT PERIMETER HEATING 
The most wonderful heat 
we ever used... saves 30°; 

on our heating budget! 


soys William Schuster 
Wilrod Corp., Erie, Pa 


Ynternational 


For basementless as well as basement 
type homes. 


@ The amazing new way of providing al 
advantages of radiant heat PLUS gre 
heating uniformity v out lag PLUS 
heating costs *>LUS circulation of filter 
and conditioned air—at savings in 
30% and more 
Takes less than sq. ft. floor space 
srovides warmt at floors witt 
feat at outside walls 
Tested and appre »y National Wa 
Heating and Air r SSK 
in conjunction 
Highly public 
architectural and 
newspapers through 


Send plans for free heating estimate. 
Ynfernational OIL BURNER CO. 


3820 Park Ave. + St. Louis 10, Mo. 


1 blanket 








Madein 28, 26, 

and 24 gauge 

steel hot dipped 
galvanized after formation. 


Sizes from |" to 6". Angles 
from 10 degrees to 90 
degrees. 

Also in Copper, Aluminum and 
Stainless Steel. 


Catalog available from 
your jobber. } 


THE FERDINAND DIECKMANN CO. 


ESTABLISHED 1871 
CINCINNATI 22, OHIO 





taxes. Apparently the Federally financed housing is 
to consist of one-to-four-family permanent structures. 
When defense needs permit, the homes are to be avail 


able for indivdual sale to veterans and other occupants 


The bill has five titles. Title 1 is a new version of 
litle LX of the National Housing Act. It provides that 
one- or two-family units are eligible to insured mortages 
to the extent of 90 per cent of the appraised value, ma- 
turing in twenty-five years, maximum interest 414 pet 
cent. Maximum mortgage would be $8,100 for a one- 
family house, $15,000 for two-family residences. Mulkti- 
family projects may not carry mortgage insurance for 
more than $5 million, at the rate of $8,100 per unit, or 
$7,200 if the units average less than four rooms. Maxi 
mum interest 4 per cent. Title IL supplies the administra 
tor of the Housing and Home Finance Administration 
with certain authorities covering defense housing and 
military personnel, limiting the cost of such structures to 
$9,000, with an additional $1,000 each for a third and 
fourth bedroom. These structures could be rented. Title 
IIL sets up restrictions to prevent speculation or un- 
economic use of the land. Title 1V authorizes loans for 
the production and distribution of prefabricated hous- 
ing. Title V renews the authorization for FHA mortgage 


insurance program with various technical amendments. 


The amendment to Regulation X, issued by the Fed- 
eral Reserve Board, became effective January 12. lt 
brings three and four family dwelling units under con- 
trols similar to those placed on one and two family 
residences on October 12. Multi-unit residences, includ- 
ing cooperatives, are brought under credit control, with 
maximum borrowing limits not much different from the 
earlier restrictions. The yardstick for loans or mort- 
gages have been changed from a structure to a unit basis. 
Maximum loan value is computed by dividing the value 
of the property by the number of units. Multi-unit 
residences housing more than four families, when the 
family unit is not valued at more than $7,000, have a 
loan value of 83 per cent. When it is over $7,000 but 
not more than $15,000 the maximum value is $5,800 
plus 53 per cent in excess of $7,000. When the value is 
more than $15,000 but less than $23,000, the maximum 
loan value is $10,000 plus 20 per cent of the excess over 
$15,000. Over $23,000 the maximum loan value is 50 


per cent of the value. 


As of the middle of January, the Department of De- 
fense announced that it had spent, or made contracts 
for $12 billion worth of material and supplies. The 
total expenditures from the middle of July to the first 
of January, including military pay and allowances, 
civilian employment, research and development and 
procurement totaled $19 billion. The procurement in- 
cluded aircraft, ships, tanks, weapons, ammunition and 
other equipment to the value of $10,800,000,000; cloth 
ing, subsistence, and petroleum products cost $900 mil- 
lion. Three hundred million dollars was spent on mil- 
itary construction in the United States and overseas. 
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CUT ANY SHAPE WITH A 


IN METAL UP 
TO %" MILD 


With one Beverly Throat 
less Shear, you're equipped 
to make any cut in metal 
straight, curved or irregu 
lor—-taster. easier and more y 
economically. Positive rake 
of the high grade tool steel 
capes, , | TO GAS NEEDS! 
burr-free cuts in any metal - 
up to capacity. Made in 4 
sizes to handle 18 ga. to 
me Y vs” mild. Adaptable to round or square furnaces, gravity or forced 
od air, hot water or steam boiler. Easy and profitable to in- 
~~ FEATURES: stall. One size only with simple adjustment to regulate 
Compound leverege—cesiest cutting in heaviest metals height of burner. Peak performance with natural, mixed 
iin coetcett os cline 0 Guiiien autem cena anit dame or manufactured gas. Easily adapted to L.P. by changing 
Exclusive shoulder design permits turning work at any point ef the stroke part. Fully approved A.G.A. and meets your local regula- 
Caectanguette Utates may for wear ont re-sharpening. tions Approved F.H.A. financing. One year factory 
ae, Co guaramtee. Keep your stock of floor samples complete. 
High carbon, high chrome blodes avcilable for all Order this Anchor No. G-75-AN today, or 
models to handle stainless steel. 
Diagram at right illustrates cuts made with Write for free, descriptive literature today! 
a Beverly in light gauge metal 


BEVERLY SHEAR MFG. CO. 
send WEST bitch SONEED  GINCROS €0, RANNNES ANCHOR DIVISION, STRATTON & TERSTEGGE COMPANY 


P.O. BOX 311 NEW ALBANY, INDIANA 

















The Siemon Gas 
Burner is an ex 
tremely efficient heavy 
duty burner, which can 
be installedasa 
straight gas burner or 
in combination with an oil burnet, 
or oil can be added later. Maximum 
dependability and economy — com- 
AUTOMATIC - slacaly povvee Rs , 


CEILING SHUTTER NEW 


>) 
FOR ATTIC FA CONVERSION 
ees enieed eeaatin 4 BURNER 
IR-FLO ¢ 
‘ COmsIntS ON Wits Gat- 


A conversion 


burner with many 
r 


* t requirement 
WRITE FOR NEW CATALOG 43-C 
Ilustrations and details of the complete 
AIR-FLO line. 


new features at an 
economical price 
offering maximum 
efficiency 


WRITE FOR LITERATURE AND DETAILS 


Air Conpimioninc Propucts Co. 
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(Grant Wi Ison Blower Packages— 


(From page 88) 
decision you often will feel that he has partially made 
other decisions. In such a case, it is natural to ask 
for the order. Don't hesitate to ask him to buy, after 


estos PROTEC 


TE ee all, he knows you're a salesman. In asking you do 


several things: If he’s ready to buy you save his and 
your time. If he’s not ready to buy, you'll know from 
his answer what decisions are missing. Thereby, you 
can sell where selling is needed. 
ABSORBS SOUND 
al The proof that you offer to gain the assurance decision 
is evidence which backs up those facts you pointed ovt 


wa Qk eee earlier in showing that a blower will satisfy his needs. 


To build his confidence, show that:1) other people with 





similar problems have been completely satisfied with the 


te STOPS CONDENSATION furnace blower, 2) that the record of furnace blowers is 


impressive and 3) your company has built a reputation 


b for reliability in the community. 
a REDUCES POWER COSTS Of course, the form Assurance takes depends greatly 


upon the prospect’s dominant buying motive. If his 

dominant motive is profit and economy, now is the time 

to mention other people who have been truly pleased 

with the lower fuel bills resulting after a furnace blower 

was installed. If his dominant motive is comfort and 

ASBESTOS and INSULATING MATERIALS convenience, all that is probably needed to give him 
Assurance is to mention one or several users who have 
141 W. JACKSON BLVD. - DEPT.@- CHICAGO 4, ILL obtained more uniform heating throughout the house 


with less bother after a furnace blower installation. Or. 





if the dominant motive is health stress letters which testi- 
fy for the elimination of drafts. 


Satisfy Your Customers 


The greater the number of satisfied customers to 


eevee ee eevee 


OIL OR GAS sorties : 
whom you are able to point with pride, the more you will 


Wi / fe reshic build confidence. Since the satisfied customer is 
q | A Top always ready to give you a boost the prospect who is 
UTILITY FURNACE 


friendly with such a customer is the easiest to convince. 
Value Always use the testimony of one of your customers 
featuring exclusive Perfect-Flame burner ) 7+ whenever possible — quote him, describe his experience. 


Do this, and you give the prospect one of the strongest 
forms of Assurance. 


Home You can also build a prospect’s confidence in his own 

° judgment when you show evidence that he is dealing 

Heating with a reliable company. Such material as referring 

to previous contacts between him and yourself is very 

Packages valuable. Point out the reputation of your company in 

the community. Show him your company’s facilities for 

giving service when needed such as “We have a com- 

we " plete service department, so you can be sure of prompt 
MANUFACTURED BY Complete details repairs when needed.” 

The Majestic Co. in FREE folder You can make this job of selling “Assurance” easy 

104 ERIE ST. HUNTINGTON, IND available now. for yourself by getting together a sales portfolio. Once 

Heal, S PRA Write for your this portfolio is compiled you need only to turn to 

bie I copy today. those sections which will prove the point of which the 

since 1907 ; prospect is not convinced. In the portfolio should be 

. included: 1) Testimonial letters from satisfied custom- 


. 
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A UNIVERSAL 
STANDARD OF 


BEAUTY HaK 
Coninocdel GR 1 L L E x 


Residential 


and 


Public Buildings 


DESIGNED FOR 
¢ Air Conditioning 
* Heating & Ventilating 
* Radiator Enclosures, Etc. 


Time-proved and functionally impor- 
tant ore these H & K Grilles. There 
ore potterns to suit every taste, classic 
or modern... whether commercial, 
residential or public. H & K Grilles 
provide ao thoughtful finishing touch 
to any architectural plan. They mean 
safety, too—assuring convenient ac 
cess to hidden equipment or controls 
Always specify “Grilles by H & K” 
Thot way you're sure of outstanding 
workmanship in a wide choice of 


designs and materials 


5649 Fillmore St., Chicago 44, Ill. 
114 Liberty St., New York 6, N. Y. 


Justa \ 
breeze & 


..-keeps Western Rotary Turbine Ventilators in operation, 
providing constant ‘round-the-clock exhaust. Western's lifetime- 
guaranteed bearings are both mounted on the same oxis...clways 
stay in alignment...stand up to shipping jolts. Throat sizes from 
6” through 48". The typical, clean, attractive silhovette thet pro- 
9 ive industry d ds. Western turbo-ventilation ... high in 
efficiency, low in cost. 
Request ovr catalogue for information, sizes, capacities, price 
ry lists. In 1951 Sweets and A.E.C. Jobbers ore invited to porti 
cipote in ovr notional sales system 





“Always on the job—never on the payroll” 


WESTERN ENGINEERING & MFG. CO. 


28 E WASHINGTON 8B LOS ANGELES 2 CALIF 
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W. A. WHITNEY LEVER PUNCHES 
FOR EVERY SHOP AND TOOL BOX 


No. 48 Punch 








aust BIRKS 


Pittsburgh Lock Opener 
OPENS 


Curved or Straight Sections 
for easy assembling 


Time ... labor... Injury 


Only $45.00 — Order Now 


(Shipped prepaid if check with order) 
Setisfaction guaranteed or money refunded 


BRISTOL METAL WORKING EQUIP. 


532 Front Street Hartford, Conn. 
WHOLESALER S—order le at i di nt 




















MONMOUTH 


Superior features of M th Humidifiers are widely 
recognized by heating experts. Genuine Monite ceramic 
diffusion plates, acid and heat resisting, mean rapid water 
absorption, free vapor diffusion, easy cleaning. Mon- 
mouth models are designed for quick installation, high 
operational efficiency. We have the complete line. 
Standard size Flotrols and No. 310 (Junior size) have 
the famous Flotrol control valve. We also make the 
Micro-Feed, the simple, low-cost model for drip feed, 
and the M th Humidity Conditioner, a gas-operated 
unit for use with radiator heating jobs. Full details on 
request. 








THE CLEVELAND HUMIDIFIER CO. 


7802 Wade Park Ave., Cleveland 3, Ohio 


MON MOUT 


For BEST results in ventilating 
kitchens, bath, laundry or den — 


install the 


TRADE-WIND 
CLIPPER 


Installs in ceil- Motor completely 

ing—o simple isoloted from 
job in old or greasy oir 
new homes stream 


Quiet, powerful Built-in conduit 
squirrel coge iS “ S box with handy 
blowers (not < . disconnect plug 

fans!) 
Blower ossembly 
5 yeor easily removed 
guorontee for cleaning 


Ceiling Models for Cabinet Model for Bothroom Model 
kitchen, laundry, both top-of-range with exclusive 
des & ceiling ventilation time-delay switch 


Ask your local supply source or mail coupon today. 








Tradea-Wind Motorfans, Inc. 
5717 S$. Main St. 


Los Atiyen. ~-, ~ulif. 


Please send Bulletin 620E on the Clipper. 


Name — 


Address 











ers, 2) Facts about your company and pictures of it, 

Lists of previous blower installations 4) Photographs 
of installations 5) Photographs of your tools and serv- 
ice equipment and your service department and every 
thing else that shows you are a desirable dealer. 

With these materials on hand you'll assure the prospect 
that he is dealing with reliable people handling a good 
product. By selling Assurance you develop the con- 
fidence needed to obtain the third step on the road to 
sreater furnace blower sales. 

In the fourth and final step, you gain the Value deci- 
sion. This decision answers the question: “Is it worth 
the cost?” Get him to answer “Yes” to this question and 
the sale is made. 

To gain the Value decision, use appeals to logic and 
appeals to emotion (buying motives). You use logic 
when you show him the cold facts in dollars and cents. 
You use emotional appeals when you show sales facts 
appealing to his dominant buying motives: profit, com- 
fort, health or prestige. 

In most cases, the question of price arouses sales 
resistance. The skilled salesman, therefore, answers the 
question of price by selling, not by just stating a figure. 

Don't say, “The furnace blower package cost $00.00.” 
Instead say. “The furnace blower will cost you less than 
$00.00 a month over a period of thirty months, but 
while you are paying that amount, the furnace blower 
will be earning enough in fuel savings alone to more than 
pay for itself.” 

The entire matter of establishing Value boils down 
to this: Sell the Value. review the advantages and bene 
fits to show why Value overbalances cost. 

lo do this, you sometimes appeal to logic, sometimes 
to his buyng motives, at other times both types of appeal 

Whatever the appeal, one thing is certain sell Value 
successfully gain the final buying decision then 


you'll record another easy furnace blower sale. 


News Round-Up— 
(From page 58) 

M-16. Amended (Dec. 18, 1950)—-Immediate pro- 
hibition is placed on the delivery and acceptance of cop- 
per scrap for converting, melting, or other processing 
if the owner of the metal would retain title to it after 
processing, except where specifically approved by the 
NPA. 

M-8, Amended (Dec. 19, 1950)—Materials containing 
1.5 per cent or more of tin may be used for civilian pur- 
poses in January at 100 per cent of the rate of use dur- 
ing the first half of 1950, and at 80 per cent of that rate 
in February and March. 

M-19 (Dee. 27, 1950)—Order listing the products in 
which cadmium may be used as a manufacturing com- 
ponent or as a coating for other metals. 

Notice 1, (Dec. 28, 1950)——Materials subject to the 
anti-hoarding provisions of the National Defense Act. 
List includes: certain building materials. chemicals, iron 
and steel products and scrap, lumber. plywood, wool 


pulp, aluminum, antimony, asbestos, cadmium, cerium, 
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FASTER INSTALLATION 
CUTS LABOR COSTS... ; ih) = 
BOOSTS PROFITS WU) with PENN 


For most efficient ventila- 
tion in all types of build- 
ings — wise contractors 
buy Penn Ventilators 
the true rotary, air-drive 
suction turbine that works 
automatically, contin. 
uously, silently without 
maintenance or operating 
YOUR LOCAL JOBBER STOCKS — «xpence 

PENN VENTILATORS IN ALL SIZES Used extensively through- 

out the world, Penn 


JOBBERS: WRITE FOR Turbine Ventilators can 


NO PROBLEM 


solve your ventilating 


PROF} TABLE 
DISTRIBUTORS’ SET - UP problems — quickly, effi- 


ciently, economically. 


PENN VENTILATING CO. 
YOUNGSTOWN FURNACE CO. | [iaaManmannnenamanee 


PHILADELPHIA 40, PENNSYLVANIA 


Y , Ohi . ; 
627 Marshall Street oungstown, Chio Pies Lie spun tieaned 




















No fooling. here! AIRFAN units have been designed and 
tested to make sure you'll have no trouble with call-backs 
due to equipment failure. Once they're installed your 
worries are over. Ask us for proof. 


At right is the AIRFAN 

<¢ AIRFAN Four-way Air Cooler — 2000 to 12000 
Double Inlet Blower for CFM series. Correctly de- 
heating. drying. venti signed so maximum air at 
lating. cooling. AIRFAN least resistance can flow 
blowers deliver large through louvered grilles 
volumes of air against with minimum horsepower. 
static pressures in air Pans die drawn of one-piece 
conditioning. ventilating special steel. Heavier gauge 
heating and for supply material than found in any 
and exhaust systems. other make. 


AIRFAN ENGINEERING CO. 7403 ANAHEIM-TELEGRAPH ROAD, LOS ANGELES 22, CALIF. 


ADAMS 


Flue Thimble 











(Cast tron) 


Sizes from 


EYES LEFT! | 6 to 12 inches 


Buy Adams Known Quality 
TO Page ll 





| THE ADAMS COMPANY 


Bridge Street ° Established 1883 ° Dubuque, lowe 
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STEEL 
) PRESS 
BRAKES 


Many Standard Sizes. 
Latest Design and Features 
for Fast, Accurate Work. 


DIES— Complete Line of Forming Dies 
for All Makes 
and Sizes of Press Brakes 


URES XKAUMP GLE 


MANUFACTURING COMPANY 
7404 S. Loomis Bivd., Chicago 36, Ill. 


MOREY FLOAT VALVES 


Made Right Priced Right 























Morey Valves close against pressure. Each operation washes neo- 
phrene seat. %"° pipe thread outside, Vg" inside. Brass body 2'/,"'x3" 
copper float or 4"’xS" oval float. The ideal float valve for evaporative 
coolers, poultry feeders, small cooling towers and evaporative con 
densers. 
Overall increase in Morey Valves in 1950 about 1500% 
Write for trade discount on- 

The Morey line of Recirculating Pumps, Cooler Pads. Float Valves. Spe 
cial Woven Netting and Aspen Excelsior. 


DAN MOREY 


814 S. Robertson Bivd. 
los Angeles 35, Californio 





Why be in the dark? 
See page 11 





Give Your Clients More Fuel “Mileage” 
You earn more repair jobs 


Continuous hard operation breaks down 

heating plants. hey require just as 

much consideration as the family car. 

A Super Red Streak Furnace Cleaner 

cleans all kinds of heating plants. Super 

cleaning gives more heat per unit of 

fuel and, most important. reveals the i 
need of repairs and replacements. Chimney cleaning tools are stand- 
ard equipment. Suction tube scrapers available for fire-tube boilers. 
The FREE SUPER Sales Plan Book gives you all details on how to 
build a profitable furnace cleaning business. Ask your supply dealer 
or write for our 5-day free trial offer. 


National Super Service Co., Inc. 
1944 N. 13th St., Toledo 2, Ohio 


SUPER SUCTION 


SINCE 191) 
“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 


chromium, cobalt, columbium, copper, industrial dia- 
monds, lead, magnesium, manganese, mica, molybdenum, 
nickel, platinum, talc, tin, tungsten, vanadium, zinc, zir- 
con, paper, paperboard, hog bristles. 

Dir. 3 to M-7 (Dec. 27, 1950)—Permits an increase 
in the amount of aluminum that can be used in the manu- 
facture of strictly functional component parts during 
March. 

M-10, Amended (Dec. 30, 1950) 
As of Feb. 1, every purchase of 


Complete allocation 
of all forms of cobalt. 
more than 25 pounds of the strategic material will re- 
quire NPA approval. 

M-12, Amended (Dec. 30, 1950) 
use of copper where it serves a functional purpose and 


Order permits the 


where no practical substitute is available. 

M-20 (Jan. 4, 1951)—Governs inventories of iron and 
steel scrap held by scrap dealers and brokers, and auto- 
Based on a 60 
day period, scrap inventories are now limited to a prac- 


mobile wreckers or producers of scrap. 


ticable working minimum, or the level of the preceding 
60 days, whichever is less. 
M-8, Amended (Jan. 9, 1951) 


refiners of secondary tin to use as much tin scrap and 


Permits smelters and 
other secondary tin-bearing materials as result from 
normal processes in the production of pig tin, alloys, or 
chemicals. 

Reg. 2, Amended (Jan. 11, 1951) 


used for procuring jigs, dies, tools, and fixtures where 


DO ratings may be 


inability to obtain these production equipment accessories 
would result in failure to meet delivery dates established 
in rated orders. 

M-22 (Jan. 12, 1951) 
cumulation of aluminum scrap. 


Order to prevent undue ac- 
Order provides that 
only authorized smelters or fabricators may melt, smelt, 
or otherwise use aluminum scrap. 
M-15, Amended (Jan. 15, 1951) 


use order by adding some definitions omitted from the 


Amendment to zinc 


original text. 

M-4, Amended (Jan. 13, 1951) 
under which virtually all new private commercial con- 
struction will be subject to specific NPA authorization, 
effective at midnight, Saturday, January 13, 1951. 


Establishes a system 


Commercial construction will be authorized when it: 
Furthers the defense effort. 


Is essential to public health, welfare, or safety. 


l. 
9 
,. 


Will alleviate or prevent a hardship in a particular 
community. 





CORRECTION 


Through an error in our proof reading the 
trade mark “Clean Sweep” used in the Miller 
Product Co. advertisement on page 278 of 
our January issue is incorrect. 


The correct cut originally supplied to us 
by the advertiser reads “Clean Right” and 
appears in its correct form elsewhere in this 
issue. 


We sincerely regret the error. 
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ORNAMENTS | CLEAN SWEEP SOOT REMOVER 


HAS A NEW NAME 
J 


a (te ae 
CLEAN KIGAT 
SOOT REMOVER 
STAMPINGS & SPINNINGS 


Zinc Ornaments Available From Stock. Copper, per gatigrtngen md paar ar a 
brass, bronze, aluminum and stainless steel orna- 


pone Ta epee | MILLER PRODUCT COMPANY 
If you don’t have catalog K, send for it NOW. P. O. BOX 156 LANSING 9, MICH. 


The Clean Sweep Co. 
MILLER & DOING Successors to 

“, FOR THE BROOM ON P ” 
89 ADAMS STREET BROOKLYN, N.Y. | | scents THE PACKAGE 











Heating Air Conditioning 
Sheet Metal Supplies 


Copper - Brass - Bronze 
Perforated 
TO YOUR REQUIREMENTS 


PERFORATED METALS Furnace pipe, adjustable 
FOR ALL INDUSTRIAL USES ah 
ARCHITECTURAL GRILLES elbows and Fittings 
SEND FOR CATALOG #35 


DIAMOND MFG. CO. ALSO: Complete line sheet metal hand tools 


BOX 34 WYOMING, PA. Siok x : loc.. Ltd. 


1600-1700 San Fernando Road, Los Angeles 41, Cal. 





Eee BRAUER has 


Permanent aluminum sodering is 


WRITE j made simple and easy with AL- 
TODAY LEN Alumi-Soder. Complete 


in itself, flux and soder are 


FOR FREE combined in exac tly the REPAIR PARTS for all FURNACES 
SAMPLES right proportion in } 


« convenient 1 BOILERS, STOVES * Guaranteed to FIT 


ta auenco.ne a1. G. BRAUER Supply Co. 








Chicago 31, Ill. 





~ IMPROVED! 


-BB.- 
No. 12 SHANK 

| Designed Primarily for Residential Heat Loss Calculations. 
33%% STRONGER|) CLIMATEMAKER cS4U°% SLIDE RULE 


IMPROVEMENT IS APPLIED TO Gives the RIGHT Answers QUICKLY to: 


No. 18-SQUARE, No. 19—% | | © ee tna pipe and sack size’ Tor totes «PMCS 

PITCH, AND No. 25—% PITCH. } - any —_ air heating. % E.D.R. oT tT Cash 
water. %& Blower size. %& Figures out sign 

SOLD THRU LEADING temperatures from 40 Below to 40 Above zero. With 

Pat No. 2440528 JOBBERS EVERYWHERE Designs based on zero to 70°. Write Dept. AA-2 Order 

Easy to learn—Simple te use. ORDER NOW— 


BERGER BROS. co. Copyrighted in U.S.A. and Canada. Checks on Canadian banks accepted at par. 
Main Office & Factory 


CLIMATEMAKER SLIDE RULE COMPANY, Not Inc. 
229-237 Arch St. Philadelphia. Pa. 1404 E. Washington St. 


2100 Washington Ave. St. Louis, Mo. 





























Bloomington, Ill. 
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WALKER 
TYPE 34 


For any type 

of domestic 

furnace in 

homes 

stores 

small office 

buildings and 

apartments 

Sizes 6-20 inches 
Shown with in- 

stallation collar 

COMMERCIAL and INDUSTRIAL 


For power plants, a“ cS 
schcols, garages, in- / 

dustrial plants, 

laundries, and 


Help Your Customers 


SAVE UP TO 25% 
ON FUEL! 


Now, you can offer savings up to 25% 
on ALL types of fuel coal, gas, or! 
with the new, improved Walker Draft 
Regulators. Assure maximum, economical 
combustion under ALL stack conditions 
Quickly installed. Easily adjusted. Guar 
anteed 
Over 7 million in use! 
Sell this fast turning, profit-line of 
Graft regulators. Walker quality makes 
customers. See your jobber or write 





MILTON  sonminc macuines 


Specialists New & Used Sheet Metal Machinery 


SIZES 
1” to 6” 
Dia. Rolls 
16” to 10° 

tong 


up To 


WALKER MFG. & SALES CORP., 1701 
St. Joseph, Mo. Dept. 402 “0 

other commer- s 

cial uses. Built PLATE 

to meet most se- q 

vere conditions. 

Ball bearing. ‘S 

Sizes 16-36 inchs. “~ 


immediate Delivery 


MILTON EQUIPMENT CO. 


4th & RACE STS. PHILADELPHIA 6, PENNA. 











DRAFT REGULATORS 








The IMPROVED Compound Lever Shears 





TWO_SIZES 


There’s an eye opener 
On page 11 


PORTABLE 
ALL-ALLOY No. 2 cuts up to '/4" steel! plate. 
ALL ALLOY No. | cuts up to No. I! gauge strip or sheet 
BREMIL MANUFACTURING CO. 
1800 Pittsburgh Avenue ERIE, PA. 














Classified s 


Clas sifve d, aa 
SERVICE SECTION 


METAL ELBOWS 
Galvanized - Black Tin ane 
Wilder Adjustable Elbows Ma 
chine Riveted 

Quick Deliveries 
Juniper Elbow Co., Inc. 
72-15 Metropolitan Ave. 


Middle Village, L. |., N. Y. 


cents for each word. including heading and address. One 


r keved address. Minimum $2.00 for each insertion. Cash 








wanted 








WANTED: Shea 


Galvanized 





GRAND RAPIDS 
FURNACE CLEANERS 


Write for Details 
DOYLE VACUUM 
CLEANER CO 
227 Stevens Sr., S.W 
Grand Rapids 7, Mich 

















CUT SOLDERING 
COSTS IN HALF 





Quick Set Dividers 





Will give you hot 
soldering iron 
in one minvte— 
er Se Solders eight hours 
for 10c—Right 
amount of heat— 
Fastest and most accurate on the | No changing of 
. Two sizes for circles up irons—Make 
5 Gveronteed. your own fuel 
from water and 
+ carbide. 


ve FONTS REINER & CAMPBELL CO., 


I 19 EUCLID AVENUE 


Slauson Ave Los Angeles 


FOR SALE l 
tons Bishop & Babcock # 
arge Cap. 1000 CFN $15 


treight allowed 











INC. 
NEWARK 5, N. J. 


Unimatic Heating Syster 


1303 W 








144 AmerRICAN ArtTISAN, Fepruary, 1951 





American Artisan 


SERVICE SECTION 


Rates for display spx 
Service Section are 


insertion 


FOLDING BRAKES 
Form angles, flanges 
and Pittsburgh locks 
26 gauge steel. Cam 
lock ing Can be 
bolted to bench, or 
edge of truck. All 
steel, reinforced 
Shipped Express 
Collect, 30” size 
wt 54 lbs 
$26.50. 36” Wt 
” 100 Ibs., $45.00. Floor 

m yanting s, 32” high, $7.00 extra. Order direct 
cash, or C.0.D., or send for folder 

VYKE BRAKE CO 

T-1116 S. 27th St., Omaha 5, Nebraska 











How to drill concrete 


for expansion anchors. . 


You can drill holes thru concrete walls, 
ceilings, 12 to 15 times faster than by 


concrete. in less than ! 

money. You also use Wodack DO-ALL for chan- 

neling concrete, drilling wood, metal, etc. investigate 
WRITE TODAY FOR BULLETIN 471-AA 


Wodack Electric Tool 7 1 om 
4627 W. Huron St., Chicago 44 


SHEET METAL MACHINES & TOOLS 


Lockformer Pittsburgh Machines Pexto Rotary Machines Whitney Punches 
lockformer Cleat Machines Pexto Slip Rolls 
Pexto Bar Folders 
Smith Cleet Benders 
Pexto Power Shears Rex Spot Welders 
Pexto Foot Shears; Reed Power Rolls 
When in Chicago, visit ovr Machinery Showroom 


COMPLETE LINE OF SHEET METAL & VENTILATING SUPPLIES 


CENTRAL-WEST MACHINERY CO. 


335 SO. WESTERN AVE HAYMARKET 1-8360 CHICAGO 12, tL. 

















HANDY TOOLS AND 
EQUIPMENT 


Available for Prompt Shipment 
] 


“<> 
A NEW CLIP PUNCH 


For fastening slips or seams on ducts. 
Will push a “half moon” through 3 
thicknesses of 18-ga. steel. No hammer- 
ing or flattening out to fasten slip to 
the duct. 


A DRIVE CLEAT ee 
a 


For notching drive 
cleats up to 3 in. 
in width, 22-ga. or 
lighter. Can be op- 
erated by hand or 
foot or can be eas- 
ily mounted on 
the bench or on 
the job with 
clamps or bolts v 
and screws. y 


Distributed exclusively by 


REINER & CAMPBELL CO., Inc 


19 Euclid Ave., Newark 5, N. J. 





Warehouse 7 ~ Distributors 


HEADQUARTERS FOR 
MAZE ZINCLAD NAILS 


INDEPENDENT 
SCREWTITE AND STRONGHOLD NAILS 


GALVANIZED, STAINLESS, COPPER, 
ALUMINUM AND BRONZE NAILS 


All Types — All Sizes 


SPECIALISTS in FASTENINGS for the Roofing, 
Sheet Metal, Plastering and Building Contractor 


AT YOUR SERVICE, ALWAYS! 
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Oe i FARRINGTON on os 


FORMERLY POTTS 


4250 WISSAHICKON AVE., PHILADELPHIA 29 


PHONE BAldw 








A& ) ame ister Co., ‘The 

A. €o. 
Ceesraie Corp. 

= Electric Welder Co. 

Acme Equipment Co., Inc 

Adams Co., The ° 

Aerofin Corp 

Air Conditioning Products Co 

Air Controls, Inc, . 

Air Control Prod., Inc 

Airfan Engrg o 

Airtemp Div. of Saapeter Corp 

Airtherm Mfg 

Ajax Darnacs Fitting Co. 

Alien Co., Inc., L 

Alton Mfg. Co 

Aluminum Co, of America 

American Air Filter Co., The 

American Brass Co 

American Gas Machine Co 

American Machine Products 

American Radiator & Standard Sanitary 

Corp 

American Steel & Wire Co. 

Anchor Div., Stratton & Terstegge Co 

Anchor Post Products, Inc 

Anemostat Corp. of America 

Anthracite Institute 

Armco Steel Corp. 

Armstrong Co., The 

Armstrong Furnace Co 

Atlas Mig. Co 

Auer Register Co 

Automatic Burner Corp 

Automatic Humidifier Co 


Bacharach Industrial Instrument Co 
Barber Colman Co 

Barber Gas Burner Co., The 

Bayley Blower Co. 

Berger Bros. Co. .... seuintiaiens 
Berger Mfg. Co., Div. of Republic Steel 


orp 

Bethlehem Steel Co 
Beverly Shear Co 

Bishop & Babcock Mfg. Co., 
Boston Machine Works Co 
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In thesé 


of Procurement Problems 
what can 


Wolff Metal Service do for you? 


The answer is WORK . . . real on-the-go effort to help you meet the challenge 
that metal shortages impose. 

In this criticol time, the Wolff organization feels a particular sense of respon- 
sibility that penetrates far beyond the routine of the ordinary day. Every customer 
is regarded as a business partner whose interests must be evaluated in terms 
of available metals. 

This calls for intelligent advance planning and unusual co-operation all around. 
It demands compromise, flexibility and eleventh-hour change. It embraces under- 
standing, disappointment and frequent defeat. It also produces worth while 
results — the material required to do the job. 

If you're the type who hustles and likes hustlers who can take the bumps 
with you, you'll find you have a lot in common with the staff at Wolff Metal 
Service. They're on the job every day to get things done for you. Write — or 
call WAlbrook 5-3200. 


Carbon Steels, Stainless Steels, Aluminum, Copper, Tinplate, Metal Decorating 





